Saale lee ie 


oa) 


smeygnee 


* he Newspaper 


a 


en's "Auto Buy’ Rally— 


"s faith in its own prosperity was demonstrated impressively at a “You 
Now” rally in the Sam Houston Coliseum. Close to 10,000 persons interested 
the economy assembled to heor civic and industry officials launch the 
soles campaign. A lorge crowd also lined the streets of downtown Houston 

: the dealers’ “prosperity parade.” (Story on Page 2.) 
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put Dives to New Low 
}Chevy Shuts 9 Plants 


Martin L. Whitmyer 
Staff Writer 
CAR output is expected to 
ine to a six-year low of 
ely 60,000 cars this week 
schedules shutdowns 
of its 11 assembly plants 
maker’s projected sched- 
close to low-level opera- 
recent weeks. 
all seven B-O-P plants 
parent Buick, Oldsmo- 


i. 
mroney Opens 
eari Toda 
Hearings Today 
n Price-Tag Bill 
INGTON. — Consumer 
were expected to sup- 
ongly the Monroney price 
bill as hearings on the 
opened today (Apr. 21). 
to testify are the 
Better Business Bureaus 
American Automobile Assn. 
taking the witness stand 
representatives of the 


Department, Federal 
Jommi n and Commerce 


my will be given before 
Senate auto marketing prac- 
subcommittee. Two of its 
Fee members, Chairman A.. S. 

ey, Oklahoma Demo- 
Strom Thurmond, South 
Democrat, authored the 
The third member is 
Payne, Maine Republi- 
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am > 
groups such~ as 
and the manufacturers 
4n opportunity to discourse 
at a later date, NADA’s 
of directors voted over- 
fy but not unanimously to 

the measure. 
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bile and Pontiac divisions of 
General Motors Corp. are ex- 
pected to work full five-day 
schedules, the Chevrolet decline 
will drop GM assembly operations 
to their lowest level since model 
changeover time last fall. Only 
Chevrolet plants scheduled to 
produce cars this week are 
Bloomfield, N. J., and Norweod, O. 


With an output of 60,000 cars, 
this week’s total would be the 
lowest since the summer of 1952, 
except for model changeovers and 
holiday periods. 
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| 
practoss contributing to this) 
week’s depressed total are con- 
tinued sub-normal output at Ford 
division, which closed six of its 13 
plants all last week, and the possi- | 
bility of a shutdown at Studebaker- | 
Packard Corp. 
S-P production is threatened by | 
(Continued on Page 61, Col. .4) 


| 


% 


f the 


& 


DETROIT, APRIL 21, 1958 


Industry 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


This issue includes the monthly 
SERVICE SECTION 


$8 Per Year, 25c Per Copy 


NADA Warns Factories 
To Work with Dealers 
Or Face U.S. Controls 


ROVIDENCE.—A warning that 

failure of manufacturers to co- 
operate more closely with dealers 
may result eventually in Govern- 
ment controls for the automotive 
industry was voiced here by Fred- 
erick J. Bell, NADA executive vice- 
president. 

Chief speaker at the annual 
meeting of the Rhode Island 
Automobile Dealers Assn., Bell 
deplored the failure of efforts to 
set up a conference between the 
White House, Government finan- 
cial advisers, the NADA and the 
manufacturers to discuss means 
of improving conditions in the 
industry. 

“We didn’t get any positive re- 
sults,” he said. “What we need is 
positive leadership at the White 
House level.” 

(A previous warning to manu- 
facturers from Bell, which went 
unheeded, led to public airing of 
the industry problems before Con- 
gressional hearings in Washington, 
and to the so-called good-faith 
legislation of 1956.) 

Bell's speech was one of several 
highlights of the convention, which 
included the election of Robert W. 
Pierce, Pierce Chevrolet Co., as 
president, and formation of plans 


|for a campaign to promote car 


sales in Rhode Island. 

Pierce discussed effects of the 
State tax structure on auto sales, 
and also touched on steps to 
strengthen public confidence in 
dealers generally. 

With reference to dealer-factory 
cooperation, Bell urged the manu- 
facturers to adhere to an NADA 
code. of business ethics, and cancel 
the franchise of any dealer who 
persistently violates the code. 

He suggested that the industry 
set up ground rules to give all 
dealers an equal break, and cited 
as a possible rule the national ad- 
vertising of car prices. “Who 


Economy Run Champ .. .- 
Imperial a.3-Time Winner 


By Jack Weed 


ALVESTON, Tex.—The “Sweep- 
stakes prize in the Mobilgas 
Economy Run last week was cap- 
tured for the third year in a row 
by- Mel Alsbury jr. and an Imperial. 
He compiled a ton-mile figure 
of 62.7188 and 20.5821 actual miles 
per gallon. 
Alsbury also was a _ divisional. 


winner in the high-price class. 
Other division winners were: High- 
‘medium-price class, George Als- 
bury, Chrysler New Yorker; low- 
medium-price, Link Paola, Oldsmo- 
bile 88, and low-price, Pierce Ven- 
able, Plymouth Belvedere. 
7” ~ 


ME” ALSBURY, by virtue of his 
victory, beeame the first driver 
(Continued on Page 60, Col. 1) 


knows how much a car is supposed 
to cost?” he declared. 


“The automobile industry is the 
only transportation industry with- 
out Government control, but if 
Detroit does not choose to go along 


with the code of ethics, Congress | 


is the only recourse left for the 
retail dealers,” he added. 

Calling for repeal of the 10 
percent Federal excise tax on 
automobiles,” Bell said, “the Gov- 
ernment is taxing an American 


Chaffin Also Warns 
NADA disappointment at the re- 


action of auto makers to NADA} 


attempts to interest makers in co- 
operative industry efforts also was 


expressed by Dean Chaffin, NADA | 


president, at the Illinois dealer 
convention at Springfield. See story 
on Page 3. 


necessity as a luxury. The tax 
was instituted as a wartime 
measure to channel production 
toward defense. The reason for 
the tax is long outdated.” 

Pierce noted that the 3 percent 


| State sales tax is applied to the 
| gross selling price, and suggested 
| that the tax apply only to the cash 
difference between the purchase 
price and the tradein allowance. 


Such a revision, he contended, 
would result in more sales, more 
employment and more cars on the 
highways. The increase in the num- 
ber of cars would use more gaso- 
line on which the State soon will 
probably be collecting six cents a 
gallon, Pierce added. 


He also deplored a move by the 
State to enforce the collection of a 
sales tax on cars sold by Rhode 
Island dealers to out-of-state 
buyers. 

Pierce said that there are 520 
licensed car and truck dealers in 
Rhode Island, of which 161 are 
enfranchised new car and truck 
dealers. Of the latter, 137 are mem- 
bers of the state association, 

Charles Criss and Frank L. Hurd 
were named cochairmen of a com- 
mittee to arrange a “You Auto 
Buy Now” campaign for the week 
|of May 10. 
| The drive will be patterned after 
' the Cleveland program,” Criss said. 


Moderate Pickup Fans 
Hope for Spring Upturn 


By Robert M. Lienert 
Associate Editor 

7 gloom hasn't turned all the 

way to boom, but dealers are 
being cheered by continuing mod- 
erate increases in new-car sales, 
according to field reports. 

The improvement, in most 
cases, has been slight, but many 


dealers feel that a substantial | 


boost in new-car sales is still in 
the cards. 

Dealers and factory men agree 
that 1958 should see a return of 
the historic spring sales boom, al- 
though such a sales upturn has 
failed to materialize for two years 


in a row. 
> > > 


| THEY are correct in their ap-| 
praisal of the current situation, | 


more concrete evidence of a boom 
will have to make itself shown 
shortly. : 

A consensus of de~-1<« rs shows 
these factors preventing wide- 
spread sales gains at this point: 

1. Continuing discussion in 
Washington of a pussibie reduc- 
tion or cancellation of excise 
taxes. 

2. A late spring. Outright lousy 
weather in almost every. section 








New Car Every Year for GM Units 


Was public attention has been 
focused on the concept of the: 
smaller car, General Motors has 
been moving ahead on a revolu- 
tionary program which will give 
each of its car divisions a new car 
every year, starting with the 1959 
models. 
me call this program the one- 
shell concept, while others 
insist it is a “no body shell” pro- 


gram. ; 
At any rate, the three-body-shell | 


program, a keystone of GM success | 


since it was intréduced in-the Sloan 
era many years ago, has been aban- 
doned. 
+ * * 
ys startling change has already 
had repercission,..beneath the 
surface of the industry, reportedly 


stimulating stepped-up styling pro- 
grams. Howeve?,-it is unlikely that | ¢j 


+? . other makefs can match GM’s 
plans for complete amortization of 


body tooling costs in a single year. 

Ford engineers are examining 
the latest GM mave from all angles. 
But .any similar move is compli- 
cated by the fact that Ford, in what 
was then considered a highly pro- 
gressive step, switched to unitized 
construction .for the 1958 Lincoln 
and Thunderbird. The rest of the 
Ford cars still use frame construc- 


on. 
Under the GM plan, instead of 
(Continued on Page 4, Col. 1) 


of the U. S. continued through the 
early part of April. 

| 3%. Uncertainty over Administra- 
tion plans in regard to a possible 
cut in income taxes. 

4. Scattered unemployment, 
which tends to magnify reluctance 
| to buy on the part of those whose 
| jobs and income are still secure, 

5. A tendency on the part of fi- 
nance agencies to screen credit 
applications more stringently. 

> * = 


EALERS, howeve-sr, also see 
hopeful indications. Among 
}them are these: 

| 1. Depressed sales lead to pent- 
| up demand. Sales lost in the early 
(Continued on Page 4, Col. 5) 


Top Cars 


New-car registrations for two 
months, plus five states for 
March: 
1958 
Pos. 

1—214,574 

2—165,569 

3— 65,730 

4— 59,236 

5— 53,103 

6— 43,889 

J— 23,378 

8— 22,764 
22,660 


Cis 
10— 19,847 
1l— 11,847 
9,831 
9,161 
71,029 





1957 
Make Pos 


Chevrolet 225,977— 2 
Ford 239,307— 1 
Plymouth  94,314— 3 
Oldsmobile 68,453— 5 
Buick 15,217— 4 
Pontiac 54,627— 6 
Dodge 40A715— 8 


Further details on Page 52. 











Saved by Finance Reserve, Economist Says... 
Average Dealership in 


INDIANAPOLIS. —Had it not 
been for finance-reserve income, 
the average dealer would have had 


counting at Indiana University and 
a new-car dealer in Bloomington, 


Pressier revealed that the | department was 30.0 percent. 


further, Pressler said the average 
dealer made 9.4 percent on new 
and used-car sales after reposses- 
sion losses, which means the aver- 
age cost of sales equalled 90.6 per- 
cent of such sales, Gross profit on 
parts and service, meanwhile, was 
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Red for ’57 


on their own feet and make their 
own contribution to the net profit 
of the business.” 


Another approach to dealer finan- 










. 





38.8 percent, while expense in that 


cial results which tends to create 
confusion, he said, is dividing 
“every figure you can lay hands 


Indiana, Inc. 

Pressler, referring to NADA prof- 
it figures for 1957, noted that the 
average dealer had a gross profit, 
including finance reserves, of 144 


as expenses, this 
left him 0.7 per- 
cent net profit. 

However, Pres- 
sler pointed out, 
finance-re- 
serve income 
equalled 1 percent 
of sales. 

Thus, the av- 
erage dealer had 
a net operational 
loss of 0.3 percent in 1957. 

discussing the profit picture 





percent. With 13.7 
percent of sales 


On the other hand, Pressler 
said, in any dealership where ex- 
pense in parts and service sales 
was 35 percent of total sales, 
dealers would have had a net loss 
of 1.2 percent on sales. 


These figures, Pressler said, in- 
dicate that new cars in the aggre- 
gate in the U. S. last year were sold 
at a loss. 

Pressler said no one ever had 
attempted to contradict him on that 
statement. 


“This situation is not only of con- 


cern to dealers,” he said, “but I 
have been saying for a year that 
the manufacturers would eventually 
become concerned. 


“I believe there is some evi- 
dence of late that they are plan- 
ning to give consideration to this 
problem. But the manufacturers 
can’t be expected to solve the 
dealers’ problems. 
These can only be solved by the 
dealers themselves.” 

He continued: “Certainly manu- 





facturers can do much to improve 
the business climate in which deal- 
ers operate, but no manufacturer 
can help the dealer who doesn’t 
understand what it costs to do 
business, and who insists on taking 
profits from one source and dissi- 
pating them by selling cars below 
cost.” 

Pressler charged that emphasis 
on “percentage of absorption” had 
done much to confuse the dealer 
as to his true cost of doing busi- 


Associates Drafts 
Financing Plan 
For Mack Sales 


SOUTH BEND. — A compre- 
hensive finance plan covering sales 
of mew and used trucks by Mack 
distributors and dealers has been 


on” by the number of new cars 


sold. 

Unfortunately, 
all part of the thinking which 
gathers all the income of the busi- 
ness together and attributes it to 
new cars. 

“This approach,” he said, “is in 
part responsible for the deplorable 
results we see in some dealers’ op- 
erations. 

“It is only one more step to the 
question, ‘How many new cars must 
you sell to break even?’” 

The best answer in some dealer- 
ships apparently is none, he said. 

A study of the fundamental ques- 
tion, “Where do profits come 
from?” shows, he said, that the 
belief that only high-volume, low- 
cost operators can survive is little 
more than a myth. 

There is little difference be- 
tween a large and small business, 
he said. In any dealership there 
will be some profitable deals, 
some break-even deals and some 
loss deals. 

Loss items, he said, creep into an 
operation ordinarily through the 
application of the theory of mar- 
ginal costs. A piece of business is 
taken because the immediate return 
is more than the immediate costs 
incurred. 


If We're Late 


Next week’s Automotive News 














Co. according to Robert L. Oare,| ness, He termed the absorption ap-| will contain the 1958 Almanac 
Associates chairman. proach “nothing short of ridicu-| issue, If your copy of the Apr. 28 
The plan is designed to accom-| lous.” edition is late, it will be due to 
Plish all sales-financing needs of The dealer who makes a profit | mechanical and mailing difficul- 
distributors, Oare said, and, in| im the parts and service ties with the big issue. 
addition to financing new and used-| ment, he said, should keep it and | 

truck sales, provides for the floor 

Planning of both new and used ° 

units. Ragsdale Warns on Pay Hike .. . 


The arrangement will enable 
distributors to make inventory 
deliveries of new Mack trucks from 
stock and will facilitate recondi- 


BOSTON.—The price tags on 59 
autos will be higher “if labor suc- 
ceeds in obtaining a bigger wage 
increase than that provided in its 
present contract,” Edward T. Rags- 
dale, Buick general manager, told 
a group of Boston businessmen 
Friday. 

General Motors has suggested 
an extension of its current con- 


Business Barometer 


Automotive News Economic Index — 
101.1 Percent of Last Week 
88.1 Percent of Like Week Last Year 
Percent of 
Percent of Like Week 
Last Week Last Year 
131.7 66.9 
99.5 74.1 
81.0 
84.5 
56.5 
90.1 
90.4 
744 
94.2 
96.7 
80.9 
110.6 
90.8 


Investment and Associates Dis- 
count Corp. and the major sales 


84,387 
16,832 
781,125 
108,659 
1,308,000 
216,307,000 
256,970 
6,180,000 
45,618,000 
11,307,000,000 
324,377 

125 

307.4 


$65,076,041 ,000 
Commercial and Industrial Loans $30,210,000,000 


105.5 

97.6 
116.0 
103.2 
111.0 


99.4 

100.7 

98.4 

97.2 

Apr. 16 Apr. ? 

284% 
9 
24 

3% 

43% 


1958 Range 
31%-27 

10%- 7% 
26%-21% 
3%- 2% 
445-402 


Apr. 16 Apr. 9 1958 Range 

8% 9%- 8 
Chrysler... 45% 47% 57%-45% 
41%-37% 


35% 34% 36%-33% 
* Kaiser Industries, parent firm of Willys Motors. 
(Apr. 21, 1958) 








Prices Up Again on ’59s? 


| tract with the United Auto Work- 
| ers, which expires May 29. This 
proposal excludes a general wage 
| imerease but the contract does 
carry a six-cent or 2%-percent 
annual improvement factor in- 
crease. 
| Ragsdale said that business has 
been caught in a squeeze for more 
than a decade. 

One side is organized labor's 
“persistent and continuing demands 
for higher wages.” On the other 
|side is the consumer, who is 
|“alarmed at the ever-increasing 
price he must pay for the goods he 
needs,” Ragsdale said. 

The Buick executive expressed 
confidence that the economy could 
work itself out of the recession and 
said that a general tax cut and the 
elimination or reduction of auto- 
motive excise taxes would aid the 
| recovery. 

“A tax cut helped greatly dur- 
ing the recession of 1953 and ’54. 
| And I believe it would do more 
than anything else to expedite a 





resurgence of business activity 
right now,” he said. 


Ragsdale noted that auto manu- 
facturers carry the 10 percent ex- 
cise tax on top of the normal taxes 
on businesses and added: “No sin- 
gle purchase contains so many 
hidden taxes in its price tag as an 
automobile. 


“The excise tax should either be 
eliminated entirely — or at least 
eliminated on the first $2,000 of the 
wholesale price. 


¢This would give a tremendous 
boost to the automobile industry 
which has felt the current reces- 
sion more than any other segment 
of our economy.” 


He called_on the Boston busi- 
nessmen join in leading the 
nation on “the way back to pros- 
perity by deeds and actions that 
will show the consumer that we do 
have confidence.” 


he said, this is 
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Mayor Boosts Sales Promotion— 


Mayor Clifford Rishell, seated, of Oakland, Calif., hands proclamation of 
Avto Buy Now” sales week to, from left, Troy Holiman, Downtown Merchants 
and chairman of event; Ben Celli (Chevrolet); Ed Deemer (Buick); Jock 
(Chrysler-Plymouth), and Bill Jackson (Ford). The drive was spearheaded by the 


bay Motor Car Dealers Assn. 
> > 


Chicago ‘Auto Buy’ Week 
Pushes Sales Up 60 Pct. 


NWaw-carn sales jumped 60 per- 
cent in the first four days of 
Chicago’s “Auto Buy Now Week,” 
according to Edward L. Cleary, ex- 
ecutive vice-president of the Chi- 
cago Automobile Trade Assn. 


The CATA is co-sponsoring the 
promotion with the Greater Chi- 
cago Used Car Dealers Assn., 
which also reported an increase 
in business. 


Meanwhile, “Auto Buy” cam- 
paigns were under way or in the 
planning stage in numerous com- 
munities in every section of the 
country. The number of cities which 
have held, scheduled or are plan- 
ning campaigns was estimated last 
week at about 300. 

Universal CIT Credit Corp., the 
nation’s largest independent auto 
financing firm, announced it would 
give the dealers’ promotions a boost 
on NBC's “Monitor” radio show the 
weekend of Apr. 25-27. 


LEARY estimated new-car deal- 

ers in the Chicago area sold 
2,600 units on the first four days, 
compared with 1,303 registrations 
on the corresponding four days a 
week earlier. 

In the 12-day period prior to 
the start of the campaign Apr. 12, 
Cleary said, 4,711 new cars were 

in Cook County (Chi- 
cago). The drive was scheduled 

to close Sunday (Apr. 20). 

Milton Raynor, executive secre- 
tary of the used-car group, said 
used-car sales averaged 1,100 daily 

7. . > 


pee x ; 

Completing a Deal— 

William H. McGaughey, left, communi- 
cations vice-president, American Motors 
Corp., decided to try his hand at selling 
automobiles in connection with the “You 
Auto Buy Now" campaign in Detroit. He 
phoned three persons and ended up 
selling a Metropolitan and obtaining two 
“hot” prospects for Ramblers. Here he is 
shown selling a car to John Hunting, an 
English instructor at Cranbrook School for 





=, | Boys, Bloomfield Hills, Mich. 
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on the first three days, co 
with a normal 900. 


> > : 


AMES V. MANCUSO, 


of the special arrangements¢ the factor 
mittee for the promotion, said better org 
sold 10 cars a day for the first ual dealer 
days, about five times our But 


business.” 
He said he found that th & 
gree of a dealer’s success in 
drive was dependent on & 
amount of effort. 
Glenn Walker, president of 





Detroit Auto Dealers Ass, ] 
new-car sales “from dealer sto 
plus orders for future delivery i TOPEKA 
the first 13 days of the ca last week 
were 62 percent ahead of the mm tt put | 
days immediately prior to the stagg "ck into 
of the drive March 29.” Sansas 
Used-car sales in the same per oc hac 
were up 31 percent, he conti to stay an 
The drive closed last cently by | 
(Apr. 19). uit court 
* * * — . 
yf bppoes was the picture in The inju1 
sections of the country: from colle 
EAST terest on 
At its annual meeting in contracts i 
dence, the Rhode Island Aut court said 
Dealers Assn. voted to sponser 4% rious. 
statewide “Auto Buy” drive The Sup: 
10-17. Frank Hurd and Coa the injunc 
Criss were named co-chairme @o it It nm 
Performers from Ringit § ‘me busir 
Brothers and Barnum & bond to g 
Circus will entertain at = of == 
in Madison Square (termi 
25 launching the Metropelit# @ mlawfully 
New York drive. The part 
Bill Power, Chevrolet tion which 
ing manager, will address => the 
salesmen and guests at the? questio: 
sponsored by the Automobile bathe 
chants Assn. of New York i° = It th 
(Continued on Page 57, Col 2 the b 
om 
over 
Number of Deale te tems 
. a current as 
Falls in Chicago Je 50 


During Quarter 
CHICAGO.—The number of # 
car franchises in Cook Cow! 


(Chicago) fell from 533 to 516 
ing the first quarter of 198 





number of dealers holding _ 
franchises fell from 435 to 4% oe. 
The pattern of dealershiP 9B) Coun peci 
ings and openings suggests & Dealer Ad 
to the suburbs. During Editorial 
quarter, 17 dealer resignations Fneaciol 
cancellations were roprted—l Mahwey 0 
Chicago and six in the su legislative 
areas of the county. New Prod. 
Seven dealers opened theif Obituaries 
nesses during the quarter, Ports-Acces 
the suburbs and one in Chic@Q™ER) price, Fo, 
The number - tree Prices, Ne. 
make on Apr. 1 and Jan. Producti 
Buick, 34, 34; Cadillac, & ae 
Chevrolet, 52, 51; Chrysler, % filles. tr 
DeSoto, 27, 28; Dodge, 29, 30; PRM Service 14; 
19, 22; Ford, 53, 56; Liste Ternings 


Mercury, 32, 34; Oldsmobile, 
Plymouth, 85, 87; Pontiac, 
Rambler, 43, 44; Studebak 
Packard, 24, 25, and Willys, % 









Dealer Forum 













by Robert M. Finlay 






















THIS issue of AuTomotive News 
js a story in which Stanley A. 

, Bloomington (Ind.) auto 
and professor of accounting 
Indiana University, indicates 
in 1957 dealers sold nearly six 

new cars and more millions 
if used cars at a loss. 

The only thing that pulled them 
at of the red to a modest 0.7 
pereent operating profit before 
taxes was the finance reserve. 
The reserve certainly is a side- 
line to their main business. 

Why don’t dealers do something 
gout such a Startling situation? 
Why do they go on year after year 
tssing their hard-earned profits on 

and used cars into the pot 
@ that they can sell new cars at 


a loss? 


















* * * 


seems like sheer stupidity. 
And leaders among dealers 
have long railed against this situa- 
















Doubtless there are several rea- 
wns why it has been allowed to 
continue. 

For one thing, most of the 
d@rection in management and 
faancial matters has come from 
the factories. Obviously they are 
better organized than an individ- 
ul dealer to provide leadership. 
But the sad thing here, from the 


High Court Ruling 
Drops Barrier to 
CCC in Kansas 


TOPEKA, Kans.—A ruling here 
lst week by the State Supreme 
Court put Commercial Credit Corp. 
tack into the finance business in 
Kansas. 

OCC had asked the high court 
to stay an injunction granted re- 
ently by the Johnson County dis- 
triet court in a suit filed by John 
Anderson jr, State attorney gen- 
eral. 





The injunction prevented the firm 

from collecting principal and in- 
terest on certain installment-sale 
cntracts involving charges the 
curt said apparently were usu- 
nous. 


The Supreme Court did not stay 

the injunction, but modified parts 
ad it It ruled that CCC could re- 
sme business if it posts a $300,000 
tnd to guarantee full restitution 
a@ any money the courts might 
ttermine to have been collected 
mlawfully in the past by CCC. 

The part of the original injunc- 
tion which required that CCC fur- 
nish to the attorney general copies 
of questionable finance contracts 
was kept intact by the Supreme 
Court. It then went one step further 
with the bond requirement. 

The court also ordered CCC to 
tum over to the attorney-general 
the firm’s records of transactions 
current as of Jan. 31. These number 
about 5,000 and involve millions of 
dollars. 
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dealer point of view, is that the 
factory is primarily dedicated to the 
volume theory. The financial ideas 
they have promoted are designed 
first to make dealers new-car sales 
minded. They get dealers to divide 
everything by the number of new 
cars sold. e 

And they made service absorption 
the big goal of the backshop to the 
end that dealers use service profits 
to carry the overhead so that they 
can sell new cars at less profit. 

* om + 
UT there is another factor which 
leads to self-deception in the 
auto retailing business. 

Even though the experts show in 
black and white that dealers are 
selling new cars at a loss, dealers 
don’t believe it. 

Some think that through the 
magic of volume they will create 
profits out of losses. Others think 
that there is something phony 
about dealer profit figures. 

And some dealers, of course, 
know there is something phony 
about the figures, for they supply 
the phoniness by working into 


It seems to us, however, that the 
business is no longer able to carry 
such self-deceptions. 

We should get down to the 
essentials and strip away the book- 
keeping confusion. 

How much does it cost to sell a 
new car? 

No one knows, because dealers 
believe neither the figures of the 
factories nor of other dealers. 


Are there profits in service and| 


used cars? Is the new-car end the 
cream or the bitter gall? 


Why continue to speculate about | 


such vital matters when it is pos-| 
sible to get the facts? 

Today dealers are well organized. 
Through NADA, there are few 
things that dealers cannot accom- 
plish if they really are determined. 

If they give the go-sign to NADA, 
they will get the financial lowdown 
on their own business. And they 
certainly need it, But they never 
will get the financial facts of life 
until they are willing to face the 
facts. 

> > > 
EANTIME, until dealers get a 
real program rolling, here are 
some interesting pointers from 
Pressler: 

Many dealers, he said, are con-| 
fused as to how many new cars 
they must sell to break even. For 
some of them, the answer is none. 

And many other dealers think 
that it would be a cinch to make a 
profit selling from a shack on an 
open lot. Pressler has this to say: 

“First, setup a budget for that 
operation and see about what | 
your cost per car is going to be. 





“Second, compare the value you 
would be offering against the value 
you now offer. See if you don't 
have something you can sell for 
more than the cost differential, 
thus making a profit on the value 


you create.” 
* * . 


RESSLER also had this inter- 

esting point about responsibility 
and results. He said that some of 
his most frustrating experiences 
concerned shop policy adjustments 
and shop supplies. 

For every comeback, the me- 
chanic had what sounded like a 
reasonable excuse, while appeals 
for conservation of shop supplies 
seemed effective only for a few 
days. 

Finally, however, he included 
these items in the service man- 
ager’s compensation plan, The 
result: Expenses were cut 50 
percent almost immediately, and 
they have stayed down. 

This, he said, is a striking illus- 
tration of the rule that the most 
important single factor in expense 
control is fixing responsibility. 

His advice: 

Make someone responsible for 
every item of expense, and give 
him authority to do something 
about it. 
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Lead Dealers in Iilinois— 


New officers of the Illinois Automotive Trade Assn., elected at the group's annual 
convention in Springfield, Ill., are, from left, Al Blake (Dodge-Plymouth), McHenry, 
second vice-president; leo Borens (Studebaker-Packard), Morris, immediate past treas- 
urer; Ralph M. Young (Ford), Quincy, president; Les Sander, Springfield, executive 
vice-president, and Darrell Hanna (Chevrolet), Mount Vernon, treasurer. 








Indiana Dealers Get Action . . . 


Below-Cost Car Sales 
Scrutinized by U. S. 


INDIANAPOLIS. — Federal anti- 


to municipalities are run through 


trust action may be launched to|@ dealers books and the factory 


hault the growing practice of fac- 
tories selling new cars to govern- 
mental units at below-invoice cost, 
it was indicated here last week. 

Such direct sales, at less-than- 
dealer cost, are undergoing Fed- 
eral scrutiny, it was revealed in a 
letter written by U.S. Assistant 
Attorney General Victor R. Han- 
sen. 

Hansen's letter was in reply to 
Herman Schaefer, executive vice- 
president of the Automobile Dealers 
Assn, of Indiana, who had written 
directly to the Department of 
Justice, complaining about such 
sales. 

Hansen said that cut-price direct 
sales appear to relate “to a matter 
which may possibly come within 
the scope of the Robinson-Patman 
Act.” 

Schaefer's letter of protest, he 
said, had been forwarded to the 
Federal Trade Commission by the 
Department of Justice. 

The Indiana dealer group also 
called the matter of below-invoice 
sales to the attention of the Indiana 
congressional delegation and to 
NADA. 

In his letter to the Department 
of Justice, Schaefer noted that 
the Robinson-Patman Act re- 
quires that a manufacturer who 
sells in interstate commerce must 
sell his commodities at the same 
prices to all purchasers of the 
same class. 

Wrote Schaefer: “Since Congress 
is currently investigating the pric- 
ing procedure of the automobile 
manufacturers, it seems particu- 
larly appropriate to call to your 
attention the possibility of a viola- 
tion of the Robinson-Patman Act 
by the manufacturers who are en- 
gaging in these activities. 

“This whole matter appears to us 
to be further aggravated by the 
fact that the manufacturer does 
not provide uniform discounts to 
different municipalities buying iden- 
tical quantities. 

“This is a most serious matter 
to this trade as well as to the 
public, whose property values are 
inevitably adversely affected by the 
ability of certain entities to buy 
and subsequently sell motor ve- 
hicles at substantially less than 
the prices normally available.” 

Schaefer explained to the De- 
partment of Justice that when- 
ever such below-cost sales are 
publicized, the public is convinced 
that the auto trade is making an 
undue profit and that “there must 
be some means of collusion” 
whereby the dealer buys all of 
his cars substantially below the 
prices indicated on factory in- 
voices. 

“Of course,” Schaefer said, “sales 


invoices show the same conven- 
tional cost to the dealer as all 
other cars of the same model 
identically equipped. 

“Depending upon the volume of 
such sales made through dealers, 
the manufacturers either make 
cash rebates or credits the selling 
dealer’s parts account in the 
amount the manufacturer subsidizes 
the sales to such municipalities.” 


Below-Cost Sales 
Called Perilous 
By Calif. Dealers 


SAN FRANCISCO.—Directors of 
the Northern California Motor Car 
Dealers Assn. have adopted a reso- 
lution urging manufacturers to 
refrain from selling vehicles to 
governmental units at prices lower 
than those charged dealers. 

Copies of the resolution were sent 
to all vehicle makers, to NADA 
and to all state and local dealer 
associations. 

The Californians declared that 
the continued practice of current 
pricing procedures “places in 
greater jeopardy the financial ex- 
istence of dealers everywhere.” 

Other objections to the below- 
cost sales included the effect on 
the used-car market when the cut- 
rate vehicles are disposed of, the 
individual dealer’s inability to com- 
pete with subsidized sales and the 
fact that such sales give the public 
the impression that dealers’ profit 
margins are much greater than 
they actually are. 





Profit Accented 
At Illinois Parley 


Dealers Are Eager 
For Practical Ideas 


SPRINGFIELD, Ill.—Some 350 
dealers attended the 37th annual 
convention of the Illinois Automo- 
tive Trade Assn. here and listened 
with more interest than in most 
past years to a program built 
around “Profit.” 

An interesting aspect of the 
1958 session was that almost 
everyone who checked in stuck 
around for just about every ad- 
dress, every report, every remark 
made that sounded like an idea 
or method of adding another 
fraction to the black side of their 
books. 

Les Sander, Springfield, IATA 
executive vice-president, concluded 
“it appeared that everyone had 
business on his mind this year.” 

Elson G. Sims, Ford dealer of 
Vincennes, Ind., addressed the con- 
vention on “The Business of Busi- 
ness Is Profit.” 

Sims asserted that the sale of 
cars and trucks accounts for 85 
percent of dealer sales and 
should be charged with 85 per- 
cent of total expenses. 

He charged that so-called “daily 
gross profit control theory” was in 
reality the “daily gross profit give- 
away plan.” 

“It is based,” he asserted, “on 
the dealer using the entire profits 
of his service, parts, used car and 
finance departments, together with 
his miscellaneous income, to apply 
against the cost of selling new 
automobiles in order to create the 
false impression that there is no 
overhead expense involved in sell- 
ing a new car. 

“In truth and in fact, the over- 
head expenses per new car sold, 
on a washout basis, averages 
from $200 to $400 per car, de- 
pending on the dealer setup.” 

David Reese, Oldsmobile dealer 
of Drexel Hill, Pa., discussed “Re- 
taining Profit and Curtailing Ex- 
pense.” 

Edward Payton, Cleveland 
management consultant, ad- 
dressed the group at a general 
luncheon and Robert D. Morgan, 
Peoria, IATA labor relations con- 
sultant, followed Payton. 

Morgan said that in days made 
tense by reports of recession, it is 
more important than ever for the 
employer to keep in close touch 
with his employes and their prob- 
lems, to know where there is basis 
for dissastisfaction with working 
arrangements on anyone’s part and 
(Continued on Page 62, Col. 1) 


$150,000 Fire Destroys 


Kile Motor Co., 18 Cars 


CLEVELAND, Tenn. — Fire de- 
stroyed the building of Kile Motor 
Co. (Cadillac-Oldsmobile) on W. 
Lee Highway here. 

Loss, including 18 automobiles in 
the service department, was esti- 
mated at $150,000. Walter T. Kile 
is president of the dealership. 


On the House... 


who planned to 
in sales after the 





In a letter to top finance firms, 
questions the companies’ policy 


street, who are selling “bootlegged” new cars . 


Proposals to call a short-term moratorium on auto 
excise taxes, with the present levies to return after 
60 or 120 days, are dangerous. While a moratorium 
might spur new-car sales during that short period, 
it would have the opposite effect when “prices” are 
raised again after the breathing spell. Thus, those 


buy anyway would make their 


purchases while the tax was off, leaving a big void 


moratorium ended, A much better, 


all-around stimulus to new-car sales would be to 
eliminate or reduce the excise levy permanently— 
and the sooner it’s done, the better off will be the 
nation’s economy. 


Indiana Manager Herm Schaefer 
of “working both sides of the 
street”; that is, the financing of both franchised sellers of new 
cars and those unfranchised merchants, often just across the 


. . Leo Carey has 


been elected Rhode Island’s NADA director, succeeding Col. Tom 
Clarke, retired ...C. L. Robinson and James Gaither have been 
elected North Carolina state directors... 

Sign on inside entrance of Bohn Motor (Ford), New Orleans: “God 
will provide if you go out and scratch” ... Portland (Ore.) dealers 
will stage 21st annual golf tourney May 16-18. 





—Petre Wemuorr, Editor, 
Automotive News 
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Uniform Body for ’59 
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New Car Every Year 
For GM’s Divisions 


(Continued from Page 1) 


splitting up the “A,” “B” 
bodies between Pon- 
Oldsmobile and Cad- 


will use one basic body shell for 
all five cars, with “mutations” 


in recent years 
successes of the '56 Lincoln, 
57 Ford, all the '57 Chrysler 
and the '58 Chevrolet. 
* aa a 
Chevrolet-Ford sales battle 
in recent years has furnished 


In employing a single body shell 
for all five cars, GM actually is ex- 
panding upon a plan introduced 
in 1957 by Chrysler Corp., which 
used one shell for Plymouth, 
Dodge, DeSoto and Chrysler— 
everything except the Imperial. 

4 Chrysler’s 
lesser volume requires it to amor- 
tize its tool costs over three 


year. 
industry practice 
been to charge off two-thirds of 
cost of tooling in the 
and one-third in the sec- 


. > > 
= trend to more interchange- 
ability will also assert itself at 
Co., especially in the 
Mercury-Edsel-Lincoin div i- 


insiders contradict the idea 


and “C”| produce car bodies that look con- 


siderably different. 

Whether GM’s new formula is a 
one-body shell concept or a no-body 
shell concept, many feel that it is 
a reflection of the changing auto 
market and a recognition of these 
new facts: 

1. The medium-priced field is de- 
clining. 

2. The low-priced market has ex- 
panded and can further expand. 

3. There is profit in more fre- 
quent body changes. 

4. The feeling that an important 
part of the future market of the 
auto industry may lie with a more 
functional, smaller car such as the 
one General Motors probably will 
introduce in late 1959. 

> 


* * 

EST information is that GM has 

built prototypes of three differ- 
ent small cars and that the one 
most likely to be produced is a 
rear-engine model and possibly 
with a unitized body and swing 
axles. 

Competitors feel that GM also 
realizes a need to strengthen its 
financial position so as to counter- 
act any further drain on GM profits 
by the United Auto Workers this 
summer. 

Of course, the big winner in 
GM's shift to a standard body 


tiac, to a new “B” body for 1959, 
even though it had an all-new 
body in 1958. 

The news that Chevrolet would 
have a new ‘59 car caused Ford 
to imprové its new '59 car and sub- 
stantially to change its product 
program for 1960. 

> 7 





Moderate Gail 
Keep Alive Hope 
For Spring Surge 


(Continued from Page 1) 
months of 1958 should be 
later this spring, dealers 

2. Personal income is at a re 
high and savings are 5 pe 
greater than they were a year 

3. Congress will have to 
shortly what it is going t & 
about income taxes and CXtise 
taxes. Decisions in W. 
will help consumers make 
their minds. 

4. If industry negotiations y; 
the UAW drag on, buyers may ; 
cide an increase in labor 
probable, along with higher 
on ’59s. New-car prospects th 


y 


Dealers Get Together in Rhode Island— 

In a jovial mood at the 48th annual banquet of the Rhode Island Automobile 
| Dealers’ Assn. are, from left, John M. Dunne, immediate past-president; Robert W. 
Pierce, newly elected president; Frederick J. Bell, NADA executive vice-president, and 


will tend to make their move » 


5. Auto Week promotions } 
provided an initial sales jimpers 


IUM-PRICED GM car rep- 


= One quae & ene yo. resentatives reportedly were 


They say the corporation has in 

fact _| opposed to the one-body shell, but 

— the body shell con ar wane verted ty tn fnan- 
They that henceforth Fisher | ©i#l men who recognize that ev- 

Body ill” use 26 to 30 different |Tolet is the corporation’s “bread- 

bedy stampings and that only 11 and-butter” car and the most con- 

ef these need to be to | sistent sales performer, except for 


Cadillac, in recent years. 
Despite the use of a single 
body shell, each of the 1959 GM 


, cars will have very definite prod- 

On Styling, Briton Says — as 2 

NEW YORK. — Speaking about| maintained through te we de. 
the differing concepts of styling es 

among European and American All the cars will have a substan- 
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said shipping problems, 

the entire import 
industry in 1957, have just about 
been solved, and in his opinion the 
U. 8S. will not increase tariffs on 


iy 





tial increase in glass area, marking 


toward the day when every- 
thing above a car’s belt will prob- 
ably be glass. 

By using compound-curved 


portant milestone in the| 


Frank L. Hurd, association vice-president. 


in many areas. Dealers know thas 








By John K. Teahen Jr. 
i Staff Writer 
DETROIT.—Mercury has en- 
|livened the sales-incentive picture 
| with a new type of rebate program. 
It’s a two-month affair which 
“penalizes” dealers if they fail to 
| reach the sales targets which the 
| retailers themselves select. 
Factory payments range from 
$30 to $100 per car, depending 
upon the sales goal which the 
dealer sets for himself. If the 
dealer falls short of his target, 
a certain amount is deducted 
from his gross earning for each 
ear he fails to sell. 


The contest, which closes May 
31, is called the “Mercury sales 
performance sweepstakes.” Dealers 
are divided into five classes on the 
basis of sales potential. 

In each class, there are eight 
sales plateaus (‘measured in units) 
with payments rising from $30 to 
$100 in $10 steps. 

Merchants in the top-volume 
class get $30 per unit if they choose 
a sales target of 28 cars. It rises 
to $100 per car for a 70-unit target. 

In the lowest-volume class, the 
payment is $30 per car for a three- 
unit goal, and it jumps to $100 per 
car if a goal of 10 units is selected. 





Dealers Set Own Goals 
In Mercury Bonus Plan 





Here’s how the Mercury rebate | 


plan works: A dealer in the top- | 


volume category may decide he 


can sell 52 new cars during the | 
two-month period. This makes | 


him eligible for a bonus of $70 


per car if he meets or exceeds | 


this goal 
If he sells 50 cars, he will earn 


(curved around and up) windshields|~ — 
and back lights, the roof area of 
the average 1959 GM cars will de- 
cline from something over seven 
feet in length to something over 
four feet. 


Dealer Citation— 
Dave Biaushild, left, president, Cleve- 


Banker Would Kill 
Auto Excise on 


Ist $2,000 of Cost 


WASHINGTON. Exemp- 
tion from excise taxation of the 


| 
| 
| 
| 
| 
! 
' 
| 


j 
i 
| 
i 


i 
| 
i 


| 
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first $2,000 of the cost of an auto- | 


mobile was proposed to Congress 


last week by Marriner S. Eccles, | 


former chairman of the Federal 
Reserve Board. 


Eccles now is a Salt Lake City 
banker. In testimony before the 
Senate Finance Committee, he also 
urged: 

1. Relief on the first $2,000 of in- 
dividual income. 


2. Reduction of corporation taxes 
from the present 52 percent to 50 
percent, with a limitation of 25 
percent on the first $25,000 to help 
small business. 

3. Repeal of excise taxes on com- 
munications, transportation, freight 
and consumers durable goods. 

Eccles, who is regarded as one 
of the country’s outstanding au- 


land Automobile Dealers Assn., receives a| thorities on inflation problems, also 
plaque from Horry Halpert, president,| recommended that Congress take 


Cleveland independent Avto Dealers 


steps to curb “the monopolistic 


Assn., in recognition of Blaushild’s role| Powers of labor unions.” 


in promoting the area's “You Auto Buy 
Now” drive that stimulated sales and 
hypoed the industry out of its winter 
doldrums. Presentation took place at an 
industrywide breakfast at which W. Heart- 
sill Wilson, Plymouth assistant  vice- 
president, was the guest speaker. 


In the main, he urged that an 
overall $6 billion to $7 billion tax 
cut be enacted quickly. 

“This small addition to the na- 
tional debt would be a small price 
to pay for a quick economic re- 
covery,” he declared. 


new-car fever is contagious. Said 
one dealer, “Your old clunker ney, 
looks so sour as when the guy 
across the street has a brand-ney 
job parked in his driveway.” 

6. Activity has picked up in th} 
used-car market, with many de. 
ers feeling this is an indication , 
a following trend in new cars 4 
strengthened used-car market, ¢ 
course, enables dealers to mak 
more attractive tradein offers q 
new-car transactions. 

* * * 


o in the wholesale use. 
car market turned downwar 
last week. Some auction operates 
say that the pickup in dealership 
has brought more tradeins an 
taken some of the pressure off th 
wholesale market. 

The overall average price of 
used cars sold at wholesale ane 
tion last week declined $16 & 
$963, according to Automotiv 
News’ index. Only ‘Sis, whid 
went up $3 to $177, escaped th 
downward trend. 

In last week's adjustments, %& 


$70 per unit ($3,500), but he will 
be penalized double the unit bonus 
($140) for each car by which he 
misses his quota. Thus his total 
rebate for the two months would 
be $3,500 minus $280, or $3,220. 

On May 1, dealers will have a 
chance to revise their sales targets 
either upwards or downwards, and 
the new figure will apply for the 
entire term of the contest. 

Thus if the dealer in the above 
example finds sales going well, he 
may want to boost his goal to 70 
cars, which would earn him $100 
per unit. If sales are slow he can 
lower his sights to, perhaps, 28 cars, 
thereby cutting his payments to $30 
per unit. 

Elsewhere, Buick salesmen are 
competing for vacation trips, | 












i 
| 


merchandise and cash in a 
demonstration-ride contest which 
ends Apr. 30. 

The contest is conducted on a 
zone basis, and dealerships in each 


were off $64 to $2,644; ‘57s fel 2 


| to $1,651; '56s declined $19 to $1,145; 


55s dropped $9 to $890; Ms r 
treated $16 to $602; 53s went dow: 
$14 to $367, and ‘52s were set bac 


zone are grouped according to| $7 to $230. 

volume, The top salesman in each Despite the widespread cutback, 
group wins a trip to Florida or| only '57s and ‘56s sold at new lows 
cash, and second and third prizes| All other models held above low- 
are $200 and $100 in cash or mer-| points established in the mié¢ 
chandise. | January used-car market recession 


Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 





(Copyright, 1958, by Automotive News) 
Aptco Auto Auction. Sale every W ednesday. os 
m 
a Tinea, “giess*, sedan, Ba 
BUICK — ‘S57 Special conv. $1,950°; $1,325°, $1,225 7 
club coupe, $1,880° (ps); 2-dr., ‘56 Country sedan, $1,310 oo 
sé Gentury sedan, $1,450"; RM se (8) | Vietoria, $1.175°, Soe ‘i 
wert | a ' : a 115°; club an, ; 
ne Special D-<r., | $1,000° ; Custom Rane oe 
. : : : 135°; sedan ; 
‘SS Super sedan, $1,065° (ps); coupe, a $830, $705. 
gees” (ps); KM codes, Siem | ‘SS Fairlane conv., $1,055°, sus" 
(ps); Special Hardtop, $1,025*, sedan, $870, $785°, $760°, s7r" 
$1,010, $840°; conv., $990°, §980° Custom sedan, $715. | 
— a ‘54 station wagon, $450°; Custom 
'S4 Special 2-dr., $520°. = dan, $455*, $380, $250. , 
oe are", Ges; LINCOLN — ‘56 Capri sedan, $1.58 
a ; (ps). 
CADILLAC—'58 (62) club coupe, $4,- ‘58 Capri sedan, $1,225° (ps); o 


O75* (ps). 

"56 coupe de Ville, $2,500°, $2,500° 
(ps); sedan, $2,240° (ps); (60) se- 
dan, $2,400° (ps). 

"55 (62) coupe, $2,000°; $1,- 
875° (ps) 


coupe, $1,150° (ps). 
MERCURY — ‘57 Montclair aay 
$1,990° (ps), $1,835° (ps). 
'56 Montclair’ conv., $1,260°; club 
coupe, $1,215*; Monterey Hardtop 
$1,180*, $1,145°; Custom 


sedan, 


'S4 sedan de Ville, $1,465°. $980°, $975°, $950°. ee 
CHEVROLET —'58 Impala sport coupe, '55 station wagon, $1,175°, vow | 

$2,470* (ps); Biscayne sedan, $2,- Monterey sedan, $1,050", 7 
050°. $725. - 

'ST Bel Air (8) Hardtop, $1,730° ‘53 Monterey sedan, $365°. 
(ps), $1.555°; club coupe, $1,586°; '52 club coupe, $390°. 
conv., $1,630; Bel Air (6) sedan, OLDSMOBILE—'57 (88) Super Holiday. 
$1,400; Two-ten (8) sedan, $1,325°*; $2.205° (ps); club coupe, SLU, 
Two-ten (6) sedan, $1,200°, $1,160. "56 (98) Holiday, $1,730° Ow 

'56 Bel Air club coupe, $1,220°; se- Super Holiday, $1,675, 


. club coupe, $1,375° (ps), 
350°: 2-dr., $1,170°. 
'55 (88) Super sedan, $1,030. 
'54 (88) club coupe, $675°. R 
53 conv., $495°%; sedan, $260 : ons 
PACKARD—’56 Clipper 2-dr., $1 2: 
PLYMOUTH—’58 Belvedere conv., 
470° (ps). 
‘ST Belvedere Hardtop, $1,825° ( 
$1,715*; sedan, $1,585°. 


dan, $1,100°, $1,000°. 
‘55 Bel Air coupe, §1,055° (ps); se- 
dan, $985°; Two-ten station wagon, 
. $830; sedan, $790*, $690, $680. 
"54 Two-ten 2-dr.. $550°. 
CHR YSLER—’'56 NY St. Regis, $1,470*. 
DeSOTO—'57 Firefiite Adventurer, $2,- 
200°; conv., $2,100*. 
‘56 Firedome sedan, $1,290°. 
‘54 Firedome sedan, $305* (ps); Pow- 


ermaster club coupe, $400°*. 56 Savoy conv., $1,085°; Belvede 
"53 Firedome sedan, $250°. Hardtop, $930*. voy # 
DODGE — '57 Coronet conv., $1,965*; '55 Belvedere 2-dr., $835"; S@ 


dan, $790*, $780, $590. 


sedan, $1,825* (ps); station wagon, 
54 station wagon, $570; sedan, ss 


$2,170°. 





’55 Coronet 2-dr., $560°. 53 2-dr., $300*; station wagon, n 
"54 Meadowbrook sedan, $390*, $375. PONTIAC—’56 Chieftain Hardtop, 
‘53 Coronet 2-dr., $375*; station 250° (ps). s 
wagon, $350. 55 Star Chief club coupe, $870*. 
EDSEL—’58 station wagon, $2,375*. 53 Chieftain sedan, $300*%, $195. 

FORD—'58 Thunderbird, $4,020*; Fair- '52 sedan, $130. 708" 
lane (8) 500 Hardtop, $2,225*. RAMBLER—’57 station wagon, $1, 


'S7 Fairlane (8) 500 conv., $1,900*; MISCELLANEOUS—’54 Chevrolet pict 
sedan, $1,625°, $1,525*; Country up, $425. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 42, 46, 47, 54, 55, 56. A 












exactly what is a 
cash customer ? 
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Cash customer? Today, the genuine article—like the dodo bird 


and the electric automobilte—is almost extinct. Smart 


FRYER Eissoe FEF 


automobile salesmen recognize “I'll pay cash” as a danger sign, 
not a sales sign. Too often, the customer means he’s off 


to arrange his own financing and all-to-often that’s the last you 





see of him... out the door never to return! Not so when 


you control the deal, with Associates one-stop finance 





and insurance plan. Here’s the easy way to convert “bogus” 


ant 
373° 
rast 
- 
(pe) 
gor 
raat 
25" 
13° 


cash customers into “bonus” new or used car sales for 


you. Ask the man from Associates today—he’s got the facts. 
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ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 





1956 NATIONAL VEHICLE SAFETY-CHECK FOR COMMUNITIES 











eo Planning 
Safety-Checks 
Fe Counties Planning 
Safety-Checks 
Motor Vehicle 
Inspection States 


Safety-Check Interest Rises — 


At last count, plans for 892 May Safety-Check programs had been reported to 
the cosponsoring Inter-Industry Highway Safety Committee. A total of 441 Safety- 
Checks had been announced at the same time a year ago. Cities and counties signed 
up in the annual inspection program are shown on the map above. 








Wondering how new-car and ‘truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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For Boosting Safety... 
Community Drives Best 


Eprror’s Note: This is the third 
of a series of articles on how 
dealers can build service and 
sales by promoting safety. 

ia + . 


By Maynard M. Gordon 
News Editor 


May checkup programs, Its 1957 
program was acclaimed the best 
staged by a 
county in the 
nation. 


city of Warren 
and surrounding 
Trumbull 


i ORDER to be really effective, 
safety should be a community 





project. County com- 
Working with civic groups on munities will 
safety establishes a local image of launch their 


the dealership as a place to visit 
for periodic checkups and main- 
tenance. 

The National Vehicle Safety- 
Check is a peg with which to 
begin building this image, if a 
dealer’s safety efforts have been | 
either haphazard or unsuccessful. | 
Two examples of local community 

efforts show what can be done both 
during the May National Check and 
in an off-season promotion. 

* ~ 


safety-c heck 
week with a traffic safety parade 
on May 19. Radio Station WHHH, 
owned by the Warren Tribune- 
Chronicle, will lead the parade. 


An essay contest will be held in 
county high schools, and a 
safety-check queen will be chosen 
from among the essay writers. 
Two private planes in the civil 

air patrol will broadcast safety- 
check appeals to motorists via 
loudspeakers. The Boy Scouts will 


* 


RUMBULL COUNTY, O., is a 
| two-time prize winner for its 








NEW FORMULA PROVED 
BEST FOR NEW PAINTS 


with Exclusive Gl 










Much More 
Measurable 
Protection 





Now you can sell Liquid Glaze with all your new car 
deliveries regardless of the finish —enamel, regular lac- 


quer, or the new acrylic lacquer. 


Exhaustive tests by Liquid Glaze and South Florida 


Test Service since 1955 conclusively prove that 


Glaze applied to freshly painted acrylic lacquers will 


enhance the luster, prolong the life and permit 
drying and curing of the finish. 


Write today for samples, literature and prices. Also 
available to GM Dealers through your normal shipping 


GM Parts Warehouse, Part No. 987722. 


LIQUID GLAZE, INC. 


704 SHERIDAN ST. « LANSING, MICHIGAN 





asite 


Liquid 


proper 


DISTRICT MANAGERS NEEDED 
FOR SEVERAL DESIRABLE TERRITORIES 


This year, the! 





distribute 50,000 circulars to 
hicle owners. " 

Volunteers provided by the W 
ren chapter of the Fede 
Women’s Clubs will call aij ,, 
ings in the telephone book to 
|mind motorists of the check , 
| gram. 

Finally, 400 posters will be pis. 
in rural areas of Trumbull Coup 

* * «¢ ty 


MocH# earlier than the Nati 

Vehicle Safety-Check, 4 

cause of safety was advanced jy, 
novel high-school economy », 
held in March in Tulare Coun, 
Calif. , 

Sponsors of the event ingy 
the Visalia (Calif.) Moose Lodp, 
| Tulare County Safety Cowes 
Automobile Club of Southern ¢. 
fornia, General Petroleum 
California Highway Patroj 
local police. 

High schools competed {» 
best averages in ton miles an 
miles per gallon. Safety was high. 
lighted along with economig 

| driving, since miles-per-gali 
averages were reduced by peng. 
ties of one-tenth of a gallon fy 
each infraction of a traffic » 
safety regulation. 

Penalties were assessed for coag. 
ing, violating stop signals, exces 
ing the speed limit, failure to my, 
turning signals, failure to Yield 
right-of-way, violating pedestrai, 
right-of-way and crossing t} 
double line. 

A course covering city, country 
and freeway driving started a 
ended in Visalia after touchin 
nine communities. Nine schok 
took part, and trophies wer 
awarded the winning school a 
best drivers. 





> > 


ECOGNIZING the value of loa 

boosting in any Safety-Che 
program, the Inter-Industry Hig 
way Safety Committee is offering 
newspaper ad mats designed f« 
insertion of the dealer's name ai 
address and the name of his dy 
or county. 

The mats cost 55 cents each fe 
two-column and 45 cents for o» 
'column and are available from th» 
Inter-Industry Highway Sale 
Committee, 1200 Eighteenth & 
N. W., Washington 6, D. C. 

65 Sales for Toledo 

| TOLEDO.—Emkay, Inc., nation 
| auto leasing firm, will purchase & 
| new cars in the Toledo area durig 
April, according to Michael Braué 
president. The new cars will & 
| place 1956 and 1957 models pre 
|ently in use in the area. 


| 


12 DAYS! 


If you've been thinking about e& 
tering a subscription to AUTO 
|MOTIVE NEWS but have bee 
| putting it off, don't delay om 








| longer. 


| You have only 12 days from ie 
date of this issue to be sure yw 


new subscription includes ™ 
AUTOMOTIVE NEWS ALMANAC 


It's part of your regular subscip 
tion and worth many times the 
$2.50 non-subscribers will have ® 
pay. 


Its 270 pages are packed wi 
every conceivable item of infor 
mation about the a " 


industry. 


Use the subscription blank on 
inside back page of this issue 
subscribe today! 


Automutive News! 





> OFFICIAL RESULTS 
. 1958 MOBILGAS 
m ECONOMY RUN 


PRICE ACTUAL MILES TON MILES 
CLASS CLASS WINNER PERGALLON PER GALLON 


Low Plymouth Belvedere 20.0 48.3 


Low Medium Oldsmobile ''88" 19.2 50.5 
Upper Medium Chrysler New Yorker 21.0 58.4 
High *Imperial Crown 20.5 62.7 


(Winners determined on basis of highest ton-mile per gallon. Ton-miles is 
the mileage performance in relation to weight of car.) 


*SWEEPSTAKES WINNER...IMPERIAL CROWN 


AVERAGE ALL CARS ...18.7 MPG BEST MILEAGE BY MAKE 


Actual Ton 
Make MPG MPG 


In the 1958 MobilgasEconomyRun, 4, ©. |. |... 176 479 
29 new stock cars powered by 58 Cyt . 2. see 0K AIO 
Mobilgas Special were driven over a 

. Chevrolet 8 . . . j . ° . 18.7 44.3 
tough 1883-mile course from Los pa 21.0 584 
Angeles to Galveston. Through traf- en ot Ge : 18.0 558 
fic, across deserts, over mountains, D 5 SP he ell are ia 

ee + @ «. «om ‘Ss Se ‘ 19.6 519 
from below sea level to 7540 feet, at Ded 178 442 
. <4 - «*«' a oe oe d , 

maximum legal speeds up to 65 mph. - 

° > sel ear ~~. es oe ° ‘ ‘ 19.2 48.9 
This rugged test of cars, drivers and cond 6 os 43 
gasoline was carefully supervised by ae . “eo Oe} oa% ah 
United States Auto Club officials. es eS ee See 7 : 

SE ee el ae ee eee 20.5 62.7 


Result: top performance, top eo: & “efom ow “mo we a 18.8 51.0 


mileage. EE ae aa 19.2 50.5 

For proven performance and top _ Plymouth a. aim eee? Masa 20.0 48.3 
mileage, fill your tank with powerful pontiac . . . . . . . 18.8 48.3 
’58 Mobilgas Special. eM sw Ah ee 19.2 43.3 


THE RUN THEY FOLLOWED 
The Mobilgas Economy Run—an 
official test of cars competing 
against other cars in the same 
rice class—is sponsored annually 
y General Petroleum, far west \ 
affiliate of Socony Mobil, as a ’ ae GALVESTON, 
YOU'RE MILES AHEAD WITH MOBIL public service to motorists. Ff < 
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Sales of $25 Million Claimed .. . 


New York Import Show 
Is ‘Sellingest’ Ever 


By Ed Brown their praise of show results 
Staff Correspondent saleswise. 
NEW YORK—wWith an attend-| Show management said 1958 sales 
: i i hose 
ance near 250,000 and sales far in| Were Six times greater than t 
excess of $25 million, the nine-day | at the 1966 International Auto 


Show, and that attendance was u 
International Automobile Show at| by 35 an attendance p 


The British automotive industry 








the Coliseum was the “sellingest” | 
imports show ever held in New | shattered all show records with a 
York. | total of 4,009 models sold for $12,- 


Surprisingly enough, the few | 68,750 and spare parts sales 
oy 7 |}amounting to $625,500, it was an- 





On Guard at Import Show— | domestic automobiles in the show lnounced by John T. Panks, presi-| 


Guards in fur-covered headgear stand at attention at one entrance of the British | seemed to share in the enthusi- ident of the British Automobile 
Motor Corp. exhibit at the International Automobile Show in New York. Shown asm, and exhibit managers and Manufacturers Assn. 
were MGs, Austins, Austin-Healeys, Morris-1000s, a Riley 1.5, a chrome-plated engine| Z29NC© Managers for American Some exhibitors, who said they 
and a cutaway MG chassis. manufacturers also were lavish in | were not trying to makes sales, but 


Cars “Wear Out’ Alinement 
3 Times Faster Than Mufflers! 


FRONT END SERVICE 























FRONT-END SERVICE 


is among the 


TOP MONEY MAKERS 
of non-engine jobs! 


$100 million! That’s the 1956 net 
profit figure on wheel alinement, one 
of the top money-makers among non- 
engine jobs.* Yet, that’s just scratching 
the surface! Remember, with today’s 
more delicately-balanced front-end sys- 
tems, alinement service is needed at 
much more frequent intervals than 
many of the most profitable non-engine 
jobs. For example, alinement ‘‘wears 
out’’ 3 times faster than mufflers! With 
shops doing 30 million muffler jobs 
this year, that makes a ready-made 
market of 90 million alinement jobs a 
year—a profit of $450 million. That’s 
435 times the front-end profits being 
made today! 

*20 million jobs at an average profit of $5 





Are you cashing in on this Top Money Maker? 


You get more from Bear to help you get a bigger share of the booming front- 
end market. That’s why, according to a recent survey, nearly twice as many 
shops use Bear Alinement equipment than any other! Yes, Bear brings you 
more in every way. More equipment to choose from—the most complete line in 
the industry built with the stamina and precision that helps you make more 
money faster, easier! More business-getting power with the famous Bear sign! 
More assurance of success thru the Bear School, which is ready to train you or 
a front-end expert for you! More continued support after you buy—with a 
professionally-planned advertising-merchandising program to help you get 
the business and repeat business! 


Want to know the profit potential for alinement service in your area? FREE 
BEAR FACTS FOLDER brings you all the details! 


Write Bear Mfg. Co., Dept. A-14, Rock Island, Illinois. 


Low down payment and small monthly 
out-of-profits payments . . . that’s 
all it takes to set yourself up in 
Big Money Bear Service 





simply taking names and ada 

for referral to dealers, reported ; 
terest exceeded their most q, 
mistic estimates before the 5}, 
opened. , 

Imported-car exhibitors also 
ported that their overseas Sale 
ran well beyond their estimates. 

One exhibitor said: 
the recession?.I haven’t seen Suck 
activity in a long time. Looks 4, 
me like a little carnival 
phere helps sell people, Ther’ 
certainly plenty of money aroun 
for people to buy with.” 

R. W. Light, zone manager {, 
American Motors Corp., said 
was extremely pleased with , 
showing its cars made. The re, in 
of show visitors indicated the op 
pany is definitely on the righ; 
track with its compact-car » 
proach, he added. 

“Reaction to the Rambler 
can has been excellent,” Light s 
| W. O. Kumpf, zone manager j, 
| Studebaker-Packard Corp, 
had a full display of Mercedes-Be., 
models, reported retail business 
| the show exceeded estimates, 

Women were the most aetiy, 
shoppers, in the opinion of John 

Warren, export sales director 

Standard Motor Co., Co . 

England. Their interest extend 

to sports models as well as » 

the small car lines, he said 

Warren said women demonst 
a practical working knowledge ¢ 
the cars as well as displaying thet 
traditional interest in design 
color. 

“We have always known tha 
women exercise a great deal of i 
fluence on buying habits, but thi 
year they seem to be more direct 

(Continued on Page 57, Col, 3) 





Ford Consolidates 
Supplier Divisions 


Harder and Sullivan 
Get Advisory Posts 


DEARBORN. — Ford Motor & 
has consolidated its basic manufac 
turing divisions into two group 
and shifted a number of executive 
in line with the change. 

D. S. Harder, who has reached 
retirement age, has resigned s 
executive vice-president. Tk 
move leaves Ford with no exea- 
tive vice-president, in view d 
Lewis D. Crusoe’s retirement lst 
year. 

Ray H. Sullivan, vice-president 2 
charge of the former engine a 


3 





| John Dykstra C. H. Patterns 


|foundry and metal stampist 
|groups, has been relieved of ® 
direct line responsibilities at 
| request. E 
Both Harder and Sullivan © 
remain with the company, 
on special manufacturing P 
| Harder will serve as technical # 
viser to the board chairman 
president. c 
The basic manufacturing w 
have been aligned into six divisio# 
which, in turn, become parts 
two new groups—the power tm 
group and the body group. 
John Dykstra, formerly 
president in charge of the tras 
mission and axle group 
aircraft engine division, has er 
appointed manufacturing st! 
vice-president. He will com 
(Continued on Page 60, Col. 4) 


Rambler Sales Reported 
Up 93% in Early April 

DETROIT.—Retail sales of Rae 
blers nearly doubled during ® 
first 10 days of April over 4 2 
ago, said Roy Abernethy, Ameri 
Motors Corp. distribution and ® 
keting vice-president. 

During the period, AMC dest 
sold 4,256 Ramblers, compa 
2,197 for the corresponding P 
last year—an increase of 93.7 
cent, Abernethy said. He said 
bler sales aré up 70.4 percent 
far in the current model yeal 
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This diamond is a tire 
dealer’s best friend. 


SP Nylon makes it stronger... New thicker, wider tread plus new pre-shaping 
process make it last 26% longer 


look! 40,000 Ibs. of pressure could not break 
Goodyear’s triple-tough 3-T Nylon Cord. Reason: 
This nylon cord is triple-tempered under precise 
lension, at closely controlled temperature, for an 
exact period of time. 

Result: A stronger, safer tire for more worry-free 
miles. Make sure you’ve got the supply to meet 
consumer demand! 


NEW! 


3-T NYLON CORD TIRE 


made a new way to give your customers 
a BONUS MILE for every 4 they drive 


You can see why your customers get bonus miles 
. .. huskier non-skid tread and new traction de- 
sign. And the tire is ‘‘pre-shaped”’ to its proper 
inflated size to relieve undesirable tension, pre-fit 
the tire for the road. 

That means: Safer traction and surer stops... 
and up to 26% longer wear for your customers. 
Goodyear, Akron 16, Ohio. 


NEW <7 NYLON CUSTOM TUBELESS SUPER-CUSHION 


1 GOODSYEAR @ 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


Watch “Goodyear Theater’? on TV—every other Monday, 9:30 P. M., E.S.T. 





Super-Cushion, T. M., The Goodyear Tire & Rubber Company, Akron, Ohio 
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AUTOMOTIVE WASHINGTON 
Experts Are at Odds 
On Ailing Economy 


By William Ullman 


Washington Correspondent 


a few, like Senator Barry Goldwater, Arizona Republican, 
have ever run a business. Most of them are lawyers by 
training and politicians by profession. Yet it is these men 


and women who must pre- 


scribe for the ailing economy | nation’s pulse accurately or not, it|©C°momic affairs. 


during the next couple of 


months. 


the lawmakers, of course, call upon | carefully than they have in a long 


economics professors from leadin 


universities, from the financial jug- | 
glers from Wall Street, from offi-| 
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say about which direction the|worth of petroleum—all purchased| month, 17 were to protect , 
economy takes. And they are the|in the U. S. from spending money fo, 
people who will cast the votes next; “A recent non-Government wit-| Product and getting another, 
November, too. ness,” Dillon added, “stated that, in| “Take, for example, used m 
se 6 his opinion, one million jobs were|°ll. The ads didn’t exactly 
a directly or indirectly due to the| WS virgin fresh from oil wells 
Getting in Gear Mutual Security Program.” refineries, but they left that j 
HE Bureau of Public Roads -)s pression. Some even told the ty 
| “reports that 7,386 Federal-aid| The Lyrical FTC so ingeniously that buyers mj 


| highway construction contracts believe the used oil was not « 
cine pen in 1957, involving a OVERNMENT handouts, those|virginal but endowed with gpp« 
































Row 
— 


| 


total cost of $2.4 billion. Average single-spaced releases with| virtue, such as ‘refinery re-refin 
contract cost about $325,000. which Federal agencies communi-| exclusively from motor oil that; ROP 
f i like Senator Paul D i Ilinoi a cate news to the press, are usually stood the test in the Crankcage’ ) 

_— ew exceptions, like Senator Pa ouglas, Illinois aid pretty matter-of-fact documents.| “Without getting into the meg) mot 
Democrat, national lawmakers are not economists. Only | Spending in U. S. Far too often, they are stodgy, dull,| of used versus virgin oil, the Puieessul" 
‘HE Mutual Security Program/or even incomprehensible. protested only the failure to ; ei Ns 
can be considered a very strong The Federal Trade Commission, | close what kind of oil was bug iy 
plank in the anti-recession drive,”| however, has been doing its best | %°!d.” iar belt 
according to C. Douglas Dillon,| in recent months to jazz up the ee aed The 1 

Deputy Undersecretary of State for} gloomy profession of writing |Topping the List ; 
press handouts. Recently, the y A RANKING of 142 U. S. induss pequires 
|is probable that lawmakers will be| Im a recent address, Dillon | came out with one that was as | groups according to yumblity » 
| reading their mail and listening to| said y hay = —_ —— gonse Se pp phe |added by manufacture shows the st 

To fill in gaps in their knowledge,| Washington visitors much more; every spent for the = on m 8 om wn |“motor vehicles and uipmer 

ao = tary Assistance Program will be | weekly. |leading the list, according rr m - 
experts. They hear testimony from| time. Lawmakers, who are ama-| spent here in the U. S. From 75 | Wrote the FTC: “Be it oil, furs,|Census Bureau. from Ue 
|teurs themselves in the field of| to 80 cents out of every dollar | picture frames, or anything else,| Motor vehicles led the way in gm Under 
economics, have a lot of respect; of mutual security funds, he |the customer is entitled to know|four years analyzed, with a yah minsure 
for the views of the amateurs| added, will go for produce of | what he’s buying, according to an|of $8,030 million added in th moto 
American farms and factories. | oid-fashioned em 


cers and directors of major corpo-| ftom back home. 


rations. But economics is a very in- 


all their formid- 
able experience, 
couldn’t disagree 
more if they knew 
nothing about the 
subject. 

As even casual 


noticed, there isn’t 
even agreement 
on how serious 
the current slow- 
down really is. 

Perhaps there has been no 
group of statistics in recent years 
which has been subjected to so 
many different interpretations as 
the March unemployment and 
employment figures. Little won- 
der, then, that experts are at 
odds about what to do to cure 
the business doldrums. 

On the heels of financier Bernard 
Baruch’s opinion that a tax cut 
now would be “immoral,” came a 
request from a spokesman for the 
Committee for Economic Develop- 
ment that Congress begin prepar- 
ing tax-relief legislation at once. 

Howard C. Petersen, president of 
Fidelity-Philadelphia Trust Co. and 
head of CED’s fiscal and monetary 
subcommittee, said in Washington 
that a tax cut should definitely 
come ahead of any more public 
spending programs to combat re- 
cession. 





Call for Tax Cut 


AST February, CED had called 

for a 20 percent, across-the- 
board reduction in all individual 
income taxes if the recession con- 
tinued for two more months with- 
out letting up. 

“It seems quite clear from what 
we know about March that one 
of these two months of further 
decline has already passed,” 
Petersen observed. 

Congress had better get some 
legislation ready, he added, in case 
the decline continues. 

“Even if Congress acts with as 
much dispatch as may reasonably 
be expected,” he pointed out, “we 
shall know whether the decline has 
continued in April before the de- 
cision is made.” 

Petersen emphasized that CED 


readers must have | 


wants nothing more than a tem-| 
porary tax cut, with an automatic | 


termination date—March 31, 1959— 


written into the law. 


Back to the People 


rT ECONOMIC experts continue 

to make proposals to Congress 
as diametrically opposed as 
Baruch’s and Petersen's, lawmakers 
might as well dispense with the 
advice and turn back to the people. 
That’s where they will finally turn, 
anyway. And there is at least one 
indication that most people do not 
feel as strongly about the tax cut 
question as some of the experts. 


They know that it is the con-| 
exact science, and Congress must|Sumers and business people at the| just one year of the program, funds | mission. 
wonder if it is a science at all. For| grass roots—and not the financial| went to buy $20 million worth of | 

‘ the experts, with| experts—who will have the most to|motor vehicles and $35 million| orders issued by the FTC last| second, and aircraft third. —" 





low-pressure view} manufacturing process in 1% 
For example, Dillon said that in| held by the Federal Trade Com-| $9,422 million in 1955, $6,407 milk 




































































“Among the 21 complaints and 20| Blast furnaces and steel mills 
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Ask your anti-freeze supplier for these promotional ¢ ds 


[PT ANTI-FREEZE Cet) 














































to regis 
in 1954, and $3,791 million in isq_ ae ©! 
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Roundup from State Capitals... 


1958 





Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 


2OPOSALS aimed at solving the problem of uninsured 
r motorists have been among the most widely introduced 
sres of automotive interest in current state legislative 
«gions, With the most significant affirmative action thus 


br being the enactment of three Virginia bills. 


The new Virginia program ¢? 
quires all automobile lia- 


y insurance policies sold 

the state after July 1, to provide 
for the protection of the insured 
from the uninsured driver. 

Under the Virginia measures, the 
insured or financially irresponsi- 
ie motorist must pay an extra $15 
» register his car. The money | 
gus collected will be put into an| 


which allocations 
will be made to 
insurance com- 
panies to pay for 
the added cover- 
age. The costs 
will be deter- 
mined by the 
state corporation 
commission. 
Provision for 
the added fee on 
uninsured motor- 
ists makes the 


Bethune Jones 


ginured motorist fund, from| Virginia program significantly dif- 





ferent from a law enacted last year 
in New Hampshire, which made 
the “uninsured motorist endorse- 
ment” clause a compulsory provi- 
sion of automobile liability insur- 
ance policies sold in the state. Cost 
of the New Hampshire plan is re- 
flected in insurance premium rates. 

The Virginia program was 
adopted as an alternative to pro- 
posals for outright compulsory 
insurance, creation of an unsatis- 
fied judgment fund or a so-called 

“required responsibility” law. 

The latter, as recommended by 
the legislative committee of the 
Mutual Insurance Agents Assn, of 
Virginia, would have required that 
no motorist could start driving un- 
til he had demonstrated financial 
responsibility to pay for any dam- 
ages he might cause. 

Advocates of the unsuccessful 
“required responsibility” proposal 
explained it would have been more 


stringent than forms of compulsory 
insurance in some other states, un- 
der which drivers are required to 
carry insurance and underwriters 
are equally obligated to sell it to 
them. 

The plan proposed by the Vir- 
ginia mutual companies would not 
have required underwriters to sell 
insurance to any driver they con- 
sidered a poor risk. As a result, it 
was noted, some drivers would have 
found they could buy no coverage 
at all and would have been forced 
off the highways unless able to 
post a bond or otherwise provide 


coverage. 
* 


N. Y. Creates Special Fund 


Nae YORK lawmakers passed a 
bill providing for the creation 
of a fund, supported by insurance 
companies, to provide compensa- 
tion for motorists involved in acci- 
dents with vehicles not covered by 
the State’s compulsory automobile 
liability insurance law. 

Proposals for new compulsory- 
insurance laws, such as enacted 
in previous years in Massachu- 
setts, North Carolina and New 
York were rejected thus far this 
year by the Legislatures of Ari- 
zona, Kentucky, Maryland and 
Virginia, but were still pending 


Be ready this Spring when 


Peter Lorre 


sends you MORE customers 
screaming for drain-outs! 


Surveys prove that most motorists drain out 
their anti-freeze in the Spring through fear of 


engine damage. 


So what could be better than having Peter 
Lorre—the master of suspense, the oracle of 
the ominous—plant seeds of fear in motorists’ 


OLIN MATHIESON 
Chemical Corporation 
Automotive Products 


Department 


Baltimore 3, Maryland 


hearts over what can happen to car engines 
if anti-freeze is not drained out! 


Peter Lorre will scare more anti-freeze out 


of cars than ever before! You’ll scare up more 
profit from this promotion by using our 
merchandising aids to tie in! 


“33,600,000 chilling impressions 


over 200 radio stations selling 


your cooling system service! 


This is your big opportunity to sell cooling system service . . . 
and to pave the way for increased anti-freeze sales in the 
Fall of 1958. 


Early in the drain-out season, spine-tingling messages from 
Peter Lorre will make 33,000,000 impressions on listeners at 


home or in their cars. . 


. over 200 radio stations throughout 
the United States. You can make sure that car owners don’t 
forget Peter Lorre’s warning. Posters, comic books and pocket 


calendars round out this tremendous campaign to promote 


Spring drain-out. 


11 
in Delaware, Michigan, Missis- 
sippi, New Jersey and Rhode 
Island. 

Legislation to provide for crea- 
tion of unsatisfied-judgment funds 
was pending in Michigan and 
South Carolina. A New Jersey pro- 
posal was aimed at improving the 
effectiveness of that state’s unsat- 
isfied-judgment fund law. 


More stringent motorists’ finan- 
cial responsibility laws were sought 
in Delaware, Rhode Island and 
South Carolina. A Delaware bill 
would make it mandatory for all 
car owners to get “uninsured mo- 
torists” coverage, under which their 
own insurance company would pay 
damages inflicted by an uninsured 
or hit-run driver. 

+ * * 


N THE field of state taxation, the 
trend continues upward. Among 
the latest actions in this direction 
was the enactment in Maryland of 
measures calling for $44 million in 
additional annual revenue. 

One of the Maryland bills will 
boost the State income tax from 
2 to 3 percent, retroactive to Jan. 
1. The increase for the first six 
months will be paid in a lump 
sum with next year’s return. 
Withholding at the new rate 
starts July 1. 

Another measure raised the sales 
tax from 2 to 3 percent effective 
next Jan. 1. Also enacted was a 
bill calling for a filing fee on pub- 
lic utilities. 

Kentucky’s legislature approved 
for submission to the electorate in 
November, 1959, a constitutional 
amendment which would authorize 
a retail sales tax and issuance of 
bonds to finance a veterans’ bonus. 

In Kansas, a special legislative 
session to consider new revenue- 
raising measures was planned for 
today (Apr. 21), but Gov. Docking 
at this writing had not yet indi- 
cated what recommendations he 
would submit. At their earlier 
budget session, the legislators re- 
fused to go along with Docking’s 
proposal for higher corporate taxes. 
Docking vetoed a sales tax increase 
bill. 


Delaware Faces Sales Tax 


A DELAWARE bill would repeal 
a retroactive State income-tax 
increase, enacted late last year and 
extending back to Jan. 1, 1957. Pro- 
posals to make up for the revenue 
loss include a 3 percent sales tax. 

Among new developments in 
the highway-financing field, New 
Jersey's Assembly passed a bill 
to increase the State gasoline tax 
from four to five cents a gallon. 

Maine voters overwhelmingly de- 
feated at a recent referendum a 
1957 law to increase driver’s license 
and auto registration fees by $1 
and registration fees for smaller 
trucks by 7 percent. Initiative peti- 
tions for the referendum had kept 
the increases from going into 
effect. 

Delaware lawmakers received a 
proposal which would authorize a 
$5 million bond issue to finance 
suburban road maintenance. 

” * oa 


WASHINGTON bond issue of 

$33,366,000 to finance construc- 
tion of a second Lake Washington 
bridge was recommended by the 
Municipal League of Seattle and 
King County. 

The group proposed that an esti- 
mated $1 million annual interest 
charge on the bonds be paid from 
motor fuel taxes, and that 90 per- 
cent of the bond redemption be 
paid from future Federal highway 
allocations. State Highway Director 
William A. Bugge said that the 
plan, which would require 1959 leg- 
islative approval, probably would 
require an increase in the State 
motor fuel tax rate. 

A measure to exempt public 
utilities from the cost of relocat- 
ing facilities when _ necessitated 
by construction of Federally 
aided highways was passed by 
the New York Legislature and 
sent to Gov. Averell Harriman, 
who last year vetoed a similar 
measure. 

It was estimated such legislation 
would reduce available highway 
funds by approximately $10 million 
annually. 

Virginia lawmakers earlier en- 
acted a bill to require the State 
Highway Commission to pay out of 
highway funds for the relocation 
of public utilities in cities when 
necessitated by interstate highway 
system construction. 

A bill enacted by the Missouri 
Legislature called for creation of a 

(Continued on Page 48, Col, 1) 








Heres how 29 million peopl 
will learn more aboulon 


This is the fashion metal. . 


Cypress Gardens, Florida—a beautiful spot 
... a beautiful girl . . . a beautiful car... 


Lustrous, textured, colorful aluminum— in a 


. it imparts , 
gleaming beauty that won’t rust, chip, pit 


and Alcoa Aluminum, the modern metal with variety of finishes developed and perfected or peel . . . a beauty that time and trayg All 
lasting beauty! by ALCOA. won’t take away. we 
p 





SEE PONTIAC AND DAVID NIVENS) 


You’ve read about the exciting Alcoa-Pontiac fashion promotion. . . 
perhaps you’ve seen the glamorous six-page ad in the April 15 issue of 
Vogue. Tonight you can see it on television—on Alcoa Theatre. A full- 
length commercial shows how Pontiac uses Alcoa® Aluminum—for beauty 
.. . for performance .. . for sales appeal. 

To boost sales for dealers, Pontiac is using more aluminum than ever 
before—in gleaming grilles, sparkling side trim, lustrous ornaments and 
lettering, in strong, lightweight mechanical parts. 

To tell your customers about all this aluminum, Pontiac and Alcoa 
have put the sales power of fashion to work. All this week and next, 
leading department stores in 75 major cities will feature Pontiac and 
Alcoa Aluminum in traffic-stopping window displays. Pontiac dealers will 
tie in with beautiful showroom displays showing mannequins in Cole of 
California swimsuits, made of Courtaulds Coloray fiber and Alcoa Alu- 
minum yarn. Fashion-conscious car buyers will read about Pontiac and 
Alcoa in Vogue, and tonight 25 million people will see it all on TV. 

Don’t miss Alcoa Theatre tonight. See time and channel below. And 
when you sell a new car, be sure to sell hard on all the Alcoa Aluminum 
in it! Aluminum Company of America, Alcoa Building, Pittsburgh 19, Pa. 


Vv 
A. ALCOA ALUMINUM GIVES EVERY CAR MORE GLEAM AND GO! 























DAVID NIVEN STARS IN “MY WIFE’S NEXT HUSB 
A dramatic story of the frightening consequences of false went 


os <5, —\ See Di “ : : ims > 
b a es, hat, ed Use ae 

-~ . ° si ag bse 

aS op ge a BEN 


ntiacs newest sales feature: Alcoa Aluminum 


. The fashions in aluminum by Cole of 
California fabrics from Courtaulds 
Coloray ... cars by Pontiac ... and the 
aluminum, of course, by ALCOA—Aluminum 
Company of America—the world’s leading 
producer of aluminum. 


8 a 
pit BH this is the designers’ metal . . . gleaming 
ve & .juminum—as pleasing to the eye as it is 


practical. 


Treat aluminum just as you would paint... 
simply wash and wipe clean and bright. So, 
always—when you think of lasting beauty— 
think first of aluminum. For tonight: 


STAR ON ALCOA THEATRE-NBC-TV 


u ALCOR THEATRE ON THESE STATIONS: 


A 


Bermingham 
“ote 


Station 


WABT 
WALA-TV 
WSFA-TV 


KVAR 
KVOA-TV 


KARK-TV 


KMJ-TV 
KRCA 
KCRA-TV 
KFSD-TV 
KRON-TV 


KOA-TV 


ICUT 


Mattiord-New Britain WNBC-TV 


OF COLUMBIA 
WRC-TV 


itle WFGA-TV 


WCKT 
WFLA-TV 


WSB-TV 
WTVM 
WSAV-TV 


WNBQ 
WEEK-TV 
WTVO 


WFIE-TV 
WKJG-TV 


Channe! Local Time 


13 
10 
12 


8:30-9:00 PM 
8:30-9:00 PM 
8:30-9:00 PM 


7:30-8:00 PM 
7:30-8:00 PM 


8:30-9:00 PM 


9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 


7:30-8:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 


9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 


9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 


8:30-9:00 PM 
8:30-9:00 PM 
8:30-9:00 PM 


8:30-9:00 PM 
8:30-9:00 PM 


State & City 


Indianapolis 
Lafayette 


Muncie 


South Bend 
IOWA 
Davenport 
Des Moines 
Sioux City 
Waterloo- 
Cedar Rapids 
KANSAS 
Great Bend 
Wichita 
KENTUCKY 
Louisville 
LOUISIANA 
Baton Rouge 
New Orleans 
Shreveport 
MAINE 
Portland 
MARYLAND 
Baltimore 
MASSACHUSETTS 
Boston 
Springfield 
MICHIGAN 
Detroit 
Grand Rapids 
Lansing 
MINNESOTA 
Duluth 
Rochester 


St. Paul-Minneapolis 


Station 


WF BM-TV 
WFAM-TV 


WLBC-TV 


WNDU-TV 


WOC-TV 
WHO-TV 
KTIV 


KWWL-TV 


KCKT-TV 
KARD-TV 


WAVE-TV 


WBRZ 
WDSU-TV 
KSLA-TV 


WCSH-TV 


WBAL-TV 


WBZ-TV 
WWLP-TV 


WW4J-TV 
WOOD-TV 
WJIM-TV 


WOSM-TV 
KROC-TV 
KSTP-TV 


Channel Local Time 


6 8:30-9:00 PM 
59 8:00-8:30 PM 
(Wed.) (delay 9 days) 
49 8:30-9:00 PM 
(Fri.) (delay 11 days) 

8:30-9:00 PM 


8:30-9:00 PM 
8:30-9:00 PM 
8:30-9:00 PM 


8:30-9:00 PM 


8:30-9:00 PM 
8:30-9:00 PM 


8:30-9:00 PM 
10:30-11:00 PM 
8:30-9:00 PM 
10:00-10:30 PM 
9:30-10:00 PM 
9:30-10:00 PM 


9:30-10:00 PM 
9:30-10:00 PM 


9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 


8:30-9:00 PM 
8:30-9:00 PM 
8:30-9:00 PM 


State & City 


MISSISSIPPI 
Jackson 


MISSOURI 
Kansas City 
St. Louis 
Springfield 


NEBRASKA 
Omaha 


NEW MEXICO 
Albuquerque 


NEW YORK 
Binghamton 
Buffalo 
New York City 
Plattsburgh- 

Burlington, Vt. 
Rochester 
Schenectady 
Syracuse 
Utica 


Watertown-Carthage 


NORTH CAROLINA 
Charlotte 
Raleigh 
Winston-Salem 


NORTH DAKOTA 
Fargo 


OHIO 
Cincinnati 
Cleveland 
Columbus 
Dayton 
Toledo 


Youngstown 


OKLAHOMA 
Oklahoma City 
Tulsa 


OREGON 
Portiand 


Station Channel Local Time 


WLBT 


WDAF-TV 
KSD-TV 
KYTV 


KMTV 


KOB-TV 


WINR-TV 
WBUF-TV 
WRCA-TV 


wPTz 


WDAY-TV 


WLW -T 
KYW-TV 


KVOO-TV 


KPTV 


8:30-9:00 PM 


8:30-9:00 PM 
8:30-9:00 PM 
8:30-9:00 PM 


8:30-9:00 PM 
7:30-8:00 PM 


9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 


9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 
10:30-11:00 PM 


9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 


6 10:30-11:00 PM 
(Wed.) (2-day delay) 


5 9:30-10:00 PM 
3 9:30-10:00 PM 
a 9:30-10:00 PM 
es 9:30-10:00 PM 

9:30-10:00 PM 
(Wed. ) (2-day | cater) 
21 9:30-10:00 


4 8:30-9:00 PM 
2 9:30-10:00 PM 
(Sun.) (6-day delay) 


12 9:30-10:00 PM 


State & City 


PENNSYLVANIA 
Erie 
Johnstown 
Lancaster 
Philadelphia 
Pittsburgh 
Wilkes-Barre 

RHODE ISLAND 
Providence 

SOUTH CAROLINA 
Greenville 


TENNESSEE 


Chattanooga 
Knoxville 


Memphis 
Nashville 


TEXAS 
Austin 


Corpus Christi 


El Paso 
Fort Worth 
Houston 
Lubbock 


San Antonio 


UTAH 
Sait Lake City 
VIRGINIA 
Norfolk 
Richmond- 
Petersburg 
Roanoke 
WASHINGTON 
Seattle 
Spokane 
WEST VIRGINIA 
Huntington 
Wheeling 
WISCONSIN 
Madison 


Station Channel Local Time 


WICU-TV 
WJAC-TV 
WGAL-TV 
WRCV-TV 
WIic-TV 
WBRE-TV 


WJAR-TV 
WFBC-TV 


WRGP-TV 
WATE-TV 
WMCT 
WSM-TV 
KTBC 
KRIS-TV 
KTSM-TV 
WBAP-TV 
KPRC-TV 
KDUB-TV 


WOAI-TV 
KTVT 


WVEC-TV 


WXEX-TV 
WSLS-TV 


KOMO-TV 
KHQ-TV 


WSAZ-TV 
WTRF-TV 


WMTV 


Green Bay-Marinette WMBV-TV 


Milwaukee 


WTM4J-TV 


9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 
9:30-10:00 PM 


9:30-10:00 PM 
9:30-10:00 PM 


9:30-10:00 PM 
9:30-10:00 PM 
8:30-9:00 PM 
9:30-10:00 PM 
(Tues.) (1-day delay) 


9:30-10:00 PM 
Sun.) ae | con 
7:30-8:00 


(Tues.) (8-day corey) 
7:30-8:00 P’ 
8:30-9:00 PM 
8:30-9:00 PM 

1 10:00-10:30 PM 

Sat.) (5-day mn 
8:30-9:00 P’ 


7:30-8:00 PM 


9:30-10:00 PM 


9:30-10:00 PM 
9:30-10:00 PM 


9:30-10:00 PM 
9:30-10:00 PM 


9:30-10:00 PM 
9:30-10:00 PM 


8:30-9:00 PM 
8:30-9:00 PM 
8:30-9:00 PM 
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AUTOMOTIVE NEWS PLATFORM 
1 1. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
1 2. Every dollar of line and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways: 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
= = = citizens more of the better things of life than anywhere 
else in worid. 








Used cars held in stock by franchised dealers were re- 
duced sharply last month, with dealers expressing optimism 
over the immediate outlook. 

A harbinger of the new-car sales market? 


Reports on Auto-Buy Days throughout the nation indicate 
that they have been an unqualified success when dealers and 
salesmen have done their part. 


A goal and hard work are hard to beat. 


A showdown is near on Senator Monroney’s auto price 
disclosure bill, which will require a windshield sticker list- 
ing prices, freight charges, etc., on every new car. 


We've always favored an end to the chaotic price-tag 
conditions, but we're not convinced .that Monroney’s 
measure is the correct answer. 

* . + 


There were plenty of shoppers at the record import car 
show in New York City, but salesmen had a solution that 
sellers of U. S. cars could use: 


“They're all shoppers,” declared a salesman. “We sim- 
ply talk quality ... and it works most of the time.” 


Without jobbers who contribute so much to the value of 
the used car, auto makers and oil producers would not have 
enjoyed the success ‘they have, declares G. W. Arnold, 
Northern Auto Parts Co. 


Singing the praise of unsung heroes. 


Capsule Comments 


Dealerships handling imported cars more than tripled last 
year to reach a total of 11,088, compared with 3,043 in the 
preceding year, an AUTOMOTIVE NEWS compilation shows. 


Welcome aboard, new and old dealers alike. | 





Coming 
Events 


Dealer Conventions 


Apr. 21-22—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, 
Omaha. 


April 27-29—Automobile Dealers Assn. of 


.Alabama, Buena Vista Hotel, Biloxi, 
Miss. 
Apr. 27-30—North Carolina Automobile 


Dealers Assn., Pinehurst, N. C. 
May 45—South Dakota Automobile Deal- 
ers Assn. Alonzo-Ward Hotel, Aberdeen. 
May 5&7 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 


May 89—Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 
May 11-13— Idaho Automobile Dealers 
Assn., Lewiston, Ida. 

May !/-13 — lowa Automobile Dealers 
Assn., Ft. Des Moines Hotel, Des Moines. 
May 11-14—36th annual convention, Auto- 


motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C, 
May 1!2-13—Pennsylvania Automotive Assn., 
Hadden Hali Hotel, Atlantic City, N. J. 
May 13-l4—Massachusetts State Automo- 
bile Dealers Assn., Statler Hotel, Bos- 


ton. 
May 17-19—South Carolina Automobile 


Dealers Assn., Ocean Forest Hotel, 
Myrtle Beach, S. C. 

May 18-20—Texas Automotive Dealers 
Assn., Galvez Hotel, Galveston. 


May 21-22—Missouri Automobile Dealers 


Assn.. Hotel Muehlebach, Kansas City. 
May 28-2%—Kansas Motor Car Dealers 
Assn., Town House Hotel, Kansas City, 


Kans. 

June 2—Delaware Automobile Dealers 
Assn., Henlopen Hotel, Rehoboth Beach. 

June 3-5—Spring Meeting, New York 
State Automobile Dealers, inc., Gros- 
singer's, Grossinger, N. Y. 

June 6-7—New Mexico Automobile Deal- 


ers Assn., Ruidoso. N. M 
June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 
June 13-15—Annual Summer Meeting, 
Automobile Trade Assn. of Maryland, 
Commander Hotel, Ocean City. 
June 15-17—Tennessee Automotive Assn., 
Noel Hotel, Nashville 
Aug. 8-9—Montana Automobile Dealers 


Assn., East Glacier Hotel, Glacier Park, 
Mont 

Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Sorings 

Aug. 17-18—Georgia Automobile Dealers 
Assn.. General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 57—Maine Automobile 
Assn., Eastland Hotel, Portland. 

Sept. 7-9—Colorado Automobile 
Assn., Antlers Hotel. Colorado 

Sept. 7-9—Wyeming Automobile 
Assn. Lander, Wyo. 

Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 

Sept. 14-16—Michigan Automobile Dealers 


Dealers 


Dealers 
Springs. 
Dealers 


Assn.. Pantlind Hotel, Grand Rapids. 
Sept. 18-20—Arkansas Automobile Deal- 
ers Assn., Hotel Marion. Little Rock. 


Sept. 21-22—Kentucky Automobile Dealers 
Assn Inc Sheraton-Seelbach Hotel, 
Louisville. 

Sept. 21-23—Ohio Automobile Dealers 
Assn. The Neil House. Columbus. 

Sept. 21-23—New York State Automobile 

ealers, Lake Placid Club, Lake Placid. 

Sept. 21-23—New York State Automobile 
Dealers, Inc.. 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 

Sept, 30-Oct. 2—New Jersey Automotive 
rade Assn.. Chalfonte-Haddon Hall 
Hotel, Atlantic City 

Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 

Nov. 8-10—Texas Independent Automobile 
Deslers Assn. Texas Hotel, Fort Worth. 

Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford 

Nov. 16-18—Mississipp: Automobile Deal- 
ers Assn., Buena Vista Hotel, Bilox 

Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City 

* . * 


Auto Shows 


Nov. 5-16—Turin Auto Show, Turin, Italy. 
Jan. 10-17—Pittsburgh Auto Show. Hunt 
National Guard Armory, Pittsburgh. 
Jan. 17-25—Chicago Auto Show, Inter- 

national Amphitheatre, Chicago. 
Jan. 22-27—Tampa Auto Show, Fort 


Armory, Tampa. 
> > o 


General 


Apr. 23-25—1958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
facturers Representatives, Bon Air Hotel, 
Augusta, Ga. 

Aug. 13-17—Rod and Custom World's 


Hesterly 


Fair, Industrial Arts Bldg., Eastern 
seats Exposition, West Usringheld, 
ass 


May 1-8—American Society of Tool En- 
ineers, 26th Annual Meeting and Tool 
how, Convention Center, Philadelphia. 
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“At least we're getting loaded up with a lot of trode 


ins we can't get rid of.” 


Letterbox 


In Defense of Salesmen 


There has been a great deal of 
| publicity in recent weeks, due to 
about the 
importance of salesmanship in the 
economy of the nation and the part 
the salesman must play in pulling 
us out of the present economic 


the business recession, 


| doldrum. 


The salesman has always been 
the key to economic prosperity. 
Merchandise can be made and 
built. This merchandise is made 
supposedly to have public appeal, 
to meet public demand and to 
meet public need. 


But this merchandise 
very little unless 


ness, with 
miliar. It has happened 
lines as well. 


But the salesman must, through 
imagination, ingenuity and intelli- 
gent sales promotion, sell that com- 
modity, and in most cases does. The 
point I am trying to bring out is 
that the salesman is perhaps the} 
in the) 


most important person 


The Big Stories 


In 1938, General Motors Corp. announced it was broadening the 
scope of its dealer council plan to “provide an arrangement whereby 
every GM dealer may make suggestions to the dealer council group 


by letter.” 


Detroit passed an ordinance requiring all automobile salesrooms 
and used-car lots to remain closed on Sundays. The ordinance also 
applied to the annual automobile show. 

Automobile sales in Australia in 1937 were the largest since 1929 
and sales of commercial vehicles set an alltime record. Total sales of 
new cars and trucks amounted to 80,711 units valued at $145 million. 
Car sales totalled 58,063 units. The United Kingdom accounted for 
23,385 vehicles. The United States shipped 24,884 units, and Canada 


28,775. 


Despite labor troubles in Detroit and Flint, car and truck produc- 
tion this week in 1938 totalled 66,328 units, compared with 64,328 the 


week before. 


—From the files of Automotive News. 





is worth 
it can be sold. 
Many times a particular commodity 
does not have public appeal; it does 
not meet public demand. This has 
happened in the automobile busi- 
which I am most fa- 
in other 


Automotive Cartoon 


Of the Week 





‘Key to Prosperity ..... 


This is an open forum for the discussion of any subject of interest to ow 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich 
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world today as far as our economic 
prosperity is concerned. 

But what happens when we hit 
a recession and men no longer 
receive that weekly paycheck? The 
first to be criticized is the sales 
man. 

You read such statements a 
“the salesman isn’t working,” “be 
wastes too much time,” “he's sit- 
ting on his haunches waiting for 
business to come to him.” 

One man says “he won't buy 4 
car until a salesman calls on him” 
Another says “no car salesman has 
ever called on him.” Still another 
says “he shopped around and gt 
four estimates and not one of the 
four has followed him up a 4 
prospect. The first one that does 
gets the sale.” 

Frankly, such theorizing, to ™ 
way of thinking, is highly unintell- 
gent. I have lived in this good old 
U. S. A. for 58 years and not onc 
have I had a car salesman call 
me (and I wasn’t always in the 
automobile business). Not one 
have I had a washing-machine 
salesman call upon me; not once 
have I or my wife had an electric 
appliance salesman cal! at ow 
house; not once have I had 4 
ing salesman or a shoe salesmal 
call at my home. 

If I waited for a salesman ® 
call for my needs and desires, ! 
would be living in a house ful 
of absolutely nothing and 
be walking around the streets 
stark naked. 

If I want a suit of clothes, 1® 
to a store whose advertising 
good reputation have convinced ™ 
it is a good place to buy and I by 
it. And so does everybody else. 
the same applies to every ® 
commodity including automobiles. 

Let me ask the man who 84 
he won't buy a car unless he ® 
called on whether he has ever 
any house-to-house canvassing 
had the door slammed in his = 
been bitten by the friendly dog wi 
no teetch, been met by the 
above the door bell “No salesme 
allowed”? ; 

Has he ever called at the factor 

(See LETTERBOX, Page 16, Col. 4) 
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Idea power in action: BH&G inspires a roomful of ideas for teen-age sisters 


There's nothing so powerful as an idea ! 


Better Homes & Gardens is a monthly parade of ideas about the 
wonder-world of things that interest home-and-family-centered men 
and women and their children. Ideas that lead them on and on, 
fom one thing to another. 

Redecorating the girls’ room, for instance. BH&G sparks the idea 
in the first place. Which leads to how-to-do-it ideas. How to organize 
the beloved paper “‘litter” that’s part of growing up. (Idea: a giant 
bulletin board.) Where to house a record player, records, radio. 


(Idea: a window-wall with a built-in abundance of shelf and drawer 
space.) Ideas for curtains, bedspreads, slip covers, rug—and all from 
the pages of Better Homes & Gardens! 

BH&G’s readers literally “live by the book’”—and “the book”’ is 
Better Homes & Gardens. That’s what makes BH&G unique among 
all major advertising media as a showcase for any product that helps 
families to live better. Meredith of Des Moines . . . America’s biggest 
publisher of ideas for today’s living and tomorrow’s plans 


/ ot America reads BHaG the family idea magazine 


4,500,000 COPIES MONTHLY 
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YOUR CUSTOMERS CAN TELL THE 


DIFFERENCE 







When your customers 
change to Wo.r’s Heap, 
100% Pure Pennsylvania, 
they get... 
@ Lower oil consumption 
© Fewer repair bills 
@ Smoother engine per- 
formance, longer life 
It all adds up to an im- 
portant difference to them 
. . . and to you, too, be- 
cause satisfied customers 
keep coming back for more. 
That’s why it pays to stock, 
display and seil — 
perior mium ity 
motor ol that the 
“ane ... Woir’s Heap, 
100% Pure Pennsylvania. 


DEALERS 


SELL 
"MORE TRUCKS' 


SOLD ONLY THRU 
FORD DEALERS 


Be First and Lead 
With This Unit 


WRITE 
HIGHWAY CRUISERS 
739 N. Georgia 
Azusa, California 
See Page 108 
Hildy's Bluebook 











Buy Direct and Save 


on Car Lot Displays 





Save 25% to 60% ...get 
faster delivery and 
guaranteed quality on: 


Pennants (flag, strip, panel, 
spiral and propeller) + Banners 
¢ Posters * Letter-Banners * 
Vertical Pole Displays °* 
Mobile Displays * Window Dis- 
play Letters + Plastic Spinners 





The Pratt Poster Co. 


PRINTCRAFT BLDG. © INDIANAPOLIS 4, IND. 






Indianapolis 


registered in Marion County (In- 
dianapolis), Ind., during March, 
compared with 1,567 in February. 
By makes, they were: Ford, 
482; Chevrolet, 441; Buick, 246; 
Oldsmobile, 221; Pontiac, 197; 
Plymouth, 145; Cadillac, 87; Mer- 
cury, 72; Edsel, 52; Rambler, 40; 
Dodge, 35; Lincoln, 22; English 
Ford, 17; Volkswagen, 17; Chrys- 
ler, 16; Studebaker, 15; DeSoto, 
14; Volvo, 12; Imperial, 9; Re- 
nault, 9; SAAB, 8; Triumph, 7; 
Vauxhall, 6; Morris, 5; Nash, 2; 
Hudson, 1, and miscellaneous, 17. 
New-truck registrations num- 
bered 155, compared with 137 in 
the. previous month. By makes, 
they were: Chevrolet, 50; Ford, 36; 
International, 24; Dodge, 14; Willys, 
11; GMC, 8; Volkswagen, 4; Auto- 
car, 3; Reo, 2; Divco, 1; Stude- 
baker, 1, and White, 1.— (Cc. L 


Kern.) 
> . > 


Washington 

March sales of new cars in the 
National Capital area numbered 
1,243, compared with 1,266 in Feb- 
ruary and 2,283 in March a year 
ago. 

By makes, registrations were: 
Chevrolet, 345; Ford, 234; Plym- 
outh, 148; Oldsmobile, 88; Pon- 
tiac, 71; Mercury, 46; Cadillac, 
40; Dodge, 39; Buick, 35; Ram- 
bier, 23; Chrysler, 22; Imperial, 
20; Lincoln, 14; DeSoto, 10; 
Studebaker, 6; Edsel, 4; Metro- 
politan, 2; Packard, 1, and mis- 
cellaneous, 100, 

Truck registrations totalled 180 
in March, compared with 88 in Feb- 
ruary and 181 in the year-ago 
month. The March breakdown 
showed; Ford, 73; Chevrolet, 60; 
GMC, 29; Dodge, 7; Divco, 3; In- 
ternational, 2; Willys, 1, and mis- 


cellaneous, 5.—(William Ullman.) 
> > > 


Louisville 

New-car registrations in March 
for Louisville totalled 1,142 units, 
compared with 1,155 in February. 
Sales for the first quarter 
amounted to 3,693, compared with 
4,850 in the same period of 1957 
and 6,161 in 1956. 

By makes, registrations were: 
Chevrolet, 347; Ford, 295; Plym- 
outh, 84; Mercury, 63; Oldsmo- 
bile, 62; Buick, 54; Pontiac, 47; 
Cadillac, 28; Rambler, 27; Edsel, 
16; Volkswagen, 16; Dodge, 15; 
Chrysler, 14; English Ford, 8; 
Hillman, 7; Studebaker, 7; De- 
Soto, 6; Checker, 5; Lincoln, 5; 
Morris, 5; Triumph, 5; Imperial, 
4; Lioyd, 3; Borgward, 2; Goliath, 
2; Jaguar, 2; MG, 2; Renault, 2; 
Simea, 2; Volvo, 2; Mercedes- 
Benz, 1; Metropolitan, 1; Pack- 
ard, 1; Vauxhall, 1, and Willys, 1. 
March registrations of new 
trucks totalled 148, compared with 
92 in February. For the first quar- 
ter, they totalled 362, compared 
with 483 in 1957 and 626 in 1956. 
By makes, March registrations 
were: Ford, 50; Chevrolet, 45; In- 
ternational, 31; Dodge, 6; Volks- 


wagen, 5; White, 5; GMC, 2, and 


miscellaneous, 4. — (A. W. Wil- 


liams.) 


. * * 


Sioux City, Ia. 
Sioux City dealers sold 211 new 


cars and 34 new trucks in March, 
compared with 222 new cars and 29 
new trucks in February. 


March new-car registrations by 


makes were: Chevrolet, 79; Ford, 
49; Plymouth, 31; 
Buick, 11; Pontiac, 8; Rambler, 6; 
Cadillac, 5; Chrysler, 2; DeSoto, 1; 
Hillman, 1; Imperial, 1; Isetta, 1, 
and Lincoln, 1. 


Oldsmobile, 15; 


Truck registrations were: Chev- 
rolet, 14; Diamond T, 8; Interna- 
tional, 5; Ford, 4; Dodge, 1; Tempo, 
1, and Volkswagen, 1. 

+. : = 


Boise, Id. 

A total of 262 new cars were sold 
in Ada County (Boise), Id., during 
March, compared with 205 in Feb- 
ruary. Imported cars accounted for 
more than 11 percent of the 
month’s total. 

New-truck sales, however, de- 
clined to 67 from the 79 recorded 
in the previous month. 

By makes, new-car registra- 


A total of 2,195 new cars were 


47; Plymouth, 18; Pontiac, 18; 

Rambler, 18; Volkswagen, 15; 
Cadillac, 12; Buick, 9; Dodge, 8; 

Mercury, 8; Oldsmobile, 7; Lin- 

coln, 5; Austin, 4; Edsel, 4; 

Chrysler, 3; Studebaker, 3; Borg- 
ward, 2; English Ford, 2; Impe- 

rial, 2; Morris, 2; Packard, 2; 

DeSoto, 1; Metropolitan, 1; MG, 

1; Renault, 1; Simca, 1; Volvo, 1, 
and Willys, 1. 

New -truck registrations were: 
Chevrolet, 26; Ford, 12; Interna- 
tional, 10; GMC, 8; Dodge, 4; Ken- 
worth, 4; Willys, 1, and miscellane- 


ous, 2. 
>= td = 


Montreal 

Montreal dealers reported con- 
tinued slack sales in March, al- 
though they said that some slight 
revival of interest has been noted 
since beginning of April. Business 
should start to show seasonal im- 
provement from now on. 

With the opening of navigation 
in Montreal and other outdoor 
work projects about to resume, it 
is expected that a sharp drop will 
result in seasonal unemployment. 

Sales experience has been about 
even in the territory, although deal- 


ers of foreign cars are reporting | 
inquiries, while dealers | 
in North American models say in- | 


increased 


quiries have been more numerous 





in medium-priced models than in| 


the higher-priced bracket. 


Used-car lots are now beginning | 


to blossom out after a rather bad 
period for the last two months or 


so.—(Jules Larochelle.) 
* > > 


Pittsburgh 
New-car registrations in the 
Pittsburgh area during the week 


ended Apr. 5 increased “more than 
seasonally,” according to the Bu- 


reau of Business Research of the) 


University of Pittsburgh. 

The bureau's seasonally adjusted 
index of general business activity 
was 85.3 percent of the 1947-49 
average during the week. It had 


been 88.7 a month earlier and 89.6) 
|a day on the showroom floor; they 


at the beginning of February. 

The steel-ingot rate sagged to 
52.5 percent of practical capacity, 
lowest since early January. 

New-car -registrations in Febru- 
ary, according to the Pittsburgh 
Automobile Dealers Assn., totalled 
1,124, compared with 3,009 in the 
year-ago month. 

By makes, they were: Chevrolet, 
332; Ford, 207; Plymouth, 117; 
Oldsmobile, 90; Pontiac, 64; Buick, 
63; Cadillac, 57; Mercury, 32; 
Dodge, 29; Chrysler, 19; Rambler, 
19; Studebaker, 18; DeSoto, 14; Ed- 
sel, 12; Lincoln, 10, and miscellane- 
ous, 41.—(Leon M. Leffingwell.) 

> > > 


New Orleans 

New-car sales for March in New 
Orleans slumped to 1,606 which 
was 652 fewer than the like period 
of last year and 142 below the pre- 
vious month. 

Sales by individual makes were: 
Chevrolet, 629; Ford, 373; Plym- 
outh, 110; Pontiac, 87; Oldsmobile, 
71; Buick, 57; Mercury, 47; Dodge, 
31; Cadillac, 29; Volkswagen, 28; 
Chrysler, 26; Renault, 21; Rambler, 


ed 


Skyliner Display Wins Award— 


} 
| 











Sales Conditions in Various Areas ... 


Auto Market Reports 





19; Lincoln, 12; Studebaker, 10; 
Edsel, 7; Anglia, 7; Morris, 6; Im- 
perial, 5; DeSoto, 4; DKW, 4; Goli- 
ath, 4; Triumph, 4; Vauxhaull, 4; 
MG, 3; Mercedes-Benz, 3; Simca, 
3, and Porsche, 1. 

Truck sales amounted to 205 in 
March, compared with 298 for the 


Letterbox 


(Continued from Page 14) 


or the small machine shop and 
tried to get by the receptionist or 
the telephone operator or the 
secretary to talk to Mr. So and So 
about buying a car or a vacuum 
cleaner or a pair of shoes?” 
Most men, if they talked the 
absolute truth, don’t want to be 
disturbed at their office with 
things involving their personal 
activities. They don’t want to be 
disturbed nights at home, when 
they want relaxation and a look 
at their favorite television pro- 


And their superiors would prefer 
that any business of a personal na- 
ture, such as buying a car, be done 
outside business hours. More than 
once I have been glowered at by 
the boss while talking to one of his 
employes during business hours 
about buying a car. 

In my experience, 90 percent of 
the automobile salesmen are good, 
civic-minded citizens, with families 
and children who must eat. In order 
to feed his family he must sell 


|cars. And he would rather sell a 


car than anything else in the 


world, for if he doesn’t sell cars| 
his wife and children will not eat. | 
The automobile salesmen with 


whom I am familiar work hard. 
In most cases they work 10-12 
hours a day, six days a week. 
They mail out hundreds of mail 
pieces a week; they make dozens 
of phone calls a week; they make 
personal contacts where it is in 
good taste and agreeable to the 
prospect; they put in several hours 


are required to attend breakfast 
meetings sponsored by the manu- 
facturer of the car they are selling; 
also luncheon meeting s—dinner 
meetings—and just plain meetings 
several times a year. 

The life of a successful car sales- 
man is not an easy one. To call 
on every one who wants to look 
at a car or perhaps buy one is not 
possible. Even to contact by phone 
or letter every sincere prospect is 
impossible. 

I feel a better understanding is in 
order between the car-buying public 


| and even the car manufacturer and 
|dealer and the new or used-car 


automobile salesman. If a person is 
interested in buying a car, some 
salesman may contact him at the 
opportune time. But if he is not 
contacted, he should go to a good 
reputable dealer of the car of his 
choice and buy one, just as he 
would a suit of clothes, television 
set, a new watch, etc. He’ll be glad 
he did—F. Dwicut Bunn, Sumner 
Motor Sales, Inc., 808 S. Woodward, 
Birmingham, Mich. 


SKYLINER 


WORF OMT HOE 





The Ford Skyliner motion display, designed and produced by Merrick Lithograph 
Co., Cleveland and Detroit, won the top award of its division in the 1958 National 
Lithographic Awards Competition. The display duplicates the complete trunk and 
roof action of the Skyliner in every detail and takes exactly the same amount of 
time to make the cycle as the car itself. The project was under the supervision of 
tions were: Chevrolet, 65; Ford, | C. D. Mahike, Ford sales promotion division. 


corresponding period of last 
and 242 in February. 

Sales by makes were: Cheyp 
84; Ford, 65; Internationa] J 
Mack, 5; GMC, 4; Dodge, 2: Dil 
mond T, 2; Volkswagen, 2; Sty; 
baker, 1, and White, 1.—(Gop,, 
Hebert.) Tl a ae 


Oregon 

Chevrolet and Rambler are 4 
only two American-made pagger 
cars showing a sales increage , 
March over the same period a ye7 
ago in Oregon, 

New-car registrations includ 
Chevrolet, 1,176 units, compared ;, 
1,143 a year ago; Rambler, jx 
compared with 100. 

Total car sales were down 12 per. 
cent from a year ago. Foreigncy 
sales grabbed a 10 percent sha» 
of Oregon’s 4,400-car market {, 
March. 

March sales of Edsel jumped y 
percent over the preceding mont, 
said R. J. Siewers, Northwest dj. 
trict manager. Studebaker-Packay 
also showed a sharp increage_ 
(F. K, Haskell.) 

+ 
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Miami 

Business is showing signs of Bm. 
pickup among new-car dealers 
the Miami area, despite the fae 
that sales are at the lowest ebb 
several years, 

“Depression talk around 
is largely a matter of Psychology” 
declared H. Coman Munroe, pre. 
dent of the Miami Auto Desk, 
Assn. 

“Of course business is off, butt 
bulk of unemployment in Dee 
County has been among 
workers and was largely due 
weather conditions. And we dort 
expect to sell new cars to migrant 
farmhands. 

“I have talked to a number of 
prospects. They’re working, mak- 
ing more money than a year ag, 
and don’t expect to be laid of 
When you ask them why thy 
| won’t consider buying a new car, 
they really don’t know thm 
selves.” 

While the used-car business is it 
the doldrums, established firms ar 
making some money—not as mud 
as a year ago, but still not in th 
red ink. 

“Miami hasn’t been hit as hav 
as the rest of the country,” mi 
James C. Schuyler, president of th 
Miami Independent Auto Dealen 
Assn. “There’s business to be had 
and the hustlers are getting it"- 
(G. S. Connell.) 

> 7 7 
Dayton, O. 

March new-car sales in Mont- 
gomery County (Dayton), O., tota 
led 1,281, which was far below the 
year-ago pace, while repossession 
were up slightly. 

Total sales by make in the Top 
Ten were: Chevrolet, 372; Fort 
194; Plymouth, 132; Oldsmobile, # 
Pontiac, 94; Buick, 77; Cadillac, & 
Mercury, 59; Rambler, 33; an 
Dodge and Volkswagen, tied at 3 
each.—(Leslie Woods.) 

> - > 
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Birmingham, Ala. 
A total of 1,150 new cars wert 
sold in Birmingham, Ala., during 
March, compared with 1,110 8 





February. 

By makes, registrations wer 
Chevrolet, 317; Ford, 250; Buick 
113; Plymouth, 101; Oldsmobile. 


100; Pontiac, 53; Mercury, 30; Rat 
bler, 29; Lincoln, 26; Cadillac, 
Dodge, 25; DeSoto, 23; Volkswage 
20; Chrysler, 16; Renault, 16; Eds 
6: MG, 5; Hillman, 3; Simca! 
Studebaker, 3; Imperial, 2; —_ 
2; Vauxhall, 2; English Ford, 1,® 
Isetta, 1—(Stuart Riddle.) 
* « * 


Toledo 

New-car dealers in Toledo delit 
ered 1,106 units during March, co 
pared with 2,120 in the year 
month. First-quarter sales nue 
bered 3.366, compared with 5,735" 
the 1957 period. 

By makes, March registration 
were: Ford, 257; Chevrolet, 
Oldsmobile, 101; Plymouth, % 
Buick, 76; Pontiac, 71; Mercer 
46; Dodge, 39; Cadillac, 25; Vole 
wagen, 25; Rambler, 24; Chryslet 
19; Studebaker, 18; DeSoto, 16 
Lincoln, 9; Edsel, 7; Imperial, * 
Willys, 2, and miscellaneous, * 

New-truck registrations ‘oim™ 
69 in March, compared with 152! 
March, 1957. The first-quarter © 
was 222, compared with 345 a J® 
ago. 

By makes, March registrati®! 
were: Chevrolet, 24; Ford, 19; , 
ternational, 10; GMC, 4; Ve 7 
wagen, 3; Dodge, 2; Willys, 
White, 2, and miscellaneous, 3 
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< AUTOMOTIVE 
om SALES 
- DRIVES 


To— Boost Auto Sales! d Keep Business Healthy! J Build A Strong Economy! 


*Partial list of areas now using our *You Auto Buy Now’ Dealer Aid Kits 
New York, April 25 to May 10; Boston, April 19 to 26; 
Philadelphia, April 19 to 30; Cincinnati, April 1 to 30; 
Chicago, April 12 to 19; St. Louis, April 1 to 30; 
Dallas, April 18 to 28; Houston, April 7 to 14; 
Milwaukee, April 12 to 19; Sait Lake City, April 24 to 30; 
San Francisco, April 18 to 25; Los Angeles, April 24 to May 3. 


have not held a you Bi, a yow! 


selling event 


Order our kit today to boost sales in your community! 


IF YOU AND 
YOUR FELLOW 
DEALERS 









THIS IS THE DEALER KIT 


NOW IN USE COAST-TO-COAST 
IN OVER 40 STATES 


WOW! 


TT mu WERE TRADING HIGH! 
DEAL NOW! KEEP BUSINESS HEALTHY! 





COLORFUL 10-PIECE WINDOW TRIM 


© 4 Brilliant Colors including Day - Gio. * Versatile— Can be arranged to fit your needs. 
* Covers over SO sq. ft. of window area. *® Gives showroom exciting “Buy Now’ eye appeal. 


ee 


you 


10 FT. X 3 FT. OUTDOOR BANNER 


* Big, Powerful, Traffic Stopper. © Made of heavy WATERPROOF drill cloth. 
¢ 4 Brilliant Colors including Day- Glo. ¢ Use outside showroom or in Used Car Dept. 
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JUMBO OVER-THE-WIRE SET 


© Center piece — 57” x 42” © Covers 15 to 20 ft. of area. 
© Side pieces — 18” x 36” © Back side has identical copy. 








JUMBO 
SERVICE DEPT. 
POSTER 
(41”x 57”) 
24 BUMPER STRIPS 


¢ Your best prospects for 


a new car come into your e Adhesive backed for easy application. 


Service Department. ° Peel off easily when necessary to 


e Use this poster to get remove. 


them into yourshowroom © They fit any bumper. (20” x 5”) 


to see your new models. 
y ° e Use them on new car demonstrators, 


and on your used Cars. 


250 HANDOUT FOLDERS 


---also excellent 
as 
Your cor purchase today will. . . invoice stuffers 
Keep thousands of men working in hundreds of plants! 
It takes steel, aluminum, glass, rubber, paint, upholstery, This folder 9g ives your 
plastic and hundreds of other items to build YOUR CAR! ‘ 
customers information 
The Automotive Industry : 7 
Uses over 40% of all the sheet steel produced. aboutthe important role 
Pays over eight billion annually in taxes. automotive sales, and 
$50 Billion in retail sales. : : : : 
Accounts for over $50 Billion in retail sales allied industries play in 
ONE OUT OF EVERY SEVEN WORKMEN IN AMERICA : ® 
rely on the Automotive Industry for their paycheck. keeping men on the job S ty A L E Ss M E | Ss 


YOU, A RELATIVE, A NEIGHBOR OR A FRIEND MAY BE and EMPLOYMENT UP! BR A D SG E Sy 
ONE OF THESE PEOPLE! 


Last yeor ot this time the industry employed over 1,100,000 men. e Badges fit neatly into 
Today only 800,000 ore working. 
Buy Now—HELP PUT THESE MEN BACK TO WORK. the lapel. 


Remenbor—When evtemshiie estes go UP — the exnneny CUES UP e Back side gives facts on 
You Auto Buy Now TO KEEP BUSINESS HEALTHY! importance of auto sales 
and service industries 

to the economy. 


GET THE FACTS 
about the 
Automotive Industry's 

Contribution to the their salaries on the manufacture, 


1 out of 7 
Employed workers in the United States 


Nation’s Economic Health servicing of motor vehicles. 


to the People REMEMBER 


of Your Community Bank deposits in most cc : 
high—this means many of you 
money to BUY NOW! — 
















ORDER FORM 
“YOU AUTO BUY NOW’ DEALER AIDS 


z 


SEND CHECK MERRICK LITHOGRAPH CO. a 
WITH THIS ORDER ma? | 
om Drone tn ae EAH Salles f 





Phone: Main 11-7893 


CONTENTS OF “YOU AUTO BUY NOW” DEALER AID KIT 
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1—WINDOW TRIM 4 colors—10 pieces 


gee 


1—OUTDOOR BANNER 3 x 10 feet—4 colors including one in Dayglo— Waterproof drill cloth—comes with ropes 


ay 























1—OVER-THE-WIRE SET 7 pieces; 1-57” x 42”—6 pieces; 18” x 36” cn 
various 
1—SERVICE DEPARTMENT POSTER 4 colors—41” x 57” af 
He re 
24—BUMPER STRIPS 5” x 20’—4 colors including Dayglo. Adhesive backed. — 
C. Rei 
6—SALESMEN’S BADGES or 
sistan 
250—“YOU AUTO BUY NOW’ Folders. -— 
acacia rarer aera wagor 
3 ech a 
; ITEM AMOUNT 1 Seer, 
\ : Us i 
“YOU AUTO ‘in Handout A=: 
. price a1 
»| *26.95 i in Handout i) =: 
e parking 
| BUY NOW me i role (Ale 
’ { succes 
KIT nm ‘ for Local = = 
5 ae “You 
— ' Publicity! |=: 
TAX INFORMATION: Vendor should bill applicable sales or use tax if required by law SUB-TOTAL i -_ 
to do so; if not, buyer will pay any applicable use tax directly to the taxing jurisdiction. TAX 7 = 
MOTE: All prices include drop shipping charges and postage when check or money = . 
order is received with order, otherwise material will be sent C.O.D., shipping collect. TOTAL AMOUNT the D 
Aronde 
Te 
> | only t 
Plan your |=. 
Street Address * have 
: a 

> | are 


a ee ee own 
Promotion 
Today ! 





HAVE YOU FILLED IN ALL INFORMATION? IS YOUR CHECK ENCLOSED? 


= ite ie : e 
-_ Cut out this order form... ; 
Send with your check today. j 


Orders Filled on a First Come...First Served Basis! 
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since { 


This“You Auto Buy Now” Dealer Aid Kit Designed and Produced by “Aft 
LITHOG RAPH a 


MERRICK LITHOGRAPH COMPANY = 


DETROIT - CLEVELAND - CHICAGO 
General offices and plants: 2165 Lakeside Ave., Cleveland 14, Ohio 


ANVdWOD 


LEADING SUPPLIER OF DEALER SALES AID MATERIALS TO THE AUTOMOTIVE INDUSTRY 
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than average interest. 







gal manufacturing manager 


of the subsidiary. During and 
ster World War II he directed 
various projects, including the ini- 
fal production of Rolls Royce air- 
eft engines for 
ar... 
He rejoined 
Ford of France 
in 183 when F. 
C. Reith became 
managing direc- 
tor, later coming 
to the U. S. as as- 
sistant plant 
maager of the 
Mecury station 
wagon plant. 
Paier left Mer- 
aay last fall following the Lincoln- 
Mercury merger. 

Panier said the small U. S. car is 
a “must” because there is an obvi- 
om demand by the American peo- 
pe fora car with a low purchase 
preeand with low operating costs, 
aswelas a car that will be suit- 
able for the present congested 
parking and driving situation in 
the U. S. 

in outlining his concept of a 
@eeessful U. S. small car, he said 
fat one must first determine 
lew small this vehicle should be. 
"You can’t go too far in design- 
ig asmall car for Americans,” he 
e@mtinued, “because they’re used to 
scertain amount of size. The most 
mesessful small cars here have 
ten the Volkswagen and the Re- 
mult Dauphine, so I would think 
that this would be about the right 
te. Possibly something between 
the Dauphine and the Simca 
Aronde would be suitable. 


T= car should not be just a 
small-scale American car—the 


only thing you’d save would be a 
few pounds of material. You must 
have a completely new concept. I 
don't think the Opel or Vauxhall 
are the answer because they're 
mainly just small U. S. cars. 


Panier, an automotive engineer | 
with experience in styling, manu- 
, Product engineering, | 
@ality control and production 
control, said that this hypotheti- 
cll car must have a unitized | 
. like most of the foreign | 
small cars, because the unit body | 
gives economy of material by 
ting the duplicated parts 
in the body and the frame. 
“The unitized body,” he con-| 
tinued, “provides a more compact | 
uit. It can be built a little better 
it is currently being built. 
You have to be careful about the 
ae. A few years ago the French | 
edette was introduced with a 
mitized body and we've learned a| 
an, things about this construction | 








G. A. Panter 


then. 
* * 


Would Set Price First 


"PPEALLy, you should have com- 
Pletely new facilities. I'd build 
po car completely in the body 
re not just from the firewall 
— a8 many manufacturers do 
‘After putting on the trim and 
lee” the water testing, you should 
*k the doors and put in the en- 
sine and drive-line assembly in 
a underneath. This would per- 
tion con in the body opera- 
. i ® im- 
possible oe that’s largely im 
ler, who knew both Henry 
and Edsel Ford, said he would 
‘PProach the cost problem just 
8 the senior Ford did—by set- 
§ a maximum retail price and 
nm putting as much into the 
ar as this price justified, 
He declared, “Mr. Ford would 





TURNINGS 





Joseph M. Callahan 






Engineering Editor 





Small U. S. Car a ‘Must,’ French Auto Man Believes 

HE small car is a must,” says Gabriel A. Panier, whose 
unusual background in the European and American 
gto industry in the last 33 years makes his views of- more 


Back i 1925 Panier joined Ford Motor Co. of France and 
sbsequently became gen-® _ 
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dow frames and all unfunctional 
hardware. 










* a cd 
4 As FAR as weight is concerned, 
I’d shoot for under 2,000 
pounds. Sometimes, you'll save 
weight with plastics and light al- 
loys. A plastic roof might be prac- 
ticable, You may have to spend 












or noise, but these are the kind of 
compromises that you have to work 
out.” 

According to Panier, this car 
should have either a rear engine 
or a front-wheel drive. He said 









ical but that either system will 
permit more lowness by eliminat- 
ing the driveshaft. 

Panier continued, “It’s easier to 
have a rear engine in a small car 
because it doesn’t disturb the 
weight balance as much as a for- 
ward engine does. The passengers 
tend to balance the smaller engine 
in the rear. Of course, these ideas 
all have to be considered in the 
light of all the other problems. 





say, ‘Build a car for $500,’ and | 
they did it. I'd say, ‘We want a 
car to sell for $1,500. What can we | 
get for this?’ Of course, you’d have | 
to use new ideas and the latest} 
developments. 

“The car should be really func- 
tional. All unnecessary weight 
should be eliminated — chrome, 
power steering, power brakes, win- 





reduce the number of colors and 
other options as much as possible. 
For example, every color with less 





Of course not! Then why paint with a 
heavy paint-supply cup and gun (over 5 
pounds of dead weight) in your outstretched 
arm when there is an easy way — the 
DeVilbiss Remote-Cup Method! 


The DeVilbiss Remote Cup lets you 
carry the paint supply in your free hand, 
and reduces the dead weight in your out- 
stretched gun hand to less than 2 pounds. 
This permits free and easy movement, and 
reduces the fatigue that prompts an oper- 
ator to rush a job and sacrifice quality. Ask 
your jobber for a demonstration, or write: 
The DeVilbiss Company, Toledo 1, Ohio. 





HARD WAY. Like carrying a pail of water 
at arm’s length, suction-cup puts the 
full weight of the paint supply at the gun. 





some extra money to reduce weight | 


the rear engine is more econom- | 


“As an economy measure I would | 


THE DEVILBISS COMPANY 
Toledo 1, Ohio 


Barrie, Ontario * 
Offices in Principal Cities 


EASY WAY. Carrying a DeVilbiss Remote 
Cup at your side—the way you’d carry 
a pail of water, reduces gun weight 60%. 
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other hand, Citroen’s design was 
good enough for 22 years. 

“I don’t visualize the small cars 
using the interstate highways so 
much. You'll see the larger cars 
used for this purpose. In a few 
years, each member of the family 
will need his own car and the small 
car will come into its own, 

“In the next few years I really 
expect a regrouping of the car 
models. The low-priced field will 
not include Ford, Chevrolet and 
Plymouth one of these days.” 

* * * 


83% of Pontiacs Built 
Since War Still in Use 


PONTIAC.—More than 83 per- 
cent of Pontiac automobiles built 
since World War II are still in 
operation, according to S. E. 
Knudsen, Pontiac general man- 
ager. He said production since 
1946 has exceeded four million 
units. 

Passenger-car registration fig- 
ures indicate 34 million 1946-1958 
Pontiacs are in operation—the | 
fifth best record in the automo- | 
tive industry, Knudsen said. 


ISCUSSING the American car 
trend, Panier said, “Necessite 
fait loi.” (Necessity is the mother 
of invention.) He explained that 
European manufacturers were re- 
quired to build small cars, but 
there has been no such obligation 
| here. 
Consequently, the cars have 
. | gotten bigger and bigger, produc- 
Several Cars - we! Family ing several cycles of more weight, 
Se briefly on the oper-| more power assists, larger en- 
ating economies, he said the car| gines and larger brakes, 
should be carefully designed to! He added, “We're heading for a 
| improve the air penetration which | 590-horsepower engine.” 
| might result in better gas mileage.| panier pointed out that the same 
“Facelifts,” he said, “are lux- |car might be sold in America 
uries not economically justified where it would be a small car, in 
for a functional product, There- | Europe where it would be a middle- 
fore, changes should also be func- (class car and in other parts of the 
tional. This doesn’t imply the | world where it would be a large 
product should be frozen. On the car. 





|than one percent of the production 
| should be eliminated.” 
cd * * 












FOR BETTER SERVICE, BUY 
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GM, Dealers Spearhead Safety Campaign— 





Highways & Safety... 


The National Safety Council has 
announced 344 recipients of its 1957 
Public Interest Award made an- 


for exceptional service to safety. 
The 1957 award went to 40 
daily and 18 weekly newspapers, 
147 radio and 36 television sta- 
tions, one television and two 
radio networks, four radio-TV 
syndicates, 10 general circulation 
and 29 specalized magazines, 29 
advertisers and 57 outdoor ad- 
vertising companies. Automotive 
News was among those honored. 
| “A review of these 1957 Public 
|Interest Award entries,” said Ned 
H. Dearborn, NSC president, 


Poorly aimed headlights make night driving even more dangerous for the driver| “shows beyond question the tre- 
and young pedestrians like these. Because the headlights on half the nation’s cars| mendous contribution of mass com- 
have been jarred out of aim by normal traffic bumps and rough roads, General Motors| munication media to the sharp re- 
and its dealers are spearheading a national “Aim to Live” safety campaign. They| duction in the number of traffic 
urge headlights be checked for aim twice a year. It’s worth the few extra minutes—| deaths last year.” 
three times as many fatol accidents happen at night as during the day. 





Judges, all specialists in the 
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Public Interest Award 
Will Go to 344 Firms 





nually to public information media| Homes & Gardens; Norman Damon, 


1958 


public information or safety field, | 
were: 
Hugh Curtis, editor, Better) 


vice president, Automotive Safety | 
Foundation; Maxwell Fox, Adver-| 
tising Council; Frederick H. Garri- 
gus, manager of organizational 
services, National Association of 
Broadcasters. 

Wesley I. Nunn, advertising man- 
ager, Standard Oil Co. (Ind); Dr.| 
Kenneth E. Olson, Medill School of 
Journalism, Northwestern Univer- 


Dealers Donate 5 Cars 


AUGUSTA, Ga.—Harrison-Gulley 
(Chevrolet) and Walker Motor Co. 
(Ford) have delivered two 1958 
Chevrolets and three 1958 Fords to! 
the Richmond County Board of 
Education. These cars will be used 
in driver education courses at five 
Richmond County schools. 











sity, and John Osbon, Midwest 
editor, Broadcasting magazine — 

Radio, television and adyex 
winners of the Public Int. 
Award will be considered fg 
Alfred P. Sloan Radio-TV 4 
for Highway Safety to be 
later. 












$25 Million in Road Fung, 


Allocated in New Hamp: 

The New Hampshire Depar 
of Public Works and Hig 
has highway projects under 
tract amounting to almost $25 
lion, according to Commisg 
John O. Morton. He expects , 
figure to exceed $30 million by ¢ 
end of May. 

Of the contracts already awarial 
about $12 million is for re, 
construction jobs and more tha 
$10 million is earmarked the 
portion of the Interstate § 
The remainder represents t 
construction projects. 

= * 


Seat Belts Seen Cutting 


Crash Injuries 60 Percem 

John O. Moore, director 
Cornell University’s crash 
research center, pleaded for 
use of seat belts in an addres@ 
the Western Safety Congrem 
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ing regular stops for gas and oil... 
waiting for you to suggest Du Pont 
M.O.A. Do this, and the driver will 
hand you a $5.00 cash-bonus certifi- 


&t6.u. 5. pat.orf 


MOA. MYSTERY 


has *52° for you 


The next driver who comesinto your cate. You can win several times, so 
station may be an M.O.A. “Mystery suggest M.O.A.toall yourcustomers. 
Man.” Over 350 M.O.A. “Mystery You also get valuable premiums with 
Men” all over the U.S. arenow mak- every carton you buy. 





BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY 





FREE PREMIUM 
COUPON WITH 
EVERY CARTON 


DU PONT N° 7 M.O. 

















Los Angeles. 

“If everybody buckled on a sx 
belt when entering an autom- 
bile,” he said, “traffic accident 
| injuries could be cut 60 percent 

This is no dreamy-eyed conje 
ture, but fact. The seat belté 
still the most important 
item in preventing death or . 
jury in accidents, and it oe 
be used for both city and county 
driving.” 


NHUC Expects 
Record Turnout 


For May Parley 


A record attendance for the se- 
enth Highway Transportation tok 
held at Washington’s Mayflowe 
Hotel May 6-8, has been predicts 
| by William S. Richardson, of BF. 
Goodrich Co. He is chairman of th - 
| National Highway Users Confer 
ence which sponsors the biennid 
| meetings. 
Richardson said heavy advance 
registrations have been receive 
from representatives of NHUC: 
1,900 affiliated groups. The theme 
of this year’s congress is “Keeping 
the Highway Program on the Right 
Road.” 
The program will include a¢ 
dresses by Senator Albert Gor 
Tennessee Democrat and chairmat 
| of the Senate Roads subcommittee 
| Rep. Hale Boggs, Louisiana Demo 
| crat, and Bertrum Tallamy, Fed 

eral Highway administrator. 

Other speakers will be Richard 

|son, Stanley C. Hope, president of 

Esso Standard Oil Co.; Gov. Harold 
| Handley of Indiana, and Gov. Le 
| ther Hodges, of North Carolina 

Delegates will participate in four 

|committee sessions— highway 
| progress, taxation and reciprocity 
|highway safety and uniform law 
and economics of highway trat® 
portation. 


Ways to Reduce 
‘Auto Accidents 
Discussed in N. Y. 


How to reduce traffic accidents 
which are taking an annual toll o 
40,000 American lives, was disc 
by engineers, law enforcement of 
cials, traffic experts, educators 
automotive executives and safety 
workers at seven conferences ™ 
New York City. . 

The conferences were held ® 
connection with the 28th annua 
convention of the Greater New 
York Safety Council. Sixty-five 





an 














sions covering almost all fields © 
accident prevention were held dur 
ing the five-day convention. 

In addition to the sessions so 
voted especially to motor-vehi 
and highway safety, the 
problem was discussed by May" 
Robert F. Wagner, principe 
speaker at the convention banque 

Joseph P. Kelly, State co 
sioner of motor vehicles addres 
a luncheon of the safety coun 
commercial-vehicle section? 
presented awards to wi:ners of , 
council’s annual interfieet accide? 
reduction contest for operators 
commercial vehicle fleets thro 
out the metropolitan area. 





























west ne In the 


g re. | 
“steal QUtOMotive 


he myice business... 
be judg 





THERES NO BUSINESS 
: IKE CHEVROLET BUSINESS ! 
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Keeping 
ne Right 
‘=| BECAUSE AND 
a s ess Ss es 
amittee 
y, Pe There are over 15,000,000 Chevrolet Your Chevrolet dealer can be your 
ticharé- ° 
dent cars and trucks on the road... more dependable one-stop source for genuine 
ov. Le 
inf than any other make. Chevrolet parts. 
proc 
m laws 
trans 
One out of every four vehicles on the road is a Chevy! That’s a big service market! 
' Your Chevrolet dealer is ready, willing and able to help you serve that market. 
Y You can make him a convenient, one-stop source for genuine Chevrolet parts. 
—_ Genuine Chevrolet parts are made to work together . . . and made for a Chevy. 
— They are built of the same high-grade materials to give the same dependable 
—_ performance as the original parts. 
2 ia Your Chevrolet dealer can offer you service aids that can help you give better 
one and more profitable service to Chevrolet owners. . . . Chevrolet Division of 
re General Motors, Detroit 2, Michigan. 








MAKE YOUR CHEVROLET DEALER YOUR PARTNER IN SERVICE 
.HE IS READY, WILLING AND ABLE TO SERVE YOU! 
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AMAZING WHAT A 
Waterzlee carp 
WILL DO FOR 
A Guy ! 





Advertising Campaign at Waterloo— | 


Sales executives of Waterloo Motors, Lid. (Mercury-Lincoln-Meteor), Edmonton, Alta., | 
show off the first outdoor poster of their new advertising campaign tailored to | 
create stronger dealer preference. The poster is one of 16 appearing in the city. 
Designed to tell the “Waterloo Story,”’ the campaign will appear in the newspapers, on 
television, and on bus cards, in addition to the outdoor billboards. From left are 
F. J. Butt, advertising and sales vice-president; A, Purvis, new-cor sales manager; 
D. Stockwell, lot manager; J. C. Greenough, truck sales manager, and H. N. Mills, 
used-cor sales manager. S. A. Keays is president of the firm. 


How Nation's Salesmen Meet... 


Practical Problems of Selling 


.— HILL, sales manager for 
Douglas Oldsmobile Co., 
Springfield, Mo., is never happy 
unless he’s selling, so when his 
wife persuaded him to join a Dale 
Carnegie class, he signed up. 

He wanted to be- 

come acquainted 

with the some 30 

Case other members of 

Histories the class and at 

the coffee breaks 

he made each one’s acquaintance 

and at the same time discovered 

make and age of car the person 
owned. 

The chief instructor came to 
preside over the class from 
Kansas City. He drove a ’53 
Oldsmobile, so Hill immediately 
asked him to buy a new car 
from him. 

The instructor said that he had 
been thinking some about it but 
wasn’t quite ready and intimated 

that when he did get ready, he 
was certain to be many miles 
away from Springfield. 

Since the instructor was soon 


Sales 


to leave for classes in other cities, 
and since he figured that the 30 
students would all remain on the 
home grounds, Hill 
concentrate his sales effort on the 
instructor. 

At every opportunity he tried 
to drive home some sales point 
that he used in training his own 
sales force. 

+ * oa 

‘oa day came when the in- 

structor was to depart for an- 
other town and Hill had gotten in 
a lot of good licks but seemed 
far from making a sale. He 
thought it was time to give the 
instructor a price on the trade, a 
price on a certain new model and 
show him the cash difference. 

In making up the figures, Hill 
made them as close as possible 
to a final deal, leaving no room 
to come down or make other 
adjustments. 

But still the instructor would 
not buy, so Hill told him: 

“You know when it is best to 
buy a car but I know that you 





NOW YOU CAN 


ADD GREATER 


CUSTOMER 


SATISFACTION 


TO YOUR 


SERVICE 


KENDALL AQ-ATF-G70A 
AUTOMATIC TRANSMISSION FLUID 


with these outstanding features 


pm High V.I. assures superior viscosity at all operating temperatures. 


Provides smoother, more quiet shifting; plus better lubrication to reduce 


wear. 


pe Oxidation stability assures Unusual Resistance to Deposit Formation 
and trouble-free operation. 


& Produced Through Advanced Refining Techniques using 100% Brad- 
ford Grade Pennsylvania Crude Oil, world’s richest. Made to provide 


Developed to meet the more 
rigid service requirements of all for you. 
“fine car’ automatic transmis- 
sions. Kendall's new AQ-ATF- 
670A improves the performance 


of every unit. 


BRADFORD, PENNA. 


Lubrication specialists since 1881 


greater satisfaction for your customer . . . more profit and fewer complaints 


KENDALL REFINING COMPANY 044,|)):\4l 


UR ae) 





decided to | 


cannot get a better opportunj 
or a better deal. If you stil 
the deal within the next fey 
weeks call me up from wherever 
you are, Id still like to make the 
sale. I'll hold it open as long asl 
can because I know it is to your 


advantage.” 
* * 


= 
_— instructor left on Schedule 

to take another class a 
of hundred miles away and Ri 
pondered where he had Misse4 
out. 

He was certain that he had 
given every bit of informatio, 
possible on the good points » 
the car and had given him fig. 
ures for a good deal. 

Hill got a telephone calj that 
week-end. It was from the in. 
structor. He wanted the car and 
said he would drive over and 
it the following day. It seemed ly 
had been sold, and after check. 
ing with another dealer, decida 
to take the deal offered by Hy 

Now Hill is checking out ead 
of his fellow classmates. He «. 
pects to sell more than 75 per. 
cent. His classmates call! hin 
“Mr. Oldsmobile.” 


Goodyear Elects 
4 New Officers, 


Promotes Holt 


AKRON.—Five promotions at th 
executive level have been @» 
nounced by the board of directo 
of Goodyear Tire & Rubber G 

Victor Holt jr. sales vice- 


V. Hott jr. Cc. C, Gh 


president, was elected executive 
vice-president, succeeding R & 
Wilson, who has retired 
In addition, the directors elected 
four new vice-presidents for th 
parent company. 
They are C. C. 
Gibson, O. E. 
Miles, Sam Du- 
Pree and M. W. 
Laibe. 
Gibson has 
been automotive 
products sales 
division vice- 
president and is 
responsible for 
original equip- 
ment sales to au- 0. E, Mies 
tomotive manufacturers, Miles hs 
been replacement trade sales div 
sion vice-president and formerly 
was tire division sales manager 
DuPree had been general prot 
ucts sales group vice-president. He 


| will continue supervision in thé 
|}area, serving as liaison executivt 


with firm's other-than-tire dv 
sions. 

Laibe, former purchases directo 
and more recently assistant to 


|J. Thomas, Goodyear president 


heads up all purchasing, & 
merchandise and material contr 
traffic, warehousing and fw 
plantations. 


Leather Trim Is Standard 


On 2 More Pontiac Model 
PONTIAC. — Genuine leather ® 
terior trim in five color combin® 
tions is now available at no ext 
charge in two models of Pontiac! 
Star Chief series. . 
Demand for top-grain leather ® 
the Star Chief Custom two 
four-door Catalina hardtops repre 
sents 80 percent of total sales 
the two autos, Pontiac said. 
trim also is standard on 
Bonneville convertible. 


Wholesalers Name Riley 

MINNEAPOLIS. — J. Ray Rilé 
National Bushing & Parts Co. 2) 
neapolis, has been elected preside 
of the Northwest Wholesalers 
Wallace Shutz, Wallace Supply 
also of Minneapolis, was n@m® 
secretary. 
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How They're Pushing Sales 







Promotion 

dE place to shop for your auto 
or trailer home is Eighty- 
cond Ave., Portland’s fastest- 










ho ino Auto Row,” said a full- 
: pe ad in Portland’s Oregon 
Your The ad was placed by 20 





«on Auto Row. 

,drawing shows the location of 
» firm in a 17-block stretch of| 
wty-second Ave, The firms said 
«$3 million worth of autos and 
sare on display” in the pre-| 
ing sale. 

participating firms included: 












oints o [Yet Motor Co., York Motor Co., | 
him fig. HE Landre Mobile Homes, Everett 





r Mobile Homes, Pacific Car 
« Mike Capri Trailer Sales,| 
acer Mobile Homes, Bob Stanley | 
» Sales, Wilcox Motor Co., Cos- 
~ Trailer Sales, Costanzo 
-emed he fan Mot O. L. Hoffman Motors, 
ing & Treece Finance Co., B. 
g Auto Sales, Ed O’Neil Auto 
gies, Capital Trailer Sales, Harris) 
Motor Co. Trailer Wholesale, 
Gady Acres Trailers and Blake & 
Nal Finance Co. 








* - 


> 

for Small Fry Only 
ASTERN MOTOR CO. 
mobile), Augusta, Ga. wooed 
& small fry in an ad in the 
Aogusta Chronicle announcing an| 
wen house. 
} ‘Hey Kiddies,” the ad said, “En- 
te or big ‘Rocker Age’ coloring 
ontest.” The contest was open 
aly to children between 5 and 8. 
Aparent had to accompany them 
» the showroom to pick up a free 
sering book. Top prize was $10. 
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(Olds- 
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Richter Selects an Import 
oe AUTO SALES, INC. | 
(Ford), Wilmington, Del., has! 


died the English Ford line, and 
President Hugh Richter told his 
aitemers why in an advertisement | 
mitten in the form of a newspaper 
column. 

One of his chief reasons was 
‘iequate nationwide parts and | 
etvice availability.” Most of the 
ther foreign-car makers with 
vhom he has talked during the 
st year could not offer this 
sivantage, he asserted. 

Richter said his other reasons for 
wecting English Ford as a sup- 
fementary line were: 

"L The line is backed by the en-| 
te financial and engineering re-| 
mutces of Ford Motor Co. This 
ures the owner he will not have} 
@ Orphan’ on his hands at trading 
time 
2 The cars are built with Amer- 
tan SAE bolts and nuts. No special | 
tes are required, and they can be 
mtviced by any competent domestic 
Ford dealership. 

. English Ford completely | 
-_— the low-priced economy 










‘The English Ford truck line 
with payload capacities up to 
4 pounds and with prices be- 


| 





~ Smning below $1,500—is a natural 
iD te 4 the man who wants to cut his| 
cecut costs.” 
e dive > & ” 
jirector Accent Is on Service 
t to B QERVICE is stressed by Wilson 
esident Graff, former Pontiac dealer in 
—_ eld, Ill., in an ad announc- 
con m he now is “specializing in the 





of used cars.” 


“We are selling and servicing all 

of automobiles,” says the ad 

a the Illinois State Journal & 

er. Graff said factory-trained 

mechanics offer complete re- 

service, body repair and front- 
tad work. 












* * 


‘Meet the Team’ 


P#oTos of the top brass at F. G. 
Smart Chevrolet Co. are fea- 
in an ad in the Pine Bluff 
Ark.) Commercial headlined “Meet 
the Team,” 
meee men represent a total of 
bi years experience in the automo- 
¢ businass,” the ad said. “Each 
me is an expert in his field and will 
— to assist you in any way 


* 










The “team” included Leslie Hel- 
Sales manager; J. E. Wallin, 
Manager; Jack McWilliams, 
ce manager; Eddie Rodgers, 

Manager; Berlin Tiner, used- 









Dealer Ad Ideas 


car manager; Herman Styles, truck 
manager; Floyd McGehee, assistant 
service manager, and Claude Rey- 
nolds, assistant parts manager. 

7 * * 


Dealer ‘Drafts’ Horses 


T= horseless carriage shared the 
spotlight with the real thing 
at Green Motor Co. (DeSoto- 
Plymouth), Pensacola, Fla. 

Ten Clydesdale draft horses used 
by the Budweiser brewery to haul 
beer wagons attracted more than 


| 35,000 visitors during a four-day 
| exhibit, according to H. G. Green. 


The horses were housed in the 
showroom. During the day eight of 
them pulled the Budweiser wagon 
through the city streets. 

Bd * * 


Common Sense Appeal 

“I ET’S approach the purchase of 
4a new Chevrolet on a common- 

sense basis,” advised Gene Cable 

Chevrolet, Independence, Mo. 
Noting that other dealers were 


e Factory production colors 
e Truck and Fleet colors 






COLOR MATCHES ACCURATELY 
MIXED BY WEIGHT 


@ Measuring by weight is the most accu- 
rate way to match a color in either lacquer 
or enamel. Many of the colors used on 
today’s new cars require minute tints for 
exact matching. With Ditzler’s Exact- 
Weight Scale you can measure amounts as 
fine as 1/5000ths of a gallon. 
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offering prospects expensive prizes, 
the dealership reminded readers 
that all dealers pay the same price 
for new cars. 

“We can sell you a new Chevrolet 
for less because our costs are less,” 
the ad continued. “The best service 
in town” and a three-year, 30,000- 
mile warranty were also offered. 

* * * 


Neighbors All 

FULL-PAGE of small ads pur- 
chased by dealers on West 
Liberty Ave. and Washington Rd. 
in the South Hills area of Pitts- 
burgh has worked out successfully, 
participants say. 

Dealers refer to their location as 
the “new auto row” of Pittsburgh, 
and advertisements identify each 
dealer as a member of the New 
Auto Row Dealers Assn. 


Customers, said an association 
spokesman, like the idea of having 
adjoining dealers use adjoining ad 
space. 


+ 


* * * 


| Quality-Dealer Pledge 
“TI. VERY automobile dealer as- 

pires to become a quality 
dealer and to have his organization 
take its proper place in the com- 








1865 Carburetor— 


This carburetor, said to be the world's 
first, is on display in the carburetor 
museum at the Solex plant in Berlin. Built 
in 1865 by Siegfried Marcus, the carbu- 


erated through a moving brush. The 
bristles picked up dropes of gasoline and 
carried them to the intake manifold. 
| Marcus reportedly produced a gasoline- 
| engine-driven car. 


munity,” Ryan Ford, Inc., Hatties- 
burg, Miss. said in “An Open 
Letter to the People of South 
Mississippi.” 

Copy continued: 





“This is the 


retor was driven by the engine and op-| 


21 





intent of the management and per- 
sonnel of this organization. We 
insist that you, the customer, be 
completely satisfied with every 
transaction, whether it be the pur- 
chase of a new Ford, used car, 
service or parts. 

“We earnestly desire that you 
give us the opportunity to prove our 
sincerity when we say that we 
MUST and we WILL become 
| Hattiesburg’s quality dealer.” 

* > aa 


| Used-Car ‘Sell-A-Thon’ 
IEHLER PONTIAC, Rochester, 
| N. Y., promoted the sale of used 
cars with a “Round the Clock Sell- 
A-Thon.” Every hour on the hour 
for 10 hours the firm offered a 
clean used car at at very low price. 

Said the dealership in a news- 
paper ad launching the deal: “The 
procedure is simple. Pick out the 
ear of your choice. Then sign your 
name on the pad attached to the 
car. Be sure you stay with the car 
until the hour of sale.” 


The ad featured the sketch of a 
clock face with lines leading out 
from each hour to a description of 
the car being featured at that hour. 
|The Sell-A-Thon was conducted 
|from 9 a.m. to 6 p.m. 





MULTI-MIX 


POWER UNIT 


More than 8000 Laboratory-Controlled Formulas 


e Interior 


e Specialty Finishes 


















e Motorcycle colors 


colors 


e Foreign Car Colors 





e Tractor and implement colors 
e Appliance colors 


itzler’s new MULTI-MIX is an ideal low-cost power 
unit enabling paint shops to match colors 


accurately and in a hurry. 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


@ This compact unit turns agitators smoothly and quietly. 
Cans may be placed on equipment or removed while 
equipment is in operation. New MULTI-MIX is designed 
to give trouble-free operation—no gears to wear, pro- 
viding years of dependable service. 


@ Along with MULTI-MIX, Ditzler offers you the most 
complete color range . . . 8,000 laboratory-controlled 
formulas for lacquers and enamels—more than any 
other system. These formulas make it possible to 
duplicate original new finishes as well as weathered colors. 
@ See your local jobber for complete information on Ditzler’s mixing service. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Mich. 


DITZLER 


SYMBOL OF SERVICE FOR SEVENTY-FIVE VEARS 
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even funnier 


Take Danny Thomas. He has been a funny fellow for a long time. 
But it wasn’t until he appeared on the CBS Television Network 
that a nationwide audience laughed him into the Top Ten—where 
he has been ever since. 


Is he funnier than he used to be? Perhaps. For nothing stimulates 
a performer like applause. And programs in almost every category 
get the most applause on the CBS Television Network. 


Take “Gunsmoke,’ television’s highest rated Western. 

Take “G. E. Theater,’ television’s highest rated weekly drama. 

Take “Alfred Hitchcock Presents,’ television’s highest rated mystery. 
Take “I’ve Got a Secret,’ television’s highest rated quiz show. 


Take the four “Lucille Ball-Desi Arnaz Shows;’ television’s highest 
rated “special” broadcasts this season. 


And take the average program on the network’s schedule. 


This schedule has consistently won television’s largest average 
nighttime audience in the 65 consecutive Nielsen Reports issued 
between July 1955 and now* 


Since success, like laughter, is contagious, advertisers have 
discovered that good products, like good programs, do better on... 


THE CBS TELEVISION NETWORK 
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Service Management 


Parts Business | 
Is Flourishing, 


Say Wholesalers — 


Some Sections Show 
20% Gain; ‘Patchup’ 
Dominates Shop Work 


UTOMOTIVE wholesalers from 
coast to coast claim their busi- 
ness not only is good but‘ that the | 
parts business in particular is up 
from 16 to_20 percent over last year | 
in many sections of the nation. 
These wholesalers, large and 
small, also report that the de- 
mand for exhaust-system and | 
brake parts is considerably higher | 
than a year ago and is increas- | 
ing from month to month, 
However, this extremely optimis- 
tic picture in the aftermarket) 
should not cause alarm about new-| 
car sales. Several jobbers and| 
independent repair shops contacted | 
said that judging from the type of | 
business coming in, it is more| 
“patch up” than complete overhaul | 
work. 





This feeling also is reflected in| Who sell these stations a great Electric 


statements made by wholesalers) 
who operate shops. Almost all say| 
that while their shop business is| 
good or at least better than normal | 
for this time of year, it is heavy 
on piston fitting and unit rebuilds 
and not above normal on complete | 
engine rebuilds. 

> - > 


Collection Reports Vary 
—“ wholesalers’ report on col- 

lections is about even as to! 
being good, fair and poor. Poor- 
collection reports, however, come 
mostly from the Northeast and) 
Far West, while the South reports 
fair collections. In some areas, 
wholesalers have had to go on prac- 
tically a C.O.D. basis with many 
accounts. 

While replacement parts sales 
are booming in nearly every 
section, accessory sales run the 
gamut from slow to good. They 
are slow in the East, good in the 
South and Midwest, and “looking 
up” on the West Coast. 

Shop equipment, however, 
moving slow to fair across 

(Continued on Page 27, Col. 3) 
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Maintenance Tips na i 


How Experts Do It 


Mechanics, order writers and 
service managers often do not 
have time to digest factory tech- 
nical service publications and 
other service material. Here, in a 
new column, are the best tips and 
suggestions gleaned from authen- 
tic and reliable sources: 

. x 


Check Heat Range 


was installing a new set of 
spark plugs, heed this tip from 
engineers of Champion Spark Plug 
Co.: The normally specified heat 
range will not always be ideal for 
every customer’s car. When select- 
ing a spark plug, remember hotter 
or colder types sometimes have to 
be installed for best results. 

Although nine times out of 10 
the standard plug will be satis- 
factory, you may find that a 
different heat range should be 
used after you’ve asked your 
customer a few questions and 
looked at his old plugs. 

Surveys show that 62.6 percent of 
the motoring public takes average 
trips of six miles or less, Such 
driving is usually in heavy traffic 
areas with many starts and stops. 
Consequently, the engine is seldom 
warmed to full operating tempera- | 


| be unduly criticized by those who 


{ Regular Monthly Section for Those Who Maintain 


{merica’s Motor Vehicles 





Backshop 


-. + by Jack Weed 





HE connotations that followed 
the announcement of the Rich- 
field Oil-United Motors service deal 


seem to have stirred up some very | 


mixed reactions in the trade, espe- 
cially on the West Coast. 
So that Richfield Oil might not 


do not understand the “modus op- 
erandi” of this particular oil and 
gasoline marketer, I want to point 
out that, different from _ several 
other large marketers, Richfield 
does not operate any stations of 
its own. 

The stations that carry the | 
Richfield signs are either leased 
stations or stations operated by 





independent dealers, many of | 
whom run repair garages and 
who either own or rent their 
buildings. 

The Richfield TBA wholesalers 


share of the accessories, tires and | 
ignition parts, Delco batteries and 
shock absorbers, Packard cable, 
Harrison thermostats and tools and 
equipment for tuneup and brake 
repair, also sell other sources in 
their trading area. 

While Richfield, through its TBA | 
department, has sold ignition parts | 
to its dealers, many of whom op-| 
erate repair garages or do “cus- 
tomer labor” service work beyond | 
that normally offered by most! 
filling stations, it is understood that | 
this deal enables Richfield to sell 
factory electrical parts for the first 
time. This is in addition to the 
ignition parts already carried by 
the TBA department. 

> > 


= 

Parts for All Big 3 Lines | 
rr ORDER to solicit oil comeene! 

business, it, no doubt, has been 
found advantageous for United Mo- 
tors and Delco-Remy to furnish | 
ignition parts for Ford and Chrys- 
ler as well as General Motors cars| 
and trucks. 

What will this make Delco- 
Remy? 

While United Motors has been | 


ture and the spark plugs are sub- 
jected to severe fouling tendencies. 

If you are installing plugs in a 
car which is driven under these 
conditions consider the use of the 
next hotter range plug in order to 
reduce fouling tendenices.— 


CHAMPION SparK PLuc Co. 
> - = 


Eliminating Strain Cracks 
[ATERFERENCE between the 

windshield weatherstrip and the 
garnish mouldings on 1957 and 1958 
model Plymouths may cause a 
strain crack at the upper left or 
upper right corner of the wind- 
shield. 

Before removing a strain-cracked 
windshield, check the clearance be- 
tween the garnish moulding and 
the weatherstrip at the joints be- 
tween the side garnish moulding 
and the center moulding. Shim 
stock or pieces of paper about the 
thickness of a business card can 
be used effectively for this purpose. 


The paper should slide between 
(Continued on Page 28, Col, 1) 
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providing training for mechanics 
working for independent garages 
and other service stations where 
electrical work is being done, the 
deal should open up this training 
for mechanics in oil company sta- 
tions to even a greater extent 
than has been possible in the 
past. 

These mechanics also will get 
intensive training in the use of 
such equipment as the Allen analy- 
zers and Barrett brake machines 
with which many stations will be 
equipped, it is believed. 

Richfield claims the deal will not 
open up any new competition in 
this phase of the business that is 
not already in existence. 

> * > 
One Man’s Boast 


A SHORT time ago, Orville 
Boggs, sales manager of Allen 
& Equipment Co., came 
into my office and said during his 
“sell” of the firm’s new Dial-Check 
Scope that he could show any 
order writer in five minutes how 
to use the scope well enough to 
(Continued on Page 29, Col. 1) 
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Oil Marketers’ Bid 


For Tuneup Work 
Miffs Independent 


By Jack Weed 


Service Editor 
— of oil company fill- | 
ing stations into service centers | 
that will be equipped with tools| 


| and trained men to do light tuneup, | 


brake work and wheel balancing is| 
being watched closely in view of 
the United Motors Service deal} 
with Richfield Oil. 

At least five other oil marketers, 
in addition to Richfield, are ac-| 
tively promoting customer service | 
work. 

Jobbers view the move with 
mixed interest. Many jobbers are 
hailing the move as one that will | 
provide them with many additional 
outlets for parts and equipment, 
while others fear that many of 
these moves will result in a “cap- 
tive market development” from 
which they will be shut out. 

Independent garagemen look | 
upon the oil marketers’ interest | 
in developing their stations into | 





Is Owner’s Top Headache | 


ATTERY and electrical failures | 669,000 showing up on the 1957 AAA | gasoline sales alone. 
nudged the flat tire out of its) report. 


long standing as the motorist’s 


breakdown report for 1957. 
The AAA estimated that 55 mil- 
lion motorists had to call for help 


| 


during the year, about one call for 


every passenger car in the U. S. 

Nearly one out of every four 
calls (24.23 percent) was due to 
battery or electrical failure. An- 
other 13.51 percent was for igni- 
tion failure. 

Adding the 13,287,000 calls for 
battery and electrical trouble and 
the 7,408,000 calls due to ignition 


|failure plus an unknown percent- 


age of the 5,994,000 calls where a 
wrecker or tow was necessary and 


|which might have been due to 


electrical or ignition trouble, the 
importance of checking all cars 


| for ignition faults is really empha- 


sized. 


Electrical Calls Up 


ACcompane to the AAA report, 
at least 38 percent of all car 
failures involving AAA service was 
for some type of engine electrical- 
system failure. 

While weather no doubt played 
its part in the 3.16 percent in- 
crease in this type of failure 
last year over the year before, it 
is also recognized that higher 
compression engines need more 
close and accurate maintenance 
if they are to provide the service 
they are designed to give. 

Battery and electrical trouble in- 
creased 1.76 percentage points from 
22.47 percent in 1946 to 24.23 per- 
cent in 1957. Ignition troubles in- 
creased 1.40 percentage points from 
the 12.11 percent of 1946 to 13.51 
percent last year. 

There is no question but that 
the increasingly numerous power 
and electrical accessories in newer 


cars aggravated this situation. 
> + * 


Faulty brakes, while they drop- | 


| biggest headache, according to the| ped percentagewise from 1.50 in | 
| American Automobile Assn’s car-| 1946 to 1.49 in 1957, increased nu-| 


merically from 802,000 to 817,000. | 
Wider use of snow tires was | 


probably responsible for a reduc- 
tion in the number of cars 
which became lodged in ditches, | 
mud, and snow. Therefore, the 
need for towing and wrecker | 
service decreased. 
Carburetor troubles remained in| 


leighth place, but showed a slight | 


| percentage increase, while personal | by 
| driving habits showed a marked UMS lines) who reported that 06 


improvement as “out of gas” calls | 
(Continued on Page 27, Col. 5) 
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All Aboard for $ 


afety-Check— 
It's National Vehicle Safety-Check time again, and Mulligan of Dearborn, 
(Lincoln-Mercury), Dearborn, gets off to an early start for the annual May PM. 
puss lights, which show uP| This year's theme is the “Circle of Safety,” which motorists will be eligible '! 
high in the May Safety Check| if their cars pass the 10 basic safety-check tests. Posters. similar to those 
program, also increased from 578,-| placed by Sales Manager E. J. Derum and Dolores Boruch are available from 
000 cars reported in 1946 to the! Displays, Inc., 7338 Woodward Ave., Detroit 2, Mich. 


light service centers as an imy. 
sion of their traditional niche j 
the service picture and magy, 
especially in those areas whe 
this type of development has ben 
given the most push, are 
about retaliating by selling ny 
oil and grease at cost. 
Franchised vehicle dealers, eith: 
because of indifference or becay: 


| they are too far from the pictur 


as it is being presented, are mw 
even giving the move a seemi 
thought. The manager of one Wa 
Coast dealer association even wet 
so far as to say, “After it was» 
certained that the deal was a fg 
ment of the imagination, they 
ceased to be alarmed.” 
> « * 
QevanaAL jobbers expressed th 
thought that so many station 
are changing hands that it was ev 
dent that the oil people had to & 
something to give their gasolix 
and oil butlets additional profitale 


| work to keep them alive. 


Battery-Electrical Trouble 


One large West Coast jobber mii 
the move on Richfield’s part was: 
tacit admission by Richfield tht 
gasoline sales alone will never ® 
profitable. Too many stations ar 
changing hands because operates 
cannot make a profit on volum 


Another in the same area sid 
that independent brands of ign- 
tion parts had made such é&p 
penetration gains in the service 
station field that United Motor 
Service is trying the Richfield 
setup to get factory equipment 
brands sold. 

“This will be a bonanza for & 
Now we will have more traine 
mechanics and have a bette 
chance to sell them on a direct é& 
livery basis,” he said. 

His hope, however, was counterel 
another wholesaler (handling 


sales representatives refused ¥ 
(Continued on Page 26, Col. 1) 
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- Fred Vollherbst 


with the DUMONT EnginScope* 


“Profits doubled with the Du Mont EnginScope!”’ that’s exactly what Fred and 
Ray Vollherbst of SERVICE AUTO ELECTRIC CO. of Union, N. J. say... 
And all over the country, from hundreds of garages, service stations, 
car dealers, comes the same story; a good mechanic and an EnginScope [== 2 
is the winning combination when it comes to earnings . . . ead 
The Du Mont EnginScope helps the skilled mechanic find electrical and 
mechanical faults in motors in the fastest time. In the hands of the modern 
mechanic, the EnginScope becomes the most important piece of equipment 
in the shop. 
Right now, put yourself in this profit picture—get all the details . . . 


9 OUT OF EVERY 10 AUTOMOTIVE SCOPES IN USE ARE DU MONT 


Se ae 
——_—— = ——_— ——s a —_—_— — —— — a — ——_ 


Automotive Equipment Department, (Dept. AN-4) | 
ALLEN B. DU MONT LABORATORIES, INC. | 
760 Bloomfield Ave., Clifton, N. J. | fe: | PRICE. 

[] Send complete details and free check list. ; a. = — , IgnitionScope 
| a & $495 
| EnginScope 
| $725 
| 


[-] Arrange demonstration in my shop. 


NAME a 
COMPANY 


ADDRESS CITY *Trade Mark 
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Oil Marketers Seek Service Work 


(Continued from Page 24) 


help the wholesalers’ road men 
with Richfield station operators. 
> * * 


Pressure Buying? 


NOTHER man who formerly 

worked for a large petroleum 
refinery claimed that while there 
was nothing written into the sta- 
tion operator’s contract that said 
that he could not buy anywhere, 
it’s generally understood through 
the business that he had better 
buy the approved products or he 
might take a chance of running 
into trouble the next time his sta- 
tion needed a paint job. 


A survey of gasoline service sta- 
tion operating results for 1956 by 
Dun and Bradstreet indicates that 
the average operator earned $6,606, 
or $127 weekly, in salary plus net 
profit. 

Thirty-four percent of the deal- 
ers showed a net loss after sal- | 
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This survey also indicated that 
“typical” stations earned a net 
profit, before Federal and state in-| 
come taxes, of 1.1 percent. Con-| 
cerns in the Midwest realized the 
best returns from their stations, | 
whereas dealers in the Far West) 
earned the smallest returns. 

There is little doubt but that it 
is conditions as pointed out in this 
survey that have prompted firms) 
like Richfield, Sinclair and Shell to 
hustle their retail outlets into do- 
ing light tuneup, brake and wheel 
balancing work. 

> 





* * | 


oO” marketers believed strongly 
in favor of aiding their dealers 
get into tuneup and other customer | 
labor activity include Carter, Con-| 
oco, Esso, Richfield, Shell and Sin-| 
clair. 

Marketers favoring this develop- 
ment with limitations include Gulf, 
Leonard, Ohio, Pure, Socony and/| 
Speedway. Those “on the fence” or 
studying the project include Am- 
oco, Atlantic, Calso, Cities Service, 
Standard of Indiana, Sun, Tide- 
water, Texaco and Union. 

Those not in favor of such a 
move include Frontier, Humble, 
Phillips, Sohio and Standard of 
California. 

Automotive News made a spot 
check among several of the larger | 
marketers to find out directly what 
the current thinking was. 

Sinclair said it is being forced 
into the customer labor service 
business because their customers 
are coming in with their cars for'| 
work. At the present time about) 
one-half of the Sinclair stations) 
can offer some kind of tuneup 
work, though most of it is minor. 

About one-half of Sinclair's sta- 
tions offer wheel balancing and) 
brake work of some kind, although 
very few offer any kind of wheel 
aligning. Sinclair feels that by the 
time its training program is com-| 
pleted, some 18,000 of the 25,000) 
Sinclair stations will be offering 
tuneup work of some kind with 
the majority of them offering fairly | 
extensive and complete work. It is 
against the policy of the company 
to permit charging this work on 
charge account cards. 

aa * 





Years for Right Training 


qecons has no plans on getting 
into this project at this time. 


‘ It appears that Socony’s stand was 





State Official Plugs 
N. Hampshire Dealers 


CONCORD, N. H.—Prospective 
aute purchasers have been ad- 
vised by Motor Vehicle Commis- 
sioner Frederick N. Clarke to do 
business with New Hampshire 
dealers. ' 

“Our dealers are not fly-by- 
night outfits,” he said, “and from 
all reports, are ready to furnish 

service on any make 
of vehicle. Every new motor ve- 
hicle must be serviced by the 
local dealer, so every purchaser is 
assured of a thoroughly serviced 
new car.” 





recently enunciated by the presi-| be offering tuneup and other cus- 


dent of the company, who is re- 
ported to have said that Socony 
would not promote this work 
among its dealers, because he did 
not feel that they were equipped to 
handle it adequately. 


If a dealer wishes to enter the 
field, the company advises him to 
hire on experienced mechanic. So- 
cony contends that it takes years 
to train a mechanic adequately. 


Esso has no plans for a com- 
pany move, but will aid any 
dealer who desires to get into 
tuneup and other customer labor 
services. 

Shell now is in minor tuneup 
work for its customers, with some 
careful research being made, which 
is now in the test stages on brake 
relining. 

Shell claims it is not making any 
specific recommendations on the 
type of equipment its station oper- 


| ators will buy. Approximately 25 
| percent of Shell dealers are offer- 
| ing minor tuneup service currently 


and Shell expects that eventually 
about one-half of its stations will 


tomer labor services. 


Brake work is still in the testing 
stage at Shell, About 75 percent of 
the stations now provide front end 
alignment service, while about 3 to 
5 percent are offering other serv- 
ices. Shell allows such service work 
to be charged on their charge ac- 
count cards up to $50. 

* ” 7 


ULF is discouraging most of 
their stations from doing cus- 
tomer labor service. It does have 
four motor clinics in Pittsburgh, 
but only to serve company-owned 
stations, which are in the minority. 
Union has no program on the 
promotion of customer labor serv- 
ices, but is running a few tests to 
see if it is practicable. 

Officials of the prefabricated 
building section of Calcor Corp. re- 
port that in the last two years 
there has been a very strong trend 
toward building only units with 
extra bays for doing service work. 

“We've got about 225 contracts 
right now, a lot of which are 


standard two bays, the remainder | 





Auto-Lite Field Force 
Gets Product Refresher 


TOLEDO.— During the next 
two months, in five centers set 
up across the country, Electric 
Auto-Lite is acquainting its field 
force with the latest technological 
advances in the products they 
handle. 

Using the same charts, slides, 
films and parts that are being 
used by Auto-Lite in training 
more than 25,000 automotive 
servicemen, the course is divided 
into two phases requiring six 
days of morning, afternoon and 
evening classes. 





three bays with a few four bay 
super jobs in the mill,” a spokes- 
man said. “The trend to larger 
stations will grow markedly as 
time goes by. 

“For the last 20 years the volume 
of service work done by each sta- 
tion has gone up. No longer is one 
hoist enough. Before the war a 
10,000-gallon-a-month station mer- 
ited the owner a gold star; now if 
a station doesn’t move 30,000 gal- 
lons a month, the operation is mar- 
ginal.” 


viewed realize the shortage of m. 
chanics available for even ming 
tuneup, brake and wheel balancing 
work and are aware that wher 
they advise their stations to 
into this work it will entail g tre. 
mendous training program, 
* x = 


Mechanics Needed 


[gy ewe see was said in any of th 
interviews about the possj 
with a short mechanic supply, that 
service stations might also ente 
the lists by hiring mechanics q 
from franchised dealers and ing. 
pendents. This is a distinct pogg. 
bility and one that the fran 
dealers must face as this develop. 
ment goes on. 

Franchised dealers must alg 
face the possibility of these sery. 
ice stations weaning away some 
of the customers they now é& 
pend upon to keep their 
busy. At least, they will be in, 
better position to get additiong 
traffic flow from those who ney 
go to the franchised dealer for 
such things as tuneups, brake 
work, wheel balancing and front 
end alignment. 

Dealers who now enjoy a gms 
profit per new car sold from their 
parts and service business will be 


| pressed to come up with answer 
All of the oil marketers inter-| 


for this new competition. 








New Deleo SUPER 99 offers heavy-duty braking protection at economical 
cost! This outstanding new brake fluid has the high minimum boiling 
point—350° F. and above under operating conditions*—that safe braking 
requires with today’s faster, heavier cars. But best of all, while the boiling 
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HEAVY-DUTY BRAKI 


point is high—the price is low! 


And Delco SUPER 99 brake fluid flows freely at —60° F.! It is chemically 
and physically stable, and compatible with all brake system rubber and 


metal parts, as well as other quality brake fluids. 


FLUID 





Order new Delco SUPER 99 brake fluid today! Available through the 


United Motors System or the Chevrolet Division in convenient 12-0z. cans, 
or in a variety of other sizes, up to 54-gallon drums. Sell and use Delco 
SUPER 99 brake fluid with the confidence that it provides heavy-duty 


protection in excess of SAE specifications. 


DELCO SUPER 11 Brake Fluid 


Improved with HTD for Maximum 
Protection in Excess of 400° F. 
Under Operating Conditions*— 
There is No Better Brake Fluid! 
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» brake Bi tervicemen Receive Diplomas— 

ad front Technical training diplomas were presented the 48 men in the service department of 
idey & Graham (Buick), Portland, Ore., by Richard H. Coller, first row, extreme left, 

a Bross trond Buick zone service representative. This was 100 percent participation by the 

om their ingest Buick service group in Pacific Northwest, and represented an individual average 

} will be ¢ MM yeors technical know-how. The awards were earned through school participation 

answers ai monthly technical examinations at the General Motors Training Center at 
Tgord, Ore. 
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Parts Business Brisk, 
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Wholesalers Report 


(Continued from Page 24) 


board, and only wholesalers in the 
East seem to be optimistic about 
any increase in this part of their 
business this year. 

While most wholesalers reported 
good shop business, it seems to be 
spotty in some sections, For in- 
stance, three wholesalers with shops 
in the South reported business was 
good and on the increase, while 
one fairly large jobber said his 
shop business was only fair. Im the 
Los Angeles area, two jobbers re- 
ported shop business good and one 
poor. 

> > > 
Refinish Sales Rising 
OLESALERS generally are 
reporting refinish-material sales 
good and on the increase, due most 
likely to the volume of used car 
reconditioning and repaint jobs. 

Body-tool sales are reported fair 
to good, while body-equipment 
business is fair to slow in most 


areas. Only in the Kansas City 
area was it up. One wholesaler 
said his equipment business was 
up 16 percent. 

Every wholesaler contacted said 
his brake-parts, brake-lining, muf- 
fler and exhaust-system sales were 
well up from last year and were 
rising steadily in most cases, 

Only in the Northeast, where the 
weather has been unusually bad, 
did the wholesalers say their brake 
and exhaust-parts business was 


Walker Announces Plans 
For Mississippi Factory 

RACINE, Wis.—Walker Mfg. Co., 
of Wisconsin has completed ar- 
rangements for the building of a 
new plant at Aberdeen, Miss. 

Rea I. Hahn, president, said the 
new plant is to be completed by 


August and will be used primarily 
for manufacturing. 





HEAVY DUTY 


HYDRAULIC BRAKE FLUID 


CONFORMS TO SPECIFICATION SAE-70R1 
PART 5456743 or 99-6 


1.0.8. GALLON—3 IMPERIAL QUARTS. 13 GR FLUIO OUNCES~LITROS 3 785 


MORAINE PRODUCTS DIVISION 


cA\4 GEMERAL MOTORS CORPORATION a 
==] DAYTON, OHIO 2 











HEAVY-DUTY 
PROTECTION IN 
EXCESS OF 350°F. 
UNDER OPERATING 
CONDITIONS*— 

at economy prices! 


*in wheel cylinders under normal static pressures 


27 


about normal. But each expected it 
to pickup up materially. 

Turnover of stocks ran from 
three times a year to as high as 
24, and averaged approximately 7% 
times across the board. Lowest 
turnovers were reported from the 
Kansas City area, while the high- 
est were reported in the South, 
where the average was 10 times and 
the low only four. 

* a 





Exhaust Parts Top Sellers 


OP selling items included ex- 
haust and brake parts, with 
spark plugs, ignition parts and 
filters following in that order. In 
the East, chemicals and batteries 
also were high on the list. 
Sidelights on the survey indicated 
radiator repair was up from 5 to 
10 percent above last year. One 
shop reported a lot of work is being 
done on 1954 models that probably 
would have been traded in other 
years. 


Electrical Trouble 
Is Motorist’s 
Biggest Headache 


(Continued from Page 24) 
dropped 259,000 from sixth to sev- 
enth place on the trouble list. 

Lock and key, starter and brake 
troubles remained fairly constant, 


as did similar difficulties. 
> > = 


Weather Boosts Calls 
ATHER extremes in 1957 also 





| frozen, 


| Petroleum Marketers Assn., 


| that does so is failing to live up to 








Moraine Products 


Division of General Motors, Dayton, Ohio 





produced a slight increase in 
clogged and vapor-locked 
gas lines. These increases were 
readily noticeable with every dip 
in temperature. 

The following list shows the 
number and percentage of each 
motoring problem as projected to 
total passenger-car registrations: 

1957 1956 


Type of Calls Pet. Calis Pet. 
Service (Thous.) (Thous.) 
Battery & 

Electrical 13,287 24.23 12,018 22.47 
| Tire 12,574 22.93 12,906 24.13 
| Ignition 7,408 13.51 6,477 12.11 
Tow or 

Wrecker 5,904 10.93 6,445 12.05 
Stuck 2.384 56.26 2,856 5.34 
Carburetor 1,969 3.59 1,883 3.52 
| Out of Gas 1,870 3.41 2,129 3.98 
| Starter 1,744 3.18 1,674 3.13 
Gas Line 1,119 2.04 1,001 1.87 
Leck and Key 866 1.58 851 1.58 
Brakes 817 1.49 802 «(1.50 
Lights 669 «= 1.22 578 «(1.08 
All Others 3,636 6.63 3,866 7.23 
Total 

Breakdowns 54,837 100.00 53,486 100.00 


| Regis. in 1957 55,899 


Mobil Aide Raps 


Poor Station Sites 
COLUMBUS, O.—Oil companies’ 


| service station building programs 


received critical analysis in a 
speech here by George D. McDaniel, 


| manager of dealer and distributor 


relations of Socony Mobile Oil Co. 

Addressing members of the ms 

c- 
Daniel said the construction of new 
service stations that are uneco- 
nomic is an injustice to the con- 
suming public, since the company 


its responsibility to distribute its 
products efficiently. 

“My own company now has some 
2,000 fewer outlets than it did in 
1950,” he said, “and the annual vol- 
ume per outlet has increased ap- 
preciably. We believe it is good 
business to avoid building, or try- 
ing to operate, uneconomic service 
stations.” McDaniel charged that 
some of the criticism for “overde- 
velopment” comes from people who 
seek to avoid competition. Deter- 
mined competition has been instru- 
mental in the oil industry’s growth 
and in its service to the public, he 
declared. 


Products for Industry Adds 


Four Sales Representatives 


STAMFORD, Conn. — Four new 
representatives have been 
appointed by Products For Indus- 
try, maker of modular work bench 
systems. 

They are Enterprise Commercial 
Co., 20 Pacific Ave., San Francisco; 
McKinley Equipment Corp., 1557 
Esperanza St., Los Angeles; Robert 
F. Schuler, 4754 Washington Blvd., 
Chicago, and Union Supply Co., 5460 
Colorado Blvd., Denver. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout .the year. 
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Maintenance Tips ¥* 


How Experts Do It 


(Continued from Page 24) 


the garnish moulding and 
weatherstrip. If not, grind or 
flatten the side mouldings to re- 
lieve pressure. Use car to pre- 
vent damaging the finish. 

The end of the top moulding and 
the end of the side garnish mould- 
ing may move forward in some 
cases and contact the weatherstrip 
when the retaining screws are 
tightened. 

If this occurs, grind a radius on 
the forward corner of both mould- 
ings to provide clearance. Excessive 
tightening of the retaining screws 
will also cause pressure on the 
weatherstrip—PtymoutH TecHNIcaL 


Propuct INFrorMATION BULLETIN 
> . = 


Use of Standard Lacquers 


ss Acrylic lacquers are not 
compatible with the standard 
lacquers (Duco, etc.). Therefore, 
the two lines of materials should 
not be mixed when refinishing. 
However, DuPont No. 3656 Lacquer 





Thinner (for color coat) and Du- 
Pont No. 30 Lacquer Type Primer- 
Surfacer can be used with both the 
Lucite and Duco refinishing sys- 
tems. 


No spot or panel repairs may be 
made with standard line lacquers 
over surfaces previously finished in 
Lucite Lacquer. The standard line 
lacquer will chalk or dull much 
more rapidly than the surrounding 
area of Lucite Lacquer and will 
present an objectional appearance 
in a short time. 

If it is desired to completely 
refinish a car previously finished 
in Lucite Lacquer, standard line 
lacquer may be used, provided 
the original Lucite Lacquer color 
coat is sanded to almost complete 
removal (undercoat showing on a 
minimum of 90 percent of the 
surface to be refinished). 

The reason for this is that ob- 
jectionable softening may occur if 
the Lucite Lacquer color coat is not 





removed before applying standard 
line lacquer. 

No spot repairs or panel refinish- 
ing should be attempted, using 
Lucite Lacquer over surfaces pre- 
viously finished in standard line 
lacquer and/or standard line under- 
coats. Such repairs will invariably 
crack within a few months— 
CHEVROLET Service News 

* * * 


Steering Pump Pulley Hint 
_ removing the power steer- 

ing pump pulley during service 
operations, there may be cases 
where the pulley does not readily 
slide off the pump shaft and can- 
not be removed by hand. In these 
cases, the pulley should never be 
removed by tapping with a hammer 
or by prying. 

This is particularly important 
on 1958 series cars where tapping 
or prying may result in breaking 
or bowing the rotor retaining 
snap ring, permitting the shaft 
to pull out of the pump. This 
would then necessitate disas- 
sembly of the pump so that the 
damaged snap ring could be re- 
placed. 

Force should also be avoided on 
cars built prior to 1958 because the 
shaft bearing could be damaged, 








Aggressive Sales Setup 
Is °58 Goal, Says TRI 


WASHINGTON .—The Tire Re- 
treading Institute announced that 
its 1958 public relations program 
will emphasize an aggressive 
dealer-sales program tied to in- 
spection by U. S. Testing Co., use 
of identifying medallion and ef- 
fective selling of TRI retreads. 

Dealer-sales aids in every 
phase of selling will be expanded 
by TRI, an Institute spokesman 
said. 





resulting in unsatisfactory pump 
operation. 

The correct procedure for remov- 
ing a pulley which cannot be re- 
moved by hand requires use of a 
screw-type puller which bears 
against the end of the pump shaft. 

A universal puller can be used 
for this purpose —TuHe Capm.ac 
SERVICEMAN 

+ > = 


Salvage Voltage Regulators 
oS modern voltage regulator is 
a dependable, 


unit designed and constructed for 
long service life. However, it is 


almost common practice to remove | 








The Wagner method of applying lining to shoes makes sure that 
the two are properly bonded—holding the lining to the shoe as 
securely as the weld in fabricated steel. 


When you exchange shoes, 


you take full advantage of our mass 


production facilities—the slow, tedious delining and relining is done 


for you. You save time on every job. . 


. Speed turnover ... and 


gain time for other profitable work. 

Wagner supplies you with clean, inspected, completely recondi- 
tioned shoes equipped with the right premium quality lining to 
insure customer satisfaction—and the price enables you to make 


a substantial profit. 


WAGNER EXCHANGE BRAKE SHOES have lining “bonded-on” or 


EXCHANGE BRAKE SHOES 
are properly bonded to hold lining to shoe 


in steel... 









“riveted-on” according to highest factory standards. Sets are avail- 
able for all cars and some light trucks with both standard and 


oversize lining thicknesses. 


COMPLETE WAGNER LINE includes Lockheed Brake Parts, Fluid, 
and Lining for all vehicles. Brake Lining comes in rolls, sets, blocks 
and slabs. Exchange Shoes come in “WEB” SETS bonded with 
CoMaxX Lining, and “WB” SETS bonded with “WP” Lining. For 
details, consult nearest supplier of Wagner Lockheed Products, or 
send for a FREE copy of Catalog BU-579. 


Wagner Electric 


ation 


6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A. 
(Branches in principal cities in U.S. end in Coneda) 


Waener Lockheed 





LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING « AIR HORNS « AIR 
BRAKES « TACHOGRAPHS «+ ELECTRIC MOTORS ¢ TRANSFORMERS « INDUSTRIAL BRAKES ‘ 


easily adjusted | 


| and discard malfunctioning regula. 
tors without attempting to adjust 
| or repair them. 

| This is a costly, unnecessary pro- 
| cedure in most cases. The tendency 
to condemn regulators without 
| testing and adjusting them has 
|been a major headache to the 
regulator industry. 


Voltage-regulator manufac- 
turers report 80 percent of the 
regulators returned to them as 
inoperative are good, requiring 
only minor adjustment for perfect 
operation, In fact, it is estimated 
that eight out of 10 inoperative 
regulators can be salvaged with 
proper equipment and knowhow. 

It is true that regulator servic- 
ing used to be a job for the spe- 
cialist. Adjusting regulators re- 
quired technical, expensive test 
equipment. This is no longer true. 
Today simplified, low-cost test 
equipment plus new, step-by-step 
testing procedures have made reg- 
ulator service practical and profit- 
able for every mechanic. 

The shop which is discarding or 
trading in regulators when they 
can be salvaged is losing much of 
the profit. The cost of regulators 
today is high enough to justify 
taking a good look at your regu- 
lator service. 

That pile of discarded regulators 
|in the back of your shop can be 
turned into dollars. Check your 
| Shop. Your discarded regulators 
|may make the downpayment for 
| the test equipment you need. Eight 
lout of 10 discarded regulators can 
|be returned to service at a profit 
averaging $7.50 per unit.— ALLEN 
| News 


* * > 


Brake Pressure Trouble 
N THE event that an owner 
reports having to apply an ex- 
cessive amount of pressure on the 
brake pedal to stop a 1958 Cadillac, 
there are two possible causes that 
| should be checked during the diag- 
| nosis. 
The most likely reason is insuffi- 
|eient lubrication of the power 
brake assembly vacuum piston 
leather. Lubrication on this item 
is normally scheduled once a year. 

However, in cases of excessive 
pedal pressure, servicemen should 
remove the lubrication plug on 
top of the power brake vacuum 
cylinder and inject one ounce of 
shock absorber fluid, regardless 
of the time interval. 

The other possible cause is in- 
|terference between the front floor 
|eontour mat (accessory) and the 
brake pedal push rod. In some 
instances, owners of 1958 cars may 
have removed these mats from 
their 1957 model and installed them 
jin the 1958 model.—Capm.ac Serv- 


ICEMAN SUPPLEMENT 
| 7 > . 





|Special Service Report 
RECENT isue of the Lincoln 
Service Bulletin contained the 
following vacuum pump service 
| information. 
| An electric windshield wiper 
| vacuum pump installed on early 
production models of Lincoln and 
Mercury cars consists of an electric 
motor, a vacuum pump, and 4 
vacuum operated relay. The relay 
contacts are designed to close when 
engine vacuum drops to approxi- 
mately nine inches. 

This starts the electric motor 
which supplies additional vacuum 
to operate the windshield wiper 
motor. The points of the relay 
open when the engine manifold 
vacuum rises to approximately 12 
inches. 

The pump should be lubricated 
at 5,000-mile intervals. If the pump 
becomes sluggish, or blows the 15- 
ampere fuse, it should be lubri- 
cated. The following procedure 
should be used: 

1. Remove both hose connections. 

2. Turn the ignition switch to 
the accessory position. Turn on 
the windshield wiper control. 





This will start the vacuum pump. 

3. Inject several ounces of SAE 
5-W motor oil slowly into the vac- 
uum intake of the pump. NOTE: 
A mixture of three parts of SAE 
10-W oil and one part kerosene 
may be used. 

4. Allow the pump to run at least 
30 seconds to exhaust the excessive 
oil. 

5. Reconnect the hoses.—CHEK- 
CuHart SERVICE BULLETIN 


New Site for Riverside 
A new showroom has been com- 
pleted by Riverside Motors (Volvo) 
at 998 Orleans, Beaumont, Tex. 
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e ce e e Jack Weed 


(Continued from Page 24) 


detect faulty engine ignition and 
pinpoint the cause and location of 
the trouble. 

Thus, the order writer could 
show the customer that he 
needed a tuneup and why. 

On the other hand, if the cus- 
tomer thought his car needed a 
tuneup and the trouble was a valve 
that was sticking open, the order 
writer could tell the customer that 
a tuneup would not correct the 
trouble. 

I flatly told Boggs I didn’t be- 
lieve it could be done. So he and 
some of his crew set up a demon- 
stration to prove it could. 

And they did. Not in the five 
minutes he bragged about, but in 
a little over 10 minutes and I'l 
admit this could have been speeded 
up some. But the matter of minutes 
in instructing means little or 
nothing on a deal like this. 

* + = 


Symptoms Easily Recognized 
a main thing is that the order 

writer got the idea of the scope 
quickly and, without having to 
refer to the Dial Check deal, was 
able to recognize the symptoms of 
several common ignition problems 
of high-compression engines. 


The scope shows an even pat- 
tern when the engine is firing 
properly on all cylinders. Any 
deviation from this pattern usu- 
ally spells trouble somewhere in 
the ignition system. 

In the Dial Check device, Allen 
has graphed nine variations from 
the normal even pattern. On the 
back of each of these illustrations 
is the explanation of what should 
be the trouble that caused the 
faulty pattern. 

All the order writer has to do in 
writing a ticket that will mean 
something to the shop is to match 
the pattern that shows on the face 
of the scope or that which comes 
closest to it. 

Proper use of this tester should 
go a long way toward eliminating, 
or materially cutting down, those 
“cost-money,” hun t-till-you-find-it 
“check” orders that often plague 
men in the shop. 

+ = = 


Everyone to Benefit 

ND better than that, it should 

mean much to the customer in 
getting better work and not being 
subjected to the “cure-all” when 
the mechanic has not been properly 
instructed as to what the customer 
was complaining about. It should 
also save the shop and the dealer 
a lot of “come-backs” on work 
that either wasn’t properly written 
up or wasn’t done right in the shop. 

I'm a little edgy over this 

“not-doing-the-work-right” deal 
as I just finished up—I can’t 
say that cither, because I'm not 
finished up. But after taking my 
wife’s car to two different shops 
three times and one other shop 
once since last November on a 
“hard-start” complaint, I finally 
got tough enough to have one 
shop put a mechanic on it with 
instructions to go through that 
car until he found out what was 
wrong. 

After boiling out the carburetor, 
Tebuilding the automatic choke 
Several times and miscellaneous 
other work, for which I was 
charged, they finally found that a 
couple of valves were holding open 
and that the springs on four valves 
were weak. 

I can sympathize with any owner 
who went through what I did, and 
I wouldn’t blame him for getting so 
darn mad he never would buy a 
car of that make again. 

In fact my wife got so mad she 
told me that if I couldn’t get her 
car fixed, I would have to buy her 
& car of the make I drive (I never 
have any starting trouble even on 
the coldest day). She just wasn’t 
going to drive her car another day. 
She got so embarrassed she couldn’t 
look the AAA service guy in the 

any more even though he told 

her that the ignition guy at his 
shop could fix the car. 
os * e 


It Works Only Once 


T was the “off-make” place 
she sent it to once. It started 





the first morning after that fix but 
not the second. 

To explain this deal a little 
more thoroughly, I should tell 
you good readers that I act just 
like any owner when I take my 
cars in to be fixed. I merely tell 


International Parts 
Expands Toronto Plant 


TORONTO, Ont. — International 
Parts (Canada), Ltd., has begun 
an extension to its plant here. The 
company, affiliated with Interna- 
tional Parts Corp., Chicago, manu- 
facturers automotive mufflers and 
distributes a variety of other parts. 


The additional 30,000 square feet 
will be occupied in part by an as- 
sociate company. Triple A Mfg. Co., 
Ltd., producers of point-of-sale dis- 
play equipment. The two companies, 
which employ 150 persons, will oc- 
cupy their expanded facilities in 
May. 
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the order writer what the car 
does and don’t try to “master- 
mind” the fix. 

In this case, I merely told each 
order writer—and eventually the 
managers of the shops—that the 
car just wouldn’t start on a cold 
morning, that if it did start it 
would quit cold at the first stop 
and would have to be pushed to 
start it again. And that I wanted 
it fixed. 

If I had ever intimated anything 
about cost or if I had ever tried to 
tell them what I thought was 
wrong, I could understand seven 
trips to service shops in four 
months for the same thing. 

The one thing I have trouble 
understanding is why it took seven 
trips and a lot of rough “needling” 
to get somebody to make a com- 
pression test on that car. 

* = = 


Job Finally Done Right 


ir. they did that the job was 
done right, and Ill bet we 
won't have any starting trouble on 
that car for the next two years, if 
we keep it that long. The boy who 
finally fixed it didn’t overlook a 
thing. 


Well, I can’t say that honestly 


either, although my bill doesn’t 

reflect it. He didn’t put on an ex- 

change carburetor, tell me I 

needed a new battery, that my 

charging motor needed an over- 
haul, that the wiring harness 
needed replacing, that the dis- 
tributor was cracked and had to 

be replaced, or that I needed a 
new fuel pump. 

There are many things he could 
have tried to put on that bill if he 
had wanted to and thought he 
could get by with it. 

But he didn’t. He was honestly 
trying to get me out of my diffi- 
culty, I believe. 

The thing that really bothers me 
is where has mechanics’ pride of 
workmanship gone? And why? 

And why will a service manager 
take 15 minutes to try and tell a 
guy who has driven cars since 1906 
how to start the car and not make 
certain that there is something 
wrong with that car that a tuneup 
or a reworking of the automatic) 
choke won’t eliminate? 

I am being convinced more and 
more every day that we must get 











New Diesel Engine— 


Ford Motor Co.'s new diesel tractor 
engine, shown undergoing tests at the 


Ford Tractor and Implement Research 
Center, Birmingham, Mich., has a maxi- 
mum parts interchangeability with the 
Ford gasoline tractor engine. Seven 
models of Ford tractors are available with 


back to selling service shops on|the engine. The tractors are Ford's first 


doing elementary customer labor. 


American-made diesel products. 








all-weather wonder rubber OF F ERS 


ENJAY BUTYL 


Performance! Versatility! Economy! In all three, Enjay Buty] is the world’s 
outstanding rubber value. In laboratory tests, and in a wide variety of 
automotive applications, Enjay Butyl has demonstrated its great strength 
and outstanding resistance to weather, impact and abrasion, moisture and 
aging ... properties that are helping to improve the performance of many 


of today’s new cars. 


Windshield weatherstrips, convertible tops, axle bumpers, radiator hoses 
...-in more than 100 places on today’s new cars, Enjay Butyl out-performs 
and out-lasts all other types of rubber formerly used, synthetic or natural. 
Low-in-cost and immediately available in regular and non-staining grades for 
white and colored parts, this truly wonder rubber may well be able to cut 
costs and improve performance in still more automotive parts. For further 


information, and for expert technical assistance, contact the Enjay Company. 


Pioneer in Petrochemicals 


ENJAY COMPANY, INC., 15 West Sist Street, New York 19, N. Y. 
Akron + Boston « Charlotte « Chicago « Detroit» Los Angelese NewOrleans- Tulsa heat e cold « sunlight « moisture. 





TRIPLE VALUE 


Enjay Butyl is the greatest rubber value 
in the world . . . 


the super-durable rubber 


with oulsianding resistance to aging e 


abrasion « tear 


e chipping « cracking e« 


ozone and corona e chemicals « gases e 
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Steam Cleaning Pays Off— 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


Steam cleaning pays off in a big way at Turnpike Truck Stop, a service station 
in Edgeworth, Pa. Since introducing a Jenolizing engine steam cleaning service two 
months ago, the station has increased its gross weekly business by $142.50. Here 


Willard Milligan, station manager, cleans 


by Homestead Valve Mfg. Co., Coraopolis, Pa. 
* * > 


on engine with Jenny steam cleaner mdde 


* * * 


Steam Cleaner in Shop 
Boosts Weekly Gross 


EDGEWORTH, Pa.—Service sta- 
tion operators and dealers who 
want to increase their service busi- 
ness might follow an example set 
by Dudley Taylor in his Turnpike 
Truck Stop here. 

Taylor introduced an engine 


steam cleaning service. In 60 days) 


after first making the service avail- 


able, he increased his gross weekly | 


business by $142.50. 


According to Taylor, the increase 
was based on four hours’ operation 
each day, five days a week. His sta- 
tion averages six automobile jobs 
per day. Steam cleaning of trucks 
and equipment averages four addi- 
tional jobs per day. 

Taylor also uses his Jenny steam 
cleaner, made by Homestead Valve 


Here’s how 


to develop 


Mfg. Co., for jobs other than en- 
gine cleaning. He cleans fifth 
wheels, running gear, chassis and 
trailer parts for nearby fleet opera- 
tors as well as trucks in transit. 
Taylor sells his service on the 


basis that steam cleaning makes | 


car engines look like new, protects 


against rust and reduces chances | 


His costs 
including 


of serious engine fire. 
|average $1.24 per car, 
labor. 


Harger, Heale Honored 


| LOS ANGELES. — George H. 
| Harger, president of Harger- 
|Haldeman here, and Bill Heale, 
| vice-president, have received 
|}awards for leading the nation in 
sales of Imperials in 1957. 


DETROIT.—Here is the schedule 
of field service schools for the next 
month — a regular feature of 
Automotive News. 


For Make Servicemen 


AMERICAN MOTORS — Zone 
parts and service representatives 
will be conducting group schools 
in their respective territories on air 
conditioning maintenance and re- 
pair and the new American Motors 
Air-Coil suspension. 

CADILLAC DIVISION — AFA 
Course—Cleveland, May 8; El Paso, 
May 19; Los Angeles, May 7, 14, 21; 
Memphis, May 16, 23; New Orleans, 
May 16, 23; Oklahoma City, May 
23; Portland, Ore., May 21; San 


Francisco, May 21. Air Condition- | 
ing—Boston, May 7-9, May 14-16; | 
Chicago, | 
Apr. 28-30, May 5-7, May 12-14, May | 


Buffalo, Apr. 29-May 1; 
19-21; Cincinnati, Apr. 28-30, May 
5-7, May 21-23; 
El Paso, May 14-16; Los Angeles, 
| Apr. 28-30; Memphis, May 13-15, 
| May 19-21; Milwaukee, May 13-15; 
New Orleans, May 13-15, May 20- 
| 22; Tarrytown, N. Y., Apr. 29-May 
|1, May 6-8, May 12-14, May 20-22; 
|Union, N. J., Apr. 29-May 1; 
Omaha, Apr. 30-May 2, May 7-9; 
| Philadelphia, May 12-14; Pitts- 
burgh, May 13-15; Portland, Ore., 
| May 5-7, May 12-14; St. Louis, Apr. 
29-May 1; San Francisco, Apr. 28- 
30, May 5-7, May 12-14; Washing- 
ton, Apr. 28-30. Carburetor, Four- 
Barrel Course — Boston, Apr. 30- 
May 1; Cincinnati, May 12-13; Ok- 
lahoma City, Apr. 28-29. Carbure- 
|tor, Three Two-Barrel Course— 
| Boston, May 2; Cincinnati, May 14; 
|Oklahoma City, Apr. 30. Chassis 
Suspension—Detroit, May 15-16. 
Changing Circuits Course—Boston, 
May 20-21; Denver, May 12-13; 
Detroit, May 21-22; Los Angeles, 
May 5-6, May 12-13, May 19-20; 
Union, N. J., May 6-7, May 13-14, 
May 20-21; Pittsburgh, May 19-20; 
|Portland, Ore. May 19-20; St. 


Denver, May 6-8; | 


Louis, May 7-8; San Peanctees, | 
May 19-20. Diagnosis Course—Buf- | 
falo, May 5-7; Cleveland, Apr. 29- 
May 1, May 5-7; Washington, May 
5-7. Hydra-Matic Operation & | 
nosis Course—Milwaukee, May 20- 
21. Parts Management Philadel- | 
phia, May 19-21. | 
& Engine Electrical Course—Bos- | 
ton, May 22-23; Cincinnati, May | 
19-20; Denver, May 14-15; Union, | 
N. J., May 8-9, May 15-16, May 22-| 
23; Oklahoma City, May 20-21; | 
Pittsburgh, May 21-22; St. Louis, | 
May 5-6. 

CHRYSLER CORP.—Service 
Training, covering the latest pro-| 
cedures for factory-approved serv- 
ice, maintenance and diagnosis 
operations, using the latest tools 
and equipment, is offered—tuition 
free—at Chrysler Corp. sales and 
service training centers—for serv- 
ice personnel of Chrysler Corp. 
dealers. The centers are located at 
26000 Lawrence, Center Line, Mich.; 
550 S. College Ave., Newark, Del., 
and 2930 Forrest Hill dr. S. W., 
Atlanta. 


Courses scheduled at all centers 
for Apr. 28-May 30 are: Torque- 
Flite transmission, Constant Con- 
trol power steering, Sure-Grip dif- 
ferential, Torsion-Aire suspension, 
electrical, carburetion and engine 
tuneup, air conditioning, Power- 
Flite and manual shift transmis- 
sion, total contact brakes, “B” En- 
gine, and new car preparation. 

For registration information, 
dealer should contact the Service 
Training Coordinator at the train- 
ing center serving his area. 

FORD DIVISION—From Apr. 28 
to May 23, the 35 Ford district 
service school instructors will be 
engaged primarily in finishing 
courses for dealer mechanics on 
the 1958 heavy-duty trucks includ- 
ing the super-duty engine, eight- 
speed transmission and two-speed 
double reduction rear axle. They 
will also be conducting Cruise-O- 


Matic transmission courses for 
those mechanics not yet covered, 

In addition, some districts in the 
South will present refresher 
courses in air-conditioner insta !la- 
tion and servicing. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
free of charge to all service per- 
sonnel sponsored by a GMC truck 
dealer or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4, 
diesel engine (one-week tuneup 
class or two-week overhaul), 5, 
gasoline engine tuneup, 6. gasoline 
engine overhaul, 7. power steering 
(in-line or booster type), 8. carbure- 
tion, 9. four-wheel drive, 10. air 
suspension, 11. hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL MOTOR 
TRUCK DIV. — Atlanta Motor 
Truck Technical Training Center— 
Training is now being conducted 
for Southern region dealers’ serv- 
icemen covering engines, major and 
minor tuneups, automatic trans- 
mission, LPG fuel syestems, Road- 
ranger transmission, new IH rear- 
axle and new IH Select-O-Matic 
transmission. Training is conducted 
by the Tell-Show-Do method. Cor- 
rect diagnoses and correct service 
procedures, while performing each 
service operation, are emphasized. 
Classes are limited to 18 per week 
to allow the instructors to give 
individual attention to each serv- 
iceman. Special classes are also 

(Continued on Page 31, Col. 1) 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 30) 


being conducted for fleet mainten- 
ance supervisors. 

The 1958 Dealer Service Con- 
ference — Each motor truck 


district in the U. S. is now con-| 


ducting service conferences with 
the International dealer organiza- 
tion. Service information and serv- 
ice techniques covering product 
improvements, new components, 
and operating procedures are being 
presented. 
STUDEBAKED-PACKARD — 
Mercedes-Benz and Studebaker- 
Packard mechanics’ 


ters in New York, South Bend and 
Los Angeles for the period of Apr. 


28 to May 23. Classes are of one-| 


week duration. Training school 
managers are: F. X. Coghlan, New 
York; A. S. Kidder, South Bend; 
W. F. Scheidegger, Los Angeles. 


tion courses for maintenance sup- 
ervisors at the White factory 
school, showing latest maintenance 
methods and supervisory. tech- 
niques. 
phases of maintenance tailored to 
the individual and his position. 2. 
In-shop consulting services of 
White maintenance engineers who 
work directly with the operator's 
personnel at fleet shops or head- 
quarters in the development of 
more effective maintenance meth- 
ods and improved maintenance 
techniques. 3. College short courses 
in maintenance supervision being 
offered at colleges and universities 
throughout the country through a 
grant of the company to the Na- 
tional Advisory Committee for 
Motor Fleet Supervisory Training 
and the Institute of Public Safety 
at Pennsylvania State University. 


Anyone wishing to attend these 


training | 
courses are scheduled for dealer) 


service personnel at training cen- | TePTesentatives. 


|tuneup business, are being con- 





Short courses in various) 





classes can contact T. W. Lauer at 
White Motor Co., Cleveland. 


For All Servicemen 

ALLEN ELECTRIC & EQUIP- 
MENT CO., Kalamazoo, Mich. 
The Allen Power-Tune course, an 
advanced course for mechanics, 
and the Allen PM Tuneup school, a 
new Tuneup school designed espe- 
cially for people who are interested 
in learning the fundamentals of the 





ducted throughout the U. S. and 
Canada by Allen wholesalers and 
authorized field service stations, 
and are instructed by the Allen| 
Additional infor- 
mation can be obtained by writing 
directly to Allen Electric & Equip- 
ment Co., 2101 N. Pitcher St., Kala- 
mazoo, Mich. 





AMMCO TOOLS, INC., North 
Chicago—Instruction on engine re- 


|pair and brake service. No set 


WHITE—1. Practical demonstra-|SChedule but three to five-day 


classes started when needed. No 
instruction charge. Contact Richard | 
D. Stevenson, Ammco Tools, Inc.,| 
2128 Commonwealth Ave., North| 
Chicago, Ill. | 

BEAR MFG. CO. Rock Island, 
Ill.—School offers training in align- | 
ment, balancing and 
straightening and is located at 2103) 
Fifth Ave., Rock Island, Ill. Ad-| 


tributor or writing to the Bendix 
training director. 

BINKS MFG. CO., Chicago — 
Classes are held for a period of 
one week once a month. Anyone 
interested in spray painting and 
spray painting equipment may 
attend. Contact W. R. Brooks, in- 
structor. 


CARTER CARBURETOR COM- 


| PANY, St. Louis — Classes of 12 
|men in carburetion starting each 


Monday for a three-week duration 
will begin Apr. 28, May 5 and May 
12. Contact nearest Carter dis- 
tributor. 

DEVILBISS CO., Toledo — Spe- 
cial schools in industrial product 
finishing, maintenance painting, 
general refinishing, service 
training, automotive jobber and 


portable-equipment jobber person-| 


nel are offered. 

The week-long classes are held 
at the factory in Toledo, with the 
daily sessions running from 8 a.m. 


to 5 p.m. Eligible are owners or| 
| workshop located in Stratford, 


sellers of DeVilbiss equipment or 
their representatives or operators. 
There is no fee and equipment and 
materials are furnished. The stu- 


dent must, however, meet his own | 


transportation and living expenses. 

The school 
service to users and distributors to 
increase their knowledge of the 
operation and use of the company’s 
products. For those who are un- 
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is maintained as a} 





Mississippi House OK’s 
Brake-Fluid Regulation 


JACKSON, Miss—The Missis- 
sippi House has approved a bill 
to prohibit sale of “inferior and 
dangerous qualities and grades” 
of hydraulic brake fluid. 

The bill requires that brake 
fluid offered for sale meet mini- 
mum Society of Automotive 
Engineers standards. Senate ac- 
tion on the bill is pending. 





teaches: All aspects radiator clean- 
ing, repairing and recoring; use 
and maintenance of equipment; 
fundamentals of merchandising, 
advertising and pricing. Write to 
J. V. Grasso, 1108 Jackson St., 
Omaha, Neb. 

RAYBESTOS DIVISION, Bridge- 
port, Conn.—Four complete brake- 
service classes will be held at the 
Raybestos brake service school and 





Conn.—March 24-28. These classes 
consist of five consecutive daily 
sessions, each session going from 
8 am. to 4:30 p.m. All phases of 
brake service work such as major 
adjustments, minor adjustments, 


|}and complete brake overhauls of 


able to arrange a trip to Toledo) 


all types of both new and old 
brake systems will be covered. 
Personal instruction is augmented 
by a technical, 78-minute, color, 


| for training, the company conducts | sound, motion picture showing ad- 


a number of field schools each year| justment procedure as well as 


and information about them can be 
obtained from the Education De- 
partment, DeVilbiss Co. 


limited size covering theory, main- 
tenance and servicing of spray 


frame | Toledo 1, O. One-week classes of | 


dress all inquiries to Mildred T-.| painting equipment. The subject of | 


Clark, registrar. Next classes 
March 31 and Apr. 14. | 

BENDIX PRODUCTS DIVI- 
SION, South Bend — Courses are| 
offered covering service and sales | 
training on Bendix power brakes, 


four catagories: Industrial, auto 
refinishing, automotive jobber, and 
portable equipment jobber. No in- 
struction charge. Applications may 
be obtained by writing DeVilbiss 


Stromberg carburetors, basic brake |Co., 300 Phillips Ave., Toledo, O. 


and power steering. The length of 


INLAND MFG. CO., Omaha— 


| spray painting is broken down into | 


the course covering an individual| Classes start each Monday morn-| 
product is normally one week and/|ing. Time required to complete) 


no tuition fee is charged. Additional | 


course varies from one to two 


changes made in 1957 and 1958 
brakes. Individuals who success- 
fully complete the course will re- 
ceive a certificate showing that 
they are qualified to work on all 
types of automotive brakes. The 
course will be conducted by A. 
D’Andrea, director of service train- 
ing for Raybestos Division. Write 
J. Kane for further information. 

SUN ELECTRIC CORP., Chicago 
—Field courses in automotive test 
equipment operation, principles of 
electrical testing, use of the oscillo- 
scope and engine tuneup, will be 
conducted by field service repre- 
sentatives during the coming 
months. For specific information 


information may be obtained by| weeks. No tuition if equipment is|as to locations and dates, contact 
contacting the nearest Bendix dis- | purchased—$200 otherwise. Course| the local Sun representative or 


their car maintenance. 









Regular customers are the surest way to increased over- 
head absorption. Pennzoil’s program helps you develop 
a stream of regulars who will come back to you for all 


It helps you keep new car buyers as service customers, 
develops new ones, makes regulars out of inactives. 
It keeps all phases of your service operation busy, in- 
creases the number of charged-for items to more than 
the average 114 per R.O. The extra profits you realize put 
you in a better position to trade on new and used cars. 
This program builds profitable service traffic two 


NOW! TOP-GRADE 
MOTOR OILS FOR 
EVERY SERVICE 
AND PRICE CLASS! 
















REPEAT CUSTOMERS 


ways. First, with motor oils and lubricants that support 
your good service by keeping cars in top condition 
and keeping customers satisfied. 

Second, with a customer relations system that makes 
customers want to come in for the services they need 
when they’re needed. This is the exclusive Pennzoil 
Kontax System*—4 to | favorite over any other with car 
dealers coast to coast—the most painless way yet de- 
veloped to get customers to ask for all needed services. 
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write Sun Electric Corp., 6337 
Avondale Ave., Chicago 31, Ill. Sim- 
ilar courses are offered by Sun 
instructors in cooperation with Sun 
distributors throughout Canada. 
For specific location and dates of 
courses in Canada, contact the 
local Sun distributor or write Sun 
Electric Corp. 


THERMOID CO., Trenton, N. J. 
—Brake-service school conducted 
at various times during the year, 
| depending upon the demand. In- 
struction covers complete informa- 
tion on adjusting and servicing all 
types of brakes. Sessions are held 
in the Thermoid engineering de- 
partment test garage in Trenton, 
N. J. There is no tuition but stu- 
dents are expected to pay their own 
transportation and living expenses. 
|Textbooks are furnished at no 
| charge. For additional information 
write J. A. McLaine. 


UNITED MOTORS SERVICE — 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye). (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
|N. C.; Denver, San Francisco, St. 
| Louis, New Orleans, Houston, Buf- 
| falo, Minneapolis, Oklahoma City, 
| Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
| cinnati. 


Parker Heads Dealers 


| WALNUT CREEK, Calif.—Dick 
| Parker, Chevrolet dealer here, is 
| the new president of the Contra 
| Costa County Auto Dealers Assn. 
| H. S. Arner (Chevrolet), of Antioch, 
is treasurer and E, Parker Smith, 
| secretary. New directors are Wil- 
| liam Boyle, Erv Lehmer, Howard 
| Eddy, Doug Dicker and James 
Winter. 








Your Pennzoil Distributor has the proof. Call him, 


or mail the coupon now. 


Sales Manager, Kontax System 
Pennzoil, Oil City, Pa. 


Name of system | use now_ 





Let's see you prove the claims you make for your program. 





Tite_._. 





Except for its power plant, the features of this new tractor are identical with Ford gasoline 
and LP-gas models. The simple, rugged design provides convenient, low-cost maintenance. 


New from Ford: The lowest-pri e 


Th fi t Am ° d After years of research, our engineers have come up with 
e rs erican-ma e newly developed, economical four-cylinder diesel tractors that 
offer a drastic cut in cost differential between diesel and 


diesel product of gasoline tractors. 


These new Ford Diesel Tractors offer mobility, ease of han- 


Ford Motor Company dling, and excellent performance features—plus the unmatched 


fuel economy of a diesel engine. They have the same work- 


saving features for which Ford tractors have long been famous 
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means of an opposed-piston, distributor-type pump. A governor 
regulates flow of fuel to pump in response to load demands. An 
automatic injection advance properly times injections with engine. 


FORD DIESEL TRACTORS make economical diesel power avail- 
able to more farmers. A 16-to-l1 compression ratio, combined with 
the efficient direct-injection system and lower fuel cost, provides 
a saving over gasoline of approximately 40 to 50 per cent. 


| 


ed diesel tractors in their class! 


—including the time-tested hydraulic system, power steering, 


and live power take-off as standard equipment on many models. 


Seven models are available—row-crop, all-purpose, and 
tility designs. And all of Ford’s implements will fit them NO. 79 


FORD FAMILY OF FINE CARS CLEARINGHOUSE 


FORD MOTOR COMPANY 
| THE AMERICAN ROAD, DEARBORN, MICHIGAN 


' . 
Pifferential (28 to 50 per cent less than other makes), pay for 
FORD ¢ THUNDERBIRD e EDSEL e MERCURY ¢ LINCOLN @ CONTINENTAL MARK III ¢ FORD TRUCKS 
hemselves out of fuel savings faster than any other tractor. ENGLISH FORD LINE ® FORD TRACTORS e FARM IMPLEMENTS ¢ FORD INDUSTRIAL ENGINES 


+ 
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ithout modification. 


Ford Diesel Tractors, with a low gasoline-versus-diesel price 








34 





AZUSA, Calif.—The unsung 
heroes of American Automobile 
racing —the winning mechanics — 
will be awarded $5,000 in cash 
prizes at top national races during 


the 1958 season by Wynn’s Friction | 


Proofing, Azusa. 
It marks the seventh straight 


year that Wynn’s has donated the) 


“Winning Mechanic Awards.” Carl 
E. Wynn, president, said 15 major 
race and circuit awards have been 
selected for the 1958 season, start- 
ing with a $1,200 cash award plus 
a diamond-studded pin to the chief 
mechanic of the winning car at the 
Indianapolis 500, May 30. 
* * = 


Superlife Schedules Return 
To Spark-Plug Production 


DALLAS.—Superlife Products Co. | 


is scheduled to return to spark- 
plug production this spring, accord- 
ing to Roy A. Mays, secretary- 
treasurer and general manager. 
The firm suspended spark-plug 
production before World War II. 





Mays said the company expects) 
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Service World in Brief e 


to employ about 400 office and 
factory personnel in its new spark- 
plug division. Superlife also manu- 
factures an adhesive for household 
and industrial use. 

* * * 


Recapping Plant Added 

ALBUQUERQUE, N. M.—H. E. 
Leonard, president, Leonard Motor 
Co., has announced the addition of 
a new plant to do tire recapping on 
giant earth-moving equipment, It 
will employ about 15 men, will have 
$75,000 worth. of special equipment 
and is expected to open about 
May 1. 


: > > 


Bubb Heads Club 


SAN FRANCISCO.—Albert Bubb, 
service manager of Simpson 
Motors, Buick dealer at Palo Alto, 
Calif., has been elected president of 
the Metropolitan Buick Parts and 
Service Managers’ Club. Other 
officers named are: Charles Busch- 
man, Weber Buick Co., Ukiah, vice- 
president; Charles T. Bruce, Mc- 


Alister Buick, Inc., San Francisco, 
secretary, and George Doernhoefer, 
Brown Buick Co., San Francisco, 
treasurer. 

+ + * 
Automotive Representatives 


Sets Up Group in Phoenix 

NEW YORK.—The Sun Country 
Regional Group has been estab- 
lished in Phoenix, Ariz., by Auto- 
motive Affiliated Representatives. 
The group formerly was known as 
the Phoenix division of the South- 
ern California Group. 

The new group’s first elected 
director is Elmer L, Kingland. Rep- 
resentatives in the unit will cover 
Arizona, New Mexico and the El 
Paso area in Texas. 

* * = 


Sharpe Adds Line 
LOS ANGELES.—Sharpe Mfg. 
Co. has been appointed Western 
distributor for Therm-O-Spray 
paint heaters. Sharpe also manu- 
factures spray equipment. 
€ - * 


Commercial Solvents Offers 


Spring Checkup Sales Kit 
TERRE HAUTE, Ind. — Com- 
mercial Solvents Corp. is offering 
a free sales kit which includes 
three lithographed signs to sell 


Modernize For Top PROFIT.. ; 


— ARO Lube Equipment 


Clear the floor . . . put modern ARO Lube Reels over- 
head to speed up service and step up your profit! Very 
smart appearance . . . easy to install for chassis, gear, 


A.T.F., motor oil, water and air. 





Choose ARO for top performance what- 
ever your needs, whether you do 50 or 
500 lube jobs a month. Popular ARO 
Drum Cover models, portable and sta- 
tionary, are highly efficient in your 
choice of gear, chassis, A.T.F. and drain. 
See ARO—the Complete line—at your 
ARO jobber today. 


Get the ARO Exclusive 
10,000 Lube Job WARRANTY 


tHE 





warrants the AL-207 Air Motor to be free from 
in workmanship and materials for 10,000 
fjebs or 3 years, whichever occurs first, from 
of purchase. 





“We don’t experience many in- 
terruptions any more—” 





car owners on the importance of 
a complete spring checkup. 





CSC said the “Expert Pre- | 


Summer Checkup” sign leads to 
extra tire, battery, accessory and 


radiator chemical sales by listing | 


seven needed services and leaves 
space for dealer’s price. There is 








THE ARO EQUIPMENT CORPORATION 


GENERAL OFFICES—SRYAN, OHIO @ Piants af Bryan 
Aro of Colif., 3141 S. Grand Ave., Los Angeles 7, Calif. 


and Ohio 


Aro Equipment of Canada, Ltd., Toronto 15, Ontario 
Offices in All Principal Cities 


AR 


LUBRICATION EQUIPMENT 
Automotive— Farm 


— 


also a window streamer, “Drain 
Tired Anti-Freeze,” and a win- 
dow poster which explains the 
specific problems that result from 
continuous use of worn out anti- 
freeze. 
+. + * 
Premium Nylon Tire 


Is Added to Dunlop Line 


BUFFALO.—A premium quality 
nylon passenger-car tire has been 
added to the Dunlop Tire & Rubber 
Corp. line. 

Named “Gold Seal,” the tire is 
available in 14 and 15-inch sizes 
with either black or white side- 
walls and carries a 2%-year guar- 
antee, Dunlop said. 

* + 


* 
=F GP*:| Dealer’s 48 Service Men 


Complete Training Program 

PORTLAND, Ore.—For the 
third consecutive year, the 48 
men in the service department at 
Braley & Graham Buick have 
completed a training program at 
the GM training center in Port- 
land. 

All of the men received diplomas 
from Richard H. Collier, Portland 
zone Buick service representa- 
tive. The average experience of 
each man is 14 years, the firm 
said. 

= + = 

Color Film on Brakes 


Produced by Raybestos 


BRIDGEPORT, Conn. 
Raybestos division of Raybestos- 
Manhattan, Inc., has produced a 
technical color film dealing with 
late-model brake changes for show- 
ing at Raybestos brake-service 
clinics. 

The film also includes highlights 
of the last Indianapolis 500 Mile 
Race. 


2 * * 


How Gas Price Is Figured 

NEW YORK.—Shell Oil Co. has 
published a book, “Old MacDriver 
Had a Car,” telling how gasoline 
prices are determined, Free copies 


| may be obtained from Shell Oil Co., 


50 W. Fiftieth St.. New York 20, 
N. Y., or 1008 W. Sixth St., Los 
Angeles 54, Calif. 


Fulton Sylphon Moves 


WASHINGTON.—Fulton Sylphon 
division of Robertshaw-Fulton 


| Controls Co. has occupied new sales 


offices at 734 Fifteenth Street, N. W. 


|George L. Ogden jr. is divisional 


| sales manager. 
> 


ene 





Addition to Double Space 


|At Buick Parts Warehouse 


FLINT. — Plans to more than 


| double the floor space of Buick’s 


service parts warehouse at Dray- 
ton Plains were announced by Don- 
ald F. Taylor, general manufactur- 
ing manager of Buick. 

Taylor said 268,800-square-foot 
addition would be built this sum- 
mer, with construction scheduled 
to start in April. Drayton Plains is 
30 miles south of Flint. 


Albany Dealers 
Offered Chance to 
Settle Tax Debts 


ALBANY.—William P. Hourigan, 
a used-car dealer, with Federal, 
State, county and local tax troubles 
amounting to $166,000, will be able 
to clear up the debts through a 
compromise plan approved by the 
Albany County Board of Super- 
visors. 

Hourigan will pay $91,304.77 in 
settlement of all tax liens by sell- 
ing 13 properties which he owns and 
giving two others “free and clear” 
to Albany County. 


Hourigan first was faced with 
$100,000 im Federal income tax liens 
filed in September, 1953. In April, 
1954, New York State filed similar 
liens totalling $36,000. Hourigan 
paid $27,000 toward the U. S. liens, 
but penalties accrued meanwhile 
and currently State and Federal 
tax liens total $143,000. 


In addition, he was faced with 
Albany County tax liens of $23,000 
on his properties, covering about 
nine years; he owes current real 
estate taxes of $3,104 and school 
taxes in Colonie of $104.65. 

Although the Federal tax liens 
have priority, U.S., State, county 
and local representatives huddled 
on the compromise plan and finally 
agreed to the proposal. 


Why these front-surface mirrors 
will appeal to your customers 


a 
, . ; 
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E-Z-1° 3-WAY MIRROR Perfect vision for night driving 


SOLD THROUGH NEW-CAR DEALERS ONLY. Now 
standard equipment on top-line Buick* models. 
With this amazing E-Z-I Mirror, headlights behind you are 
distinct—yet glare-free. You can judge more accurately how 
near the headlights are behind you. No guessing, no blinding! 
Safer! It’s optically better because it’s a front-surface mirror— 
you see only one image. 
ee eee 
—- Not just two positions, but three! 
123 
(1) DAYTIME, you get a clear, soothing yellow-green image. 
(2) NIGHT IN CITY, you filter out low-beam headlight 
glare. 
(3) NIGHT ON HIGHWAY, you de-glare “‘brights”’ behind 


you. 


CROMIR® OUTSIDE MIRROR 


Perfect vision in clear or rainy weather 


SOLD THROUGH NEW-CAR DEALERS ONLY. 


Cromir is an outside-mount, front-surface, chromium-alloy- 
type mirror. It provides clean, sharp, single images. No ghost- 
ing! No blurred reflections! A Cromir gives you better day- 
night vision than ordinary back-surface mirrors. It’s clearer in 
wet weather because moisture droplets run off, don’t cling. 
The mirror is guaranteed for as long as the first driver keeps 
the car. Available from manufacturers of outside mirrors. 


*Also available from Accessory Department. 


LIBBEY OWENS-FORD 
a Great Name in Glass 


LIBERTY MIRROR DIVISION - Brackenridge, Pennsylvania 
Tune in THE PERRY MASON SHOW, ‘Saturday Nights, CBS-TV Network 
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On the Financial Front 


Sales of General Tire & Rubber 
Co. for the three months ended 
Feb. 28 were $96,565,835, compared 
with $95,497,316 for the correspond- 
ing 1957 period, said W. O'Neil, 
president. 

“Our estimated earnings for the 
first three months of 1958 were $1,- 
754,124,” he added. “Last year for 
the same period, our estimated 
earnings were $3,250,400.” 


American Enka Reports 


°57 Sales Up, Profits Down 


American Enka Corp. reported 
1957 sales of $64,739,351, compared 
with $60,892,199 in 1956. 

Net income for 1957 was $1,266,- 
744, the firm said, compared with 
1956 earnings of $2,338,088. 


American Airlines Reports 
Record Revenues for 1957 


American Airlines revenues for 
1957 set a record, but net earnings | 
were down more than 40 percent, 
according to C. R. Smith, president. | 
He blamed lower earnings on in- 
adequate rates, increased costs and | 
lower load factors. 

Smith said 1957 revenues of $305,- | 
956,000 were up 4.9 percent over the | 
preceding year, and costs increased 
13.4 percent. 

> > . 
First Quarter Sales Down, 
Profit Up, Hupp Reports | 

Hupp Corp., Cleveland, estimated 
sales of approximately $13 million 
for the first quarter of 1958, about 
12 percent less than the corre- 
sponding period in 1957. Net profit 
is expected to show a marked im-| 
provement over the first quarter of 
1957, Hupp said. 

Hupp said 1957 sales amounted 
to $53,413,803, compared with $62,- 
015,289 in 1956. The corporation re- 
ported a net loss for the year of | 
$128,936, compared with a profit in| 
1956 of $620,364. 

> > > 
Flintkote ‘Disappointed’ 

First-quarter results of Flintkote 
Company are “disappointing” com- 
pared to last year because of “pro- 
longation of the extreme winter 
weather and depressed price struc- 
ture in certain lines,” I J. Harvey) 
jr.. chairman of the board, stated 
at the annual meeting of stock- 
holders in Boston. He said that the 
company is still optimistic for total 
1958 results. 

> > > 
Fedders-Quigan Reports 
Drop in Sales, Income 

Fedders-Quigan Corp. reported 
net sales for the six months ended 
Feb. 28 amounted to $24,588,521, 
compared with $33,484,159 a year 
earlier. 

Net income totalled $767,304, 
down from $1,373,979 for the cor- 
responding period in 1957. 


Mohawk Rubber Calls 1957 


lts Best Peacetime Year 


Mohawk Rubber Co. enjoyed the 
best peacetime year in its history 
in 1957, according to R. E. Bloch, 
chairman, and H. M. Fawcett, 
president. 

They reported sales of $20,840,426, 
_ up 38 percent from the 1956 total 

of $15,126,701. Earnings amounted 
to $563,180, which Bloch and Faw- 
cett said was 52 percent above the 
1956 figure. 


> ” . 
°57 Sales, Earnings Hit 


New Highs, Borden Says 


Borden Co. reported that its 1957 
sales were 6.2 percent above those 
of 1956 and earnings increased 1.7 
percent over the previous year. 
Both sales and earnings reached 
new high levels, the company said. 

Sales were $931,220,662 compared 
with $876,987,184 in 1956, and earn- 
ings were $23,996,321, compared with 
$23,602.746 a year earlier. 

Oo 


General Acceptance Reports 
Record Volume, Net in 1957 


General Acceptance Corp. 
Allentown, Pa., reported all-time 
highs in volume and net income 
im 1957. 

On a total volume of $197,265,- 
240, a gain of 3 percent over $191,- 
633,222 im 1956, net income was 


$2,251,752, a 5& percent improve- 
ment over $2,138,186 in 1956. 


Profit Declines 
At Sealed Power 


Sealed Power Corp. announced 
that net sales in 1957 amounted to 
$22,929,246, compared with $22,574,- 
902 in 1956. 

Net income, however, declined to 
$1,342,067 in 1957 from $1,495,854 the 
previous year, 

Paul C. Johnson, president, said 
that reduced car production has 
“materially curtailed” Sealed Power 
production schedules during the 
first quarter, but that sales in the 
replacement market have held up 
well. 

. > + 


°57 Was Best Year Ever, 


Stokes President Says 
F. J. Stokes Corp., Philadelphia, 


enjoyed the best year in its history | 


ments were up 7 percent over 1956 
and earnings were up 23 percent. 

Dougherty predicted that 1958 
operations would be at a lower 
level because of the “temporary 
withholding of appropriations by 
manufacturing companies for the 
expansion of their plants and pro- 
duction facilities.” 

* * + 


Air Reduction Scores 


Sales, Earnings Highs 

Sales and earnings in 1957 
reached all-time highs at Air Re- 
duction Co., Inc., New York. 

Sales in 1957 were $189,987,698, an 
increase of 12 percent over sales 
of $169,818,703 in 1956. Net income 
in 1957 was $16,476,180 compared 
with $15,731,579 in 1956, an increase 
of five percent. 

> > = 


Sales, Profits Hit Peak 


For L-O-F Glass Fibers 

L-O-F Glass Fibers Co., Toledo} 
reports record sales and earnings | 
for 1957. 

Net earnings after taxes in 1957 
were $1,111,091, compared with 1956 


earnings of $497,683. Net sales were | 


$23,280,469, compared with $20,880,- 


in 1957, according to Francis| 286 for 1956, an increase of 11.5 


Dougherty, president. He said ship-| 


percent. 


| From Business to Pleasure— 


Studebaker-Packard has announced its new Studebaker panel-wagon which can be 
converted from business to pleasure in a matter of moments and back again in the 
same quick time. The panel-wagon carries an advertised delivered price of $2,088, 
plus transportation and local taxes. The cargo area provides more than 93 cubic feet 
of space with the rear seat down. A third seat, which folds down in business use, is 
optional for those who desire it. The unit, a Scotsman station wagon, has two re- 
movable metal side panels, a tail gate bridge and a rear dome light installed at the 
factory. Heater and defroster and directional signals are standard equipment. 
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Across the Nation... 


Auto Dealer Changes 


Clark Motors, Inc., 422 Broad St., 


Charleston, W. Va., has acquired 
assets of Lucenti Motor Sales for 
an estimated $150,000, according to 
Elisworth Clark, owner. 

The firm has handled Fiat, DKW, 
Lioyd, and Volvo. In the Lucenti 
purchase, Clark added eight lines, 
Jaguar, MG, Austin-Healey, Morris, 
Hillman, Sunbeam, Porsche and 
Alfa-Romeo. 


26 BMC Outlets 
Signed by Hambro 


Hambro Automotive Corp., which 
handles U. S. sales and service ac- 
tivities of British Motor Corp., re- 
ports the addition of 26 dealers 
during the last two months. They 
are: 

Richmond British Motors, 11820 
San Pablo Ave., El Cerrito, Calif.; 
Sullivan Motor Co., Inc., 19 Jay 
St. New London, Conn.; Mayfair 


Mercury Sales of Miami, 1779 W. 
Flagler St., Miami; Dutch Hurst 
Motors, 309 N. High St., Muncie, 
Ind.; Martineau Motors, 512 Jeffer- 
son, Waterloo, Ia.; Collard Chevro- 
let Co., Sixth and Cherokee Sts., 
Leavenworth, Kans.; Rapaport 
Auto Co., Inc., 32-40 Oak St., Ban- 
gor, Me. 

Houlton Auto & Supply, Market 
Square, Houlton, Me.; Tidewater 
Motor Co., Route 50, Easton, Md.; 
Carlin Motor Sales, 118 N. Bedford 
St., East Bridgewater, Mass.; Cha- 
bot Motors, Inc., 27 Providence St., 
Millbury, Mass.; Pep Sinton Motor 
City, Inc., 1700 “O” St. Lincoln, 
Neb. 

Seybolt Motors, 720 Lafayette 
Rd., Portsmouth, N. H.; Small Cars 
of Paramus, Inc., E. 66, Route 4, 
Paramus, N. J.; Eldohome, Inc., 
Plattsburgh, N. Y.; Robert F. 
Wells, Main St. and Arden Place, 
Port Jefferson, N. Y.; Consentino 
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Motors, Inc., 12-14 Cayuga St., Sen- 
eca Falls, N. Y. 

Cathings Motor Co., 613 W. More- 
head, Charlotte, N. C.; S. W. Ladd 
Motors, Inc., 203 Hanover St., Car- 
lisle, Pa.; Andy’s Auto Sales, Inc., 
981 Mineral Spring Ave., North 
Providence, R. I.; Martin Motors, 
1218 Lady St., Columbia, S. C.; Mc- 
Collum Motors, Inc., 14 W. Canal 
St., Sumter, S. C. 


Harmonson Foreign Motors, W. 
Fourth and San Jacinto Sts., Big 
Spring, Tex.; Manhattan Auto, 
Fairfax, Va.; Strain’s Auto Co., 730 
N. Central Ave., Kent, Wash., and 
Wrights Sportcraft, The Village, 
Winslow, Wash. 


* cd * 


Olds Dealer Adds Imports 


Town’s Edge Olds, Hopkins, 
Minn., has opened a foreign-car 
division to be known as Town’s 
Edge Foreign Cars, 327 Excelsior 
Ave. The firm will handle Austin, 
Morris, MG, and Healey. R. J. Wal- 
zer is the dealer. 
| * = = 

Chrysler Grand Slam 

Davis Motor Co. and Krumm 
Motors, Inc., Sherman, Tex., have 
merged. The new firm, which oper- 
ates as Davis Motor Co., handles 
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With Chevrolet 25 Years— 


Rounding ovt 25 years as a Chevrolet 
dealer, Earl R. Walton, right, of H. T. 
Walton & Son, Oxford, Pa., receives a 
special plaque on the occasion from E. D. 
MacCarthy, Chevrolet Philadelphia zone 
manager. The presentation was made at 
a recent zone deuler meeting. 





Walnut and Pecan and at 113 W. 
Mulberry. 


Dean Buys Rich Chevrolet 
Roger Dean, president of Roger 


Imperial, Dodge, Chrysler, DeSoto| Dean Chevrolet, Inc., Huntington, 


and Plymouth. It has outlets at' Va, has announced purchase of 





TWO NEW FIRSTS FROM DELCO-REMY 


End view 
showing 
rectifiers 


Now, a unique new a.c. 


rectifiers requires no periodic servicing! 

Developed by Delco-Remy engineers, in cooperation 
with GMC Truck and Coach engineers, this radically 
new generator is capable of a continuous output of 


215 amperes at cruising speeds and 135 amperes at 
normal engine idle . . . performance ideally suited to 





generator with integral 


modern coaches. It is a totally enclosed, brushless 


unit complete with compact, built-in, long-life silicon 
rectifiers. All mating structural parts are sealed with 
special high-temperature “‘O” rings. The entire as- 
sembly is effectively cooled by a continuous flow of 


External 
view 


Delco-Remy’s all-new transistor generator regulator 
represents a bold new concept in voltage regulation 
—an electronic unit composed of durable, long- 
lasting transistors and diodes with no moving parts. 


This compact new regulator performs its function 
electrically rather than through electro-mechanical 
components. By using semi-conductors as voltage- 
sensitive and control devices it provides more accu- 
rate control of generator voltage, and handles much 
higher field current for better generator performance. 


GM GENERAL MOTORS LEADS THE WAY—STARTING WITH Delco-Remy ELECTRICAL SYSTEMS 


DELCO-REMY 











DIVISION OF GENERAL MOTORS 2 


engine oil passing through the generator. 


Sealed construction of the new unit keeps out dust 
and dirt and prevents damage caused by detergents 
used in engine cleaning. Absence of brushes, slip 
rings, rubbing seals and air filters, plus a continuous 
supply of engine oil for bearing lubrication, eliminates 
the need for servicing between engine overhauls. 


ALL-NEW TRANSISTOR 
VOLTAGE REGULATOR 





QIL-COOLED A.C. GENERATOR 
WITH BUILT-IN RECTIFIERS 


This revolutionary new oil-cooled a.c. generator with 
built-in rectifiers is an outstanding example of Delco- 
Remy engineering leadership in the automotive 
electrical field. 


Since there are no moving mechanical parts, there 
are no springs, hinges, or contacts to maintain. 
Mounting position and vibration have no effect on 
its operation, and the adverse effects of temperature 
changes and humidity are practically eliminated. To 
the user this means long-lasting settings and the 
elimination of periodic maintenance. 


This advanced design transistor voltage regulator is 
still another example of Delco-Remy progressive 
engineering at work for you. 


ANDERSON, INDIANA 
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Rich Chevrolet Co., Inc., in the 
same city. He said the dealership 
will be expanded. 

* 


Three U. S. Franchises 


Are Awarded by Volvo 

Volwo Distributing, Inc., De- 
troit, has announced the appoint- 
ment of three U. 8. dealers for 
the Swedish car. 

They are: Penny Motors, Inc., 
839 N. Main, Dayton, O.; Sports- 
men’s Pier, 5310 8. Lyndale, 
Minneapolis, and Erhart Motor 
Car Co., 1570 Main, Buffalo. 

+ + * 


L-M Deal Adds Borgward 


Wentworth Motors, Inc. (Lincoln- 
Mercury), Albany, Ore., has been 
awarded a Borgward franchise. 

+ * + 


S. H. Motors Expands 


S. H. Motors (Hillman-Triumph- 
Sunbeam-Lloyd), 5921 Baum, Pitts- 
burgh, has purchased Kenn Buick 
and has taken over a Rambler 
franchise from Marcus Motors 
(Volvo), Ken Lindersmith is pres- 
ident of S. H. Motors and Mac 
Eaton is general manager. Both 
formerly were with Kenn Buick. 

P. Donahue has retired as 
president of S. H. Motors. 
+ * * 


40 S-P Dealers, 
25 Mercedes 
Outlets Named 


Studebaker-Packard has an- 
nounced the signing of 40 S-P deal- 
ers and the opening of 25 more 
Mercedes-Benz outlets. The new 
S-P dealerships are: Dawes Motor 
Co., Lawton, Okla.; Kellett Motors, 
Inc. (Irondequoit), Rochester, N. Y.; 


|'Bismarck Studebaker, Bismarck, 


N. D.; Vincent Auto Body, Canton, 
Mass.; Kingstown Motor Co., North 
Kingstown, R. L; Bailey Motor Co., 
De Ridder, La.; Walther Motor Co., 
Inc., Wilmette, Il. 

J & G Motors, Wibaux, Mont.; 
Williston, Park Motors, Inc., Willis- 
ton Park, N. Y.; Fargo Studebaker, 
Fargo, N. D.; Sipka’s Garage, Ban- 








nister, Mich.; Powell Motors, Inc., 
Modesto, Calif.; Miller Motors, Fall 
River, Mass.; Utter Imported Mo- 
tor Cars, Inc., Austin, Tex.; Anchor 
Motors, New Bedford, Mass.; Kill- 
ington Motors, Inc., Rutland, Vt.; 
Civello Motor Sales Corp., Bronx, 
mB. 

Dean-Darnell Motor Co., Inc. 
Fort Walton Beach, Fla.; Smart 
Motors, Madison, Wis.; Robbins 
Motor Co., Sharon, Pa.; Bright Leaf 
Motors, Inc., Greenville, N. C.; L. 
Feliciano Studebaker and Packard 
Sales and Service, Hawthorne, N. 
J.; Decker & Kulesia Motor Sales, 
Cassopolis, Mich.; Algona Imple- 
ment Co., Algona, Ia.; Halcomb 
Oldsmobile Co., Fayetteville, Tenn.; 
Buckner Pontiac Co., Inc., Vicks- 
burg, Miss.; Universal Motor Co., 
Madisonville, Ky.; Bob Nowlin, Inc., 
Topeka, Kans.; James H. Oliver, 
Oneonta, N. Y.; Dewees and Potts, 
Aberdeen, Wash. 

Stuart, Motors, Inc., Danville, 
Ind.; Brown Auto Sales, Silver 
City, N. M.; Fincher Foreign Car 
Sales, Inc., Miami; European Mo- 
torama, Ltd., Flower Hill, N. Y.; 
Hornbogen Auto Sales, Marquette, 


|Mich.; Fleigh Motor Corp., Hagers- 


town, Md.; Standley Motor Co., 
Fayetteville, Ark.; Behney Motors, 
Middletown, Pa.; Bradley Auto 
Sales, Inc., Newport, Vt., and Ful- 
ton Motor Co., Chickasha, Okla. 

The new Mercedes-Benz outlets 
are: Fincher Foreign Car Sales, 
Inc., Miami; J. D. Macdonald, Eu- 
reka, Calif.; European Motorama, 
Ltd., Flower Hill, N. Y.; Randall 
Motor Co., Inc., Lakeland, Fila.; 
Packard-Danbury, Inc., Danbury, 
Conn.; Fine’s Auto Sales, Inc., 
Albany. 

Gem State Motors, Boise, Id; 
R. W. Bowman & Son, Inc., York, 
Pa.; Bob Nowlin Motors, Topeka, 
Kans.; West Side Garage, Asbury, 
Park, N. J.; Al Matlaw, Long 
Branch, N. J.; Economy Motors, 
Amarillo, Tex.; OK Motor Co. of 
Pensacola, Inc., Pensacola, Fila.; 
Classic Motors, Inc. Waukegan, 
Til.; Napa Uptown Motors, Inc., 
Napa, Calif.; Frank D. Robinson, 
Ine., Binghamton, N. Y. 

Pabst Motors, Inc., Milwaukee; 
Patten Edsel Sales Co., Chattanoo- 
ga, Tenn.; Park Motors, Inc., South 
Portland, Me.; Falvey Autos, Inc., 
Ferndale, Mich.; Deal Buick, Inc., 
Asheville, N. C.; Jack W. Ronald, 
Gilroy, Calif.; Petz Brothers, North- . 
ville, Mich.; Sloan-Combs, Inc., 
Dallas, and Firth Motor Sales, Inc., 
Jackson, Mich. 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

HIGHER COURT has held that 
it is legal for an automobile 
dealer to have a low price on an 

automobile to be sold for cash. 
For illustration, in David P. 
Sledge v. John L. Murphy, 284 S, W. 
(2d) 938, the higher court held that 
an automobile 
dealer is fully 
within his legal 
rights to have 
two different sell- 
ing prices on the 
same automobile, 
one price for 
cash and another 
price for credit. 
This higher court 
also held that 
where _ interest 
L, T. Parker rates are based 
on.a credit price, the buyer cannot 
complain that he was charged us- 
urious interest rates on the basis 

of the cash price. 


The court said that there is no 





law against an automobile dealer 
having a low cash price and a 
higher credit price on the same 
automobile. 

Last month, a higher court 
held that an automobile dealer 
never is liable for injuries caused 
by a defective automobile during 
its “tryout” by a prospective pur- 
chaser, unless the testimony 
proves that the automobile dealer 
knew that the automobile was 
defective, or if he had no such 
knowledge and he should have 
discovered the defect by inspect- 
ing the automobile. 

For illustration, in Casey v. 
Beaudry Motor Co., 315 Pac. (2d) 
662, the testimony showed that one 
Casey went to Beaudry Motor Co. 
to purchase a used automobile. 

An authorized agent of Beaudry 
Motor Co. gave Casey permission 
to drive an automobile a few miles 
to try it out and test it. The agent 
believed that if Casey was satisfied 


with performance of the automo- 
bile, he would purchase it. 
* * + 


Prospect Has Accident 

bgp Casey was driving the 
automobile he had a wreck 

because of defective brakes. Casey’s 

wife was seriously injured and sued 

Beaudry Motor Co. to recover 

heavy damages. 

The higher court refused to 
hold Beaudry Motor Co. liable 
because no testimony was given 
which proved that officials of the 
latter company knew that brakes 
of the automobile were defective. 
The higher court said: 

“The defendant (dealer) is not 
an insurer against the defective 
condition of the car placed in plain- 
tiff’s (Casey, the purchaser) hands, 
but he must use ordinary care to 
see that it is in a reasonably safe 
condition to use on the public high- 
ways.” 

+ + = 


Warrant Not Required 


__ month, a higher court ren- 
dered an important decision 
holding that an automobile used to 
transport nontaxed whiskey can be 
searched by Government agents 
without a search warrant, and con- 
fiscated without paying any money 
to the automobile dealer who sold 


Respected Competitor Becomes Member of the Family! 








AUTO 
Oppit 


A service station helper was 
blown to the garage ceiling when 


a truck tire on which he 
standing exploded. 


was 





the automobile on the installment- 
payment plan. 

For illustration, in D, Atkins v. 
Harris, 304 S. W. (2d) 650, the testi- 
mony showed facts, as follows: One 
night, three alcohol tax agents 
went to the house of one Harris 


Booth Newspapers 
Acquires 
The Grand Rapids Merald 


On April 1, 1958, The Grand Rapids Herald, a newspaper 
with a distinguished record of over 74 years and West 


Michigan’s only morning and Sunday newspaper, became 
the 9th Booth newspaper. 


For the people of Grand Rapids and Western Michigan 
—and for the advertisers who sell them the hundreds of 
millions of dollars worth of goods and services they buy 
yearly—the purchase brings many benefits. It combines the 
facilities and the strength of the Booth organization with 
the Herald’s cherished tradition of newspaper publishing. 


Now, in Grand Rapids, there’s a Booth newspaper pub- 
lished morning, evening and Sunday! 
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for the purpose of purcha:ing 
moonshine whisky. 

One of the agents purchased 
from Harris a bottle of unstamped 
whisky for the sum of $2, gave him 
a $10 bill from which he gave him 
the proper change. Whereupon the 
agents came in and proceeded to 
search the house and the entire 
premises. They had no search war- 
rant. 

They arrested Harris and then 
required him to turn over the key 
to his automobile which was 
parked about 18 feet from the 
porch of the house. They un- 
locked the trunk of the car and 
inside found a gallon of un- 
stamped moonshine whisky. The 
commission convicted Harris and 
confiscated his automobile. 


The lower court reversed the 
commission’s decision and ordered 
the Government to return to Harris 
his automobile, on the grounds that 
it had been searched by the Gov- 
ernment agents without a search 
warrant, 


The higher court reversed the 
lower court, holding that the seiz- 
ure and confiscation of the auto- 
mobile was lawful. This court said: 


“A search warrant is unnecessary 
to make a lawful search of the 
premises, or the immediate sur- 
roundings, of the person where the 
arrest is made.” 


Therefore, the automobile dealer 
who sold the automobile to Harris, 
on the installment-payment plan, 
automatically lost the money owed 
to him by Harris. 

> > = 


Ruling Hits Firm Sued 


For Balking Car Seizure 


COLUMBIA, 8S. C.—The South 
Carolina Supreme Court has ruled 
that an automobile financing com- 
pany may be sued if it attempts to 
hide an automobile, on which it 
has a mortgage, to prevent. the 
sheriff from seizing the vehicle un- 
der an attachment. 

The high tribunal held it is un- 
necessary to win a suit in an auto- 
mobile collision case against the 
car’s owner in order to bring an- 
other suit against a financing insti- 
tution for an alleged attempt to 
hide the automobile to prevent its 
being attached. 

The Supreme Court's ruling came 
in an opinion reversing a lower 
court decision which dismissed a 
suit against Chester Auto Finance 
Co. by a taxicab operator, Andrew 
J. Stewart. 


Vt. Dealer Sustained 


On New-Car Mileage 


MONTPELIER, Vt.—The Ver- 
mont Supreme Court has affirmed 
a Windsor County Court verdict in 
favor of Birchard Motors, Inc., of 
Pittsfield, Mass., in the firm's de- 
fense of a suit brought by James 
W. Batchelder, of Ascutney. 


Batchelder sued the Buick deal- 
ership on grounds it had falsely 
represented the mileage he would 
get on a new car. 

The high court held that, in this 
connection, the company agent did 
nothing more than offer a judg- 
ment and opinion and that these 
were made before the contract was 
consummated. The company did 
not engage in any fraudulent 
scheme to dupe Batchelder, the tri- 
bunal ruled. 


Mack Claims 45% 
Of Diesel Sales 


PLAINFIELD, N. J.—Mack 
Trucks, Inc., last year supplied 
more than 45 percent of all diesel- 
powered trucks sold in America, 
according to figures compiled by 
the Automobile Manufacturers 
Assn., the company said. 

This was over 20 percent higher 
than Mack’s share of the market 
in 1956, and marks the fifth con- 
secutive year that it has led the 
truck manufacturing industry in 
diesel truck sales, the company 
said. 

Mack's diesel sales in 1957 were 
more than 50 percent ahead of 
those of its nearest competitor. 


Stanley Motors Bankrupt 

RALEIGH, N. C.—Stanley Motors, 
Ine. (Chrysler - Plymouth), Smith- 
field, N..C., has filed a bankruptcy 
petition in the U. S. Eastern Dis- 
trict Court here. Albert M. Stahley, 
president, listed assets at $13,486 
and debts of $12,793. 
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Norwin Miller, Town & Country Buick, Inc., Jersey Shore, Penna., reports: 


“| make from *20 to *50 extra profit on 
every car | sell with nylon cord tires” 


“Depending on the deal, I put anywhere from $20 to $50 extra in 
my pocket every time I sell a set of nylons. I put them on my dem- 
onstrator models and bring them into the sales talk from the start. 
Once a customer is sold on a car like the B-58, he wants the best 
and the safest tires he can get. And he’s usually willing to pay a 


pti 


little extra for the real blowout protection he gets with nylon. 

“Back in ’55 I had to tell customers about nylon, but not any 
more. Recently one of them insisted he wouldn’t own a car without 
nylon cord tires. I’ve made it a practice to talk up nylon cord tires 
along with the other options. It’s paid off in profits!” 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 


--- THROUGH CHEMISTRY 


6 out of 10 customers say they will buy nylon Intensive advertising by Du Pont carries the Enjoy the “Du Pont Show of the Month” — on CBS-TV 
cord tires when you offer them, according to a nylon safety story to 19,500,000 people, the com- 
recent survey conducted by Dun & Bradstreet. bined circulation of these nine leading magazines. 


|THE SAFEST, STRONGEST TIRES ARE MADE WITH wv \ LON 
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Auto Personnel 


Pennsylvania Tire Co., Mansfield, 
O., has appointed Edward H. Hunt 
and Harry ©. Mills territory sales 
representatives. 

Hunt succeeds John Cecil in 
Kentucky, and Mills will cover 
Colorado, Wyoming and part of 
New Mexico, replacing the late I. 
L. Horner. Hunt will be based in 
Louisville; Mills, in Denver. 

+ * a | 
Kain Joins Heintz 

Tom Kain has been appointed ex- 
clusive James C. Heintz Co. field 
representative in North and South 
Carolina. 

ca * > 
Pecaro Succeeds Rowe 


As Flintkote President 


George J. Pecaro has been | 
elected president of Flintkote Co., 
succeeding Perce C. Rowe, who 
resigned “to devote his major 
time to other interests.” George 
K. McKenzie succeeds Pecaro as 
executive vice-president. 

He joined Flintkote in 1939, | 
and was named general manufac- | 


| 





WRO© 





turing manager in 1946. He be- 
came general manager of the 
Pioneer (West Coast) division in 
1947, was elected a vice-president 
in 1948, a director in 1952 and 
general vice-president in 1956. 

+. * 


B-G-R Reassigns Black; 


Sessions Takes Over Sales 


William J. Black, sales manager 
of the B-G-R division, Associated 


Spring Corp., has been put on spe-| 


cial assignment work for the gen- 
eral manager. He will retire Sept. 


10. George C. Sessions, marketing | 


and sales manager, has taken over 


Black’s former duties. 
= * . 


Cadillac Appoints 4 


To Field Sales Posts 


our changes in the Cadillac 
sales organization have been an- 
nounced. They include the ap- 
pointment of Charles B. Neely as 
general sales manager of the 
New York factory branch. He 
formerly was district sales man- 
ager in Philadelphia. 

Other appointments are: Ellis 





act. 





Co. and Allen is with Northwestern 
Mutual Life Insurance Co. 

They succeed Paul H. Davis and 
Sandford Brown, who will become 
members of Houdaille’s Compensa- 
tion and Audit Committee. 

= 


* * | 


Chrysler Shifts Palmer | 


| To Chicago Training Center 
Floyd E, Palmer has beén ap-| 


C. Smith as comptroller of the 

New York branch; Howerd L. 

Johnson as district sales manager 

in Philadelphia, and John 5S. 

Badger as district sales manager 

in Omaha, succeeding Johnson. 
* * aa 


Allison Boots Knighton 


In Transmission Sales 
John K. Knighton has been 





vice-president of Walter Maguire 
Co., Inc., New York, maker of | 
| floor-repair and resurfacing ma- 
terials. He joined the company in 
a \eedoed has Se ar aoe to aI 

| president in charge of sales an 
Olson, Allen Are Elected vtetribution. ’ 


Directors of Houdaille ” ach 
Raymond E. Olson and Peter T.| Eisbrouch Joins Cordovan 


Allen have been elected directors} Irve Eisbrouch has been ap-| 
of Houdaille Industries, Inc. Olson | pointed general sales manager for| 
is president of Taylor Instrument| Cordovan Associates, Inc., Dayton, 


” in use on Chevro-| 
J. K. Knighton let, Dodge, Ford 
and GMC trucks. Knighton joined 
Allison in 1957. 





--. 
bai 





O. He formerly was vice-presi:ent 
and general manager of the ire 
division of Dayton Rubber Go, 
Dayton Rubber manufactures © or. 
dovan tires. 

* * * 


Goodyear Names Strassner 


To Eastern Regional Post 
Paul C. Strassner, a veteran of 





named assistant sales manager,| pointed senior service training in-| 5. te hee — ear 
transmissions operations, for Alli- | structor at Chrysler Corp.’s new) int 4 ) a aa a > 
son division of| Chicago training center, Skokie, Ill.) Po eC BCtiit. “o ae ee 
General Motors. Palmer has supervised Chrysler | ™ent representative 2 e com- 
He will direct| Corp. dealer-service operations, and | _ pany's Hastern 
a staff of sales| served as technical service special-| ¢ a ies 
engineers in the/ist, field service representative, | lat °. x Die 
expanded selling| regional service manager and tech- | His coaiien ie 
program on the/nical service training instructor at| will ~ in New 
Allison’s auto-| the Detroit training center. York Cit an 
ge ana | ay Gee "a 
sion for et Maguire Ups Hennegar cement tes 
Sue aaleneie G. H. Hennegar has been elected | Pittsburgh 


district, Strassner 
joined Goodyear 
in 1924 as a tire 
builder in Akron. 
He had 10 years experience with 


Paul C, 


Strassner 


;company service stores in Wheel- 


ing, W. Va.; Akron, Columbus, O,, 
and Detroit. He managed the De- 
troit outlet. 

= > * 


Welch Appointed Manager 
Of B-W Spring Division 

Arthur J. Welch has been named 
vice-president and general man- 
ager of the spring division of Borg- 
Warner Corp. 

Welch joined the division in 1942. 
He became sales manager in 1944 
and was elected vice-president in 
1954. He was named assistant gen- 
eral manager in 1957. 


> > > 


Lyon Appoints Joyce 

Herbert B. Joyce has been named 
director of purchases for Lyon, 
Inc., Detroit, manufacturer of stain- 
less steel wheelcovers for the auto- 
mobile industry, stainless steel 
sinks and flatware for the con- 
sumer market. 

= = > 


Buick Appoints Clifford 
Director of Purchases 


Conn L. Clifford, who joined 
Buick as a record clerk 31 years 
ago, has been named director of 
purchases. He succeeds Floyd J. 
Compson, who has retired. Clifford 
has been Comp- 
son’s assistant 
since September, 
1953. 

During World 


oo 
' . j 
| War Il, Clifford 
v |handled purchas- 
jing on Buick’s 


aon 


a 





OVER 400 MANUFACTURERS throughout the world install FRAM Filters as original 
equipment to protect and improve the performance of their fine products. FRAM Filters and 
replacement cartridges are engineered to meet or exceed the most rigid filter-type specifications 
of any manufacturer or government agency, 


To serve you better, FRAM maintains the world’s leading filter design, research and testing 


laboratories at Dexter, Michigan. Here research teams 
are pioneering in new, advanced filtering methods and 
media. FRAM quality control is your assurance of the 


finest filters made. 


Whatever your filter problem may be, FRAM Filter 
engineers and technicians will help you find the best and 
most practical solution in the shortest time. For informa- 
tion please write to FRAM, Providence 16, Rhode Island. 


FRAM.. . First in Research .. . First in Service. 


OilL+AIR+ FUEL * WATER 





| war contracts for 
| Hellcat tank and 
| Pratt and Whit- 
| ney engine parts. 

He was made a 
buyer of produc- Cc. L, Clifford 
tive and nonproductive materials in 
| 1947. During the Korean war, he 
assisted in the supervision of pur- 
chasing on tank transmissions and 
Jet engines. 

> > 


Burkhardt Reassigned 


Norman G. Burkhardt, formerly 
sales engineer in Northern Cali- 
fornia for Parker Rubber division, 
Parker-Hannifin Corp., now is cov- 
| ering Northern California, Oregon, 
Washington, Idaho and British 
Columbia for Parker o-rings and 
Parker tube and hose fittings, hy- 
draulic accumulators and check 
valves. 











. * > 


Buick Moves Ploucha 


Tom Ploucha has been named 
service manager of Buick’s Los 
Angeles zone. He formerly was 
administrative assistant to the divi- 
sion’s general service manager in 
Flint. 





* x * 


Dayton Rubber Ups Koch 
W. C. Koch has been named man- 
ager of tire merchandising services 
for Dayton Rubber Co. He had been 
tire sales promotion manager. 
= . ~ 


American Airlines Promotes 


Rheinstrom, Mosier, Hogan 

American Airlines has named 
three executive vice-presidents to 
head sales, operations and finance 
and planning. 

Charles A. Rheinstrom will heed 
sales; O. M. Mosier, operations, ard 
William J. Hogan, finance and plan- 
ning. 









Close Sales Faster with 
The Car Warranty Plan 





of 
ar 

















“Sales on Guaranteed cars 
have been much faster, more 
profitable. Also our salesmen 
all find this is a positive, effec- 
tive way of closing their used 
car sales.” 











customers against major mechanical repairs for one full year 





F. H. Onnen 


Towson Ford Sales, Inc. —wherever they drive. 







: Towson 4, Maryland 
- Guaranteed one full year! . . . is one of the most 
h powerful selling features you can use. What’s more, you get: 
‘ faster turnover - additional parts and labor profits - more 
i of financing arrangements, you, too, can sales per man - repeat sales - merchandising materials - and 
5 cash in with the Car Warranty Plan. It lets you adver- more. For greater used car profits why not join dealers 
- tise and sell with a written guarantee, affiliated with one of coast-to-coast, and participate in this sales-building pro- 
America’s leading automotive organizations. Protects your gram. For details, write today... 






THE 
CAR WARRANTY 
CORPORATION 







Ss 


‘| The Car Warranty Corp. 


A C.1.T. SUBSIDIARY 
° 650 MADISON AVENUE - NEW YORK 22, N. Y. 


INSPECTED sno MECHANICALLY 


al 


ONE FULL YEAR 








Not yet available in some states; check with your C.I.T. representative 





4575 So. Santa Fe 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News _ Auction —" 


"56 57 
June 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion declined $16 last week to 
$963, according to Automotive 
News’ index, 

It was the sharpest weekly loss 
since the severe used-car market 
adjustment of mid-January. 

With the exception of '5is, 
which advanced $3, all models 
contributed to the downturn, with 
losses amounting to $64 on ’538s, 
$19 on '56és, $16 on '54s, $14 on "53s, 
$8 on ’55s, $7 on "52s and $2 on 
"Sis. 

The readjusted prices on ‘57s 
and ’56és represented new lows for 
those models. 

At a group of representative 
auctions last week, the average 
consignment was 219.9 units, 
compared with 191.6 a week ear- 
lier. The sales ratio was 70.3 per- 
cent, compared with 67.9 percent 
in the previous week, 


Prices marked with an asterisk 
indicate a unit equipped with an 


"66 





"67 "56 "57 


duly Aug. 


"56 
Sept. 


Prices of 'S7s added and '49s dropped in November, 1956, Prices of '58s added and '50s dropped in December, 1957. 





"67 


"66 °S7 
Nov. 


"56 
Jan, 


Figures alongside bars represent dollars. 


automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


MANHEIM, PA. 


Manheim Auto Auction, Sale every Fri- 


day. Prices are for sale of Apr. 4. 


An excellent sale this Good Friday. All 


categories were in demand and sold well. 
The National Auto Auction Week will be 
celebrated the week of Apr. 21 to 26. 
We shall participate and have a special 
program for our sale of Apr. 25. 
Manheim Aute Auction sold the Bel Air 
Aute Auction of Bei Air, Md., as of the 
close of business March 27. We had 478 
cars registered with 86 percent sold. 

BUICK—'57 Special 2-dr. 


The 


Riviera, $1,810. 
"56 Super 4-dr. Riviera, $1,545*, $1,470; 
Century Riviera, $1,500; RM 4-dr., $1,- 
400° (ps), $1,395° (ps), $1,350° (ps). 
‘S5 Special Riviera, $1,295*; conv., $1,- 
280°; 4-dr.. $1,155° (ps); Century 2- 
dr. Hardtop, $1,225*; 4-dr., $1,000° 


| 


| 


(ps); Riviera, $1,220° (ps); Super 2- 
dr., $1,110°, $860°; RM 4-dr., $1,100° 
(ps). 

"54 Century Riviera, $830°; Super Rivi- 
era, $800°; conv., $710°; sedan, $700*°; 
Special 4-dr., $600°, $505; conv., $450°. 

"53 Super Riviera, $475°; 4-dr., $340. | 

"52 Super Riviera, $370°, $290°, $250°; 
2-dr., $190. 

"S51 Special 4-dr.. $275°. 

"49 4-dr.. $185, $175. 

CADILLAC—'58 (62) 2-dr. Hardtop, $4,-| 
790°; coupe, $4,570° (ps); sedan de 
Ville, $3,975°. 


"57 (62) sedan de Ville, 
(ps), $3,625° (ps); 4-dr., $3,625* (ps); 
conv., $3,570* (ps); coupe, $3,250* 
(ps); (60) sedan, $3,600° (ps). 

"56 (62) coupe de Ville, $2,725* 
$2,500° (ps); 4-dr., $2,460° (ps), 
400° (ps), $2,580° (ps), $2,350° (ps), 
$2,280* (ps); sedan de Ville, $2,390° 
(ps). 

"55 (62) conv., 
Ville, $2,150° 
dr., $1,860° 
800°, $1,710°. 

"54 (62) 4-dr., $1,500° (ps), 
$1,170° (ps). 

"53 coupe de Ville, $850° (ps). 

"51 4-dr., $305°. 

"48 conv., $230. 

"47 4-dr., $140. 

CHEVROLET— "58 Corvette, $3,525; 
pala 2-dr. Hardtop, $2,460* (ps), 
420°; 2-dr. sedan, $2,210; Bel Air 4- 
dr. Hardtop, $2,410° (ps), $2,265°; 
4-dr. sedan, $2,275*; station wagon, 
$2,.300°: Brookwood (6) 4-dr., $1,970; 
Bel Air (6) 4-dr., $2,045*. 

"57 Corvette, $2,300°; Two-ten 4-dr., 
$1,800°; station wagon, $1,675*; 2-dr., 
$1,280; Two-ten (6) 4-dr., $1,410, $1,- 
340, $1,275, $1,260; 2-dr., $1,250, $1,- 
200; Bel Air (8) 2-dr., $1,770*, $1,740*, 
$1,650°*, $1,650° (ps), $1,460°. 

"56 Bel Air 4-dr. Hardtop, $1,505°, $1,- 
320°; Two-ten (8) Delray, $1,400*; 
4-dr.. $1,400, $1,100; 2-dr., $1,020°; 
Two-ten (6) 4-dr., $945, $840; One- 
fifty 2-dr., $980; station wagon, §$1,- 
110. 

‘55 Bel Air station wagon, $1,360*; 2- 
dr. Hardtop, $1,305*, $1,000° (ps); 


$3,685°, $3,675° 


$2,160° 
(ps), 
(ps), 


(ps); 
$1,725° 
$1,825° 


coupe de 
(ps); 4- 
(ps), $1,- 


$1,300° (ps), 


Im- 
$2,- 


"57 = '58 
Feb. 





"57 7°58 
Apr. 
to Date 





"57 °58 
March 


(Copyright, 1958, by Automotive News) 





2-dr. sedan, 
dr., $950; 2-dr., 


$1,240°; 


$900, $860; 


(8) station wagon, $1,050; 4-dr., $1.- 
000* (ps), $965*, $810, : 
2-dr., $925°, $785, $670; One-afty 
sedan, $735. 

'54 Bel Air conv., $800; 2-dr., $750*, 
$705, $695; Two-ten station wagon, 
$775, $750; Delray, $755; 2-dr., $550°. 
’S3 4-dr. station wagon, $635, $570; Bel 
Air 2-dr., $555, $525; 4-dr., $490, 


$400, $260; One-fifty station wagon, 
$190; Two-ten 2-dr., 


$480; 2-dr., $450, 
$400, $365, $260. 


"52 Hardtop, $450, $405; 2-dr., $235. 
"51 4-dr., $245, $240°, $235; 4-dr., $210, 
$200. 
*49 2-dr., $150. 
CHRYSLER—'57 Windsor 4-dr. Hardtop, 
$2,010*; NY 4-dr.. $2,000° (ps). 


’56 NY station wagon, $1,895* (ps). 
'55 NY Hardtop, $1,320* (ps), 


(ps); Windsor Hardtop, $1,110*, 
100° (ps); 4-dr., $1,000° (ps). 
"54 conv., $500° (ps). 
"53 Windsor 4-dr., $200°. 


"52 station wagon, $475°*. 
"50 4-dr., $100°*. 
CONTINENTAL — 

(ps). 
DeSOTO—'57 Firedome 2-dr., 


Fireflite 4-dr. Hardtop, $2,200*; 4-dr., 
$1,800°. 
"56 Firedome 4-dr., $1,290*° (ps), $1,160° 
(ps). 
"55 4-dr., $710°. 
"53 4-dr., $275*, $270*. 
DODGE—'57 Coronet (8) 2-dr., $1,520°. 


"56 Custom Royal 2-dr. Hardtop, $1,420°; 
$1,040. 


Coronet 4-dr.. $1,350°; 2-dr., 


Bel Air (6) 4- 
Two-ten 


$1,285° 
$1,- 


‘56 Hardtop, $4,400*° 
$2,215* (ps); 


’55 Coronet 4-dr., $730. 

54 2-dr., $565*, $480*, $410. 

"53 2-dr., $385°; 4-dr., $315. 

52 2-dr.’ $140. 

51 Hardtop, $165*. 

EDSEL—’58 Pacer 4-dr., 
dr., $2,040*. 

FORD—’'58 Thunderbird, $3,950* (ps). $3,. 
900* (ps); Country sedan, $2,470*; 
Fairlane (8) 500 conv., $2,430* §2,- 
375*; Victoria, $2,400*, $2,360*; 4-dr,, 
$2,365", $2,350°, $2,170*, $2,070°; club 
sedan, $2,200*; 2-dr., $2,035*. 

57 Thunderbird, $2,825; Country Squire, 
$1,900* (ps); Country sedan, $1.770* 
(ps); Fairlane 500 4-dr., 2 at $1,870*, 
$1,730*, $1,720° (ps), $1,685", 2 at 
$1,655* (ps); 2-dr., $1,870*, $1. 310° 
ips), $1,690*, $1,680* (ps); conv. §$1,- 
850* (ps), $1,770*; Country sedan, 
$1,850* (ps), $1,770; Victoria, $1,710*, 
$1,700*, $1,690°, $1,540*; Ranch Wag- 
on, $1,575* (ps), $1,555, $1,510; Cus. 
tom 4-dr., $1,540*, $1,490; 2-dr., $1,. 
440, $1,290, $1,185, $1,170. 

°56 Thunderbird, $2,010, $1,985; Country 
sedan, $1,550*, $1,410*, $1,400; Fair. 
lane Victoria, $1,370*, $1,280*, $1,250*, 
$1,210*, $1,140*; 4-dr., $1,305* (ps), 
$1,190*, $1,090*, $1,010*; conv., $1,- 
200°, $1,040° (ps); 2-dr., $1,260* (ps), 
$1,150*, $900, $890; Custom 2-dr $1,- 
070°, $980", $950*, $930, $850, $780; 
4-dr., $1,040* (ps), $960*, $950°*, $925, 
$900. 

‘55 Fairlane Crown Victoria, $1,300*; 
Country sedan, $1,300*; Victoria coupe, 
$950; 2-dr., $890°, $800*; 4-dr., $870*, 
$750; Town sedan, $790; Custom 4-dr., 
$680, $590; Main (6) sedan, $510 

*54 station wagon, $775; Ranch Wagon, 


$2,170* (ps). 2. 


$675; Crest 2-dr., $700°; 4-dr.. $680; 
Custom 4-dr., $650; 2-dr., $510; Main 
4-dr., $470. 

"53 Hardtop, $650, $430; station wagon, 
$590, $555; 4-dr.. $475, $465*, $450, 
$430, $230; conv., $575; 2-dr., $445, 
$380, $305. 

"S52 4-dr., $325°, $325; 2-dr., $280. 

"51 4-dr., $330, $120; Victoria, $290; 
conv., $155; 2-dr., $115. 

"50 sedan, $225, $130. 

HUDSON—’'55 Hornet 2-dr., $815*, 

"54 Hornet 2-dr., $350*°, $130. 

51 4-dr., $125°. 

IMPERIAL—'55 4-dr., $1,560* (ps). 

LINCOLN —'58 Premiere coupe, $4,050* 
(ps); Capri sedan, $3,900° (ps). $3,- 
800° (ps). "53 Capri 2-dr., $425 

MERCURY—’'58 Parkiane Hardtop, $2.950* 
(ps); Montclair 2-dr.. $2.675* (ps), 
$2.660* (ps); Monterey 4-dr., $2,625*. 

"S57 Turnpike Cruiser, $2,360* (ps); Mon- 
terey 4-dr. Hardtop, $1,960*. 

"56 Montclair 2-dr., $1,620° (ps), $1,- 
310°; Monterey 2-dr., $1,380*, $1,230; 
station wagon, $1,270*. 

‘55 station wagon, $1.300* (ps); Mont- 
clair Hardtop, $1,210* (ps); 2-dr., $1,- 


100°, $1,010°; Monterey Hardtop, 
$990°; 2-dr., $880, $850; 4-dr.. $850; 
station wagon, $805* (ps); 4-dr.. $850. 

"54 Monterey Hardtop, $810*; Custom 2- 
dr.. $760°, $650; 4-dr., $650°, $600. 

"53 Monterey Hardtop, $560*; Custom 
4-dr., $285°. 

"52 2- dr., $365°. 


(Continued on Page 46, Col. 2) 














DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
Littleton, Colo. 

Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 
Agency 





CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our !2th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 


Crossroads 

. where they meet . . 

and sellers... 
dealers. They meet at the dealer auc- 


. buyers 


new and used car 


tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 








MICHIGAN 


AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just /. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





JACKSON — Greater Jackson Auto 


Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 


AND FRIDAY 
We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 











K. C. AUTOMOBILE 
AUCTION CO. 


1900 EAST TRUMAN ROAD 
oe — — 


| Western Auto kote Auction Assoc. 
Since 1941 
MID WEST LEADING AUCTION 
Auctioneers 
HARREL FERRELL — JOHNNIE WOOD 
Ec. E. McCLURE — RICHARD (Dick) HEAD 
IRA HAMILTON, Owner 
HAROLD CARPENTER, General 
GUARANTEED TITLES 


Cc Check te Consignor 
Every Wednesday — Every Friday 
10:30 A.M. 
GROUP NO. 1—53 MODELS AND OLDER 





NEW JERSEY 


JUNCTION OF PENNSYLVANIA AND 
NEW JERSEY TURNPIKES 


N. A.D. E. 


Dual Lane Sale — 


WEDNESDAY, 11 AM. 


We issue auction checks, guarantee titles 


NATIONAL AUTO 
DEALERS EXCHANGE 


Route 206 South, Bordentown, N. J. 
(Exit 7, N. J. Turnpike) - AXminster 8-1702 


NEW YORK 





Thruway Auto Auction, Inc. 
Route 18B Buffalo, New York 
EVERY MONDAY 


Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
Flyi Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 

Hard surface runway - Unicom Radio. Ai 
is only five minutes away. Call 
pick you up. 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — !! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


NEW YORK CITY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8. Spielman 
John W. Becker 





LAFAYETTE—Syracuse Auto Ansin 


Center of Empire State. Check 
Title Protection. (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


Sale, Re. 5. Ph. 


OHIO 





MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 


Sale Every Menday, 12:30 P.M. 
“WE NEVER MISS" 


Your Good Will—Our Most Valuable Asset 
Phone 5-9535 


On U. S. Route 20A 








CLASSIFIED WANT ADS 
BRING RESULTS 








PENNSYLVANIA 


We Are Headed 
for 
MANHEIM 


Boe eee 


To Celebrate 
NATIONAL 
AUTO AUCTION WEEK 


%& Dual Lone Selling 
%& Auction Checks 
% Titles Guaranteed 


MANHEIM 
AUTO AUCTION, INC. 


Manheim, Penn. 


On Route No. 72 
5 Miles South of Pennsylvania Turnpike 


Issued 


Sale Every Friday—10:00 A.M. 
Phone Manheim MOhawk 5-2401 





TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





WASHINGTON 





SOUTH SEATTLE 
10644 E. Marginal Way 
Phone 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 


AUTO AUCTION 
Seattie 88, Wash. 
6490 
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e Finance Companies 
e Leasing Firms 


Code of Ethics 


NATIONAL AUTO AUCTION WEEK 


Is Important to 
e New and Used-Car Dealers 
e Fleet Operators 


Members of the National Auto Auction Association have com- 
bined services of their QUALITY AUCTIONS to offer a sound, 


businesslike way to merchandise automobiles. 


The National Auto Auction Association is composed of members who 
are entrusted by sellers of automobiles with the sale of their automobiles - 
and by buyers who use the facilities for the acquisition of cars to be BANKS, FINANCE COMPANIES — Repossessed ears can be 


resold by them to the public. In order to carry out the trust so imposed, 
the Association has adopted this Code of Ethics. 


handled anywhere in the U. S., with all details taken care of locally 


1. We will be fair to both seller and buyer, and will give both complete by the closest memb : . * ott 
Sains, Gani ak Ge Gus Gar came. y er of the National Auto Auction Association. 


2. We will protect the owner’s interest as we would our own. 


Let NAAA save you trouble and expense. Storage available. 


3. We will be honest and ethical in all of our dealings with customers. 
4. We will create an atmosphere at our place of business which will LEASING FIRMS, FLEETS—vUnits taken out of service can 


inspire confidence in ourselves and auto auctions generally. 
. We will do nothing to bring disrepute to the auto auction business. 


be disposed of quickly, at a QUALITY AUCTION, with location of 


sellers or buyers or other automobile auctions. 


formed in all laws and legislative matters affecting our business and 


service. 


free enterprise. 


regulate the conduct of the automobile auction business. 





ALABAMA 


Cofield Auto Auction 
Dixie Auto Auction Inc. of Alabomea 


ARIZONA 


Sun Valley Auto Auction, Inc. 


CALIFORNIA 


Los Angeles Auto Auction 


We will expose or halt any scheme designed to deceive or defraud the cars no problem. No consignment too large. 

. We will try to keep abreast of business conditions and to keep in- NEW AND USED-CAR DEALERS — Do business with auctions 
that of our customers in order to give intelligent advice and effective you can trust. Adjust inventories painlessly — buv and sell ata 
We will do everything we can to maintain the American system of QUALITY AUCT ION. 

We will comply with National, State, and local laws and rules that Contact any of these members of the National Auto Auction 
Association: 
INDIANA NEW JERSEY PENNSYLVANIA 
Dyer Auto Auction National Auto Dealers Exchange Butler Auto Auction 
Muncie Auto Auction Auto Auctions, Inc. Manheim Auto Auction, Inc. 
Ken Schaefer Auto Auction NEW YORK Harold B. Robinson Auto Sales Auction 
IOWA Tim Anspach Dealers Auto Auction SOUTH CAROLINA 
Central States Auto Auction Skyline Auto Auction Rawl'’s Auto Auction Sales, Inc. 
Syracuse Auto Auction 
KENTUCKY Thruway Auto Auction, Inc. TENNESSEE 


COLORADO 


Colorado Auto Auction 


CONNECTICUT 


Southern Auto Sales Auction 


FLORIDA 


Miami Auto Auction 
Orlando Auto Auction 
St. Petersburg Auto Auction 


GEORGIA 
Columbus Auto Auction 
Dixie Auto Auction Inc. of Georgia 
Dixie Motors Auto Auction 
Tom Hewitt Auto Auction Co. #2 
Middle Georgia Auto Auction 


ILLINOIS 
Arena Auto Auction 
Geo. Lawson's Rockford Auto Auction 
Greater Chicago Auto Auction, Inc. 
DeKalb Auto Auction 


All Checks and Titles Guaranteed 


Fred Brown Auto Auction 
Nashville Auto Auction 


Gateway Auto Auction 
Y NORTH CAROLINA Tri-State Auto Auction, Inc. 
LOUISIANA E. M. Stafford, Inc. Powers Auto Auction, Inc. 
Capitol Auto Auction OHIO VIRGINIA 
MASSACHUSETTS A-1 Auto Sales, Inc. Windsor Auto Auction 
a Capital Auto Auction, Inc. 
Concord Auto Auction , 
Cleveland Auto Auction, Inc. WISCONSIN 
MICHIGAN Dayton Dixie Auto Auction, Inc. Milwaukee Auto Auction 
Aptco Auto Auction Mobile's Inc. Wausau Auto Auction 
Flint Auto Auction, Inc. Montpelier Auto Auction Co. Tri-State Auto Auction 


Grand Rapids Auctions, Inc. 
Motor City Auto Auction 


MISSOURI 


St. Lovis Auto Auction Co. 







Auto Dealers Auction 





MISSISSIPPI AUCTION 
Greater Jackson Auto Auction, Inc. 
NEBRASKA SOCIATION 


Richard Abel Auto Auction 


18 SOUTH MAIN STREET 
Te.ernones: MOnawx 5-2401 - MOnawkx 5-2283 MANHEIM, PENNSYLVANIA 





Quality Auctions — Safe, Sure, Dependable 















PROSPECT-CONTROL SYSTEM—Designed 
to promote closer liaison between sales- 
man and manager in handling a prospect, 
the |. Q. Prospect Control is said to 
combine all essentials of appraisal, quali- 
fication, quotation and followup on one 
basic form (two sides), also providing a 
ready list of origins for the salesman to 
check off the source of each prospect. 
The fold-up-and-file feature of the form 
leaves two tabs visible for more effective 
control of the followup—one indicating 
the “next date for followup" and the 
other the “last quoted profit-objective,” 
which is coded by the monager. The 
specially designed container in which 
1. Q. forms are shipped serves also as a 
salesman's file. |. Q. Associates, 641 S. 
Eighth St., Lindenhurst, N. Y. 
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VALVE TOOL—Valve seat rings set at 
on angle in valve-in-head engines can 
be removed as any other valve seat ring 
with the Universal Valve Seat Puller, ac- 
cording to the monvfocturer, Bishman 
Mfg. Co., Osseo, Minn. The two legs can 
be reversed to give a wide or a narrow 
spread to fit the head or block being 
worked on. The cross peice holding the 
removing tool can be swiveled to any 
angle and locked in position. A pilot is 
provided to locate the tool in correct 
relation to the valve stem guide so that 
the puller head will be accurately cen- 
tered. The removing points are expanded 
under the ring which is then pulled out 
without morring the counterbore by 
tightening the lower hex nut. The tool is 
furnished with two puller heads providing 
@ range from 1% to 2 inches inside 


diameter and additional heads for inside 
diameters from 15/16 to 34% inches are 
available. 





TRANSMISSION GAUGE — Designed to 
test oil pressures on automatic transmis- 
sions, the AT-67-MB set is complete with 
two gauges, hose assemblies, coupler, and 
ten adaptors. A red enameled metal box 
which measures 13%, by 10% by 1%- 
inches high is also included. The smatl 
gauge is calibrated from zero to 100 
pounds per square inch. The larger gauge 
is calibrated from zero to 300 pounds per 
square inch. Both gauges have large, 
easy-to-read dial faces. A hook mounted 
on the rear of each dial case enables the 
mechanic to hang the gauge in the most 
convenient location. Snap-on Tools Corp., 
8028 Twenty-eighth Ave., Kenosha, Wis. 

eo ere 


‘Wide-Stance’ Fifth Wheel 
Introduced by Trailmobile 


A cast-steel “wide-stance” fifth 
wheel offers the widest (38-inches) 
dimension of any in the trucking 
industry, grips the kingpin at the 
large and small diameters simul- 
taneously and obsoletes the con- 
ventional mounting plate, according 





| cord 





AUTOMOTIVE NEWS, APRIL 21, 1958 


NEW PRODUCTS 


to Trailmobile, Inc., 3ist, and| 
Robertson, Cincinnati 9, O. 


Trailmobile said the wheel| 


spreads the load over a broad sec- 
tion of the tractor frame through 
two cast-steel feet measuring 6 1/16 
inches by 20 inches, and spaced on 
31-inch centers. 
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WINDOW STREAMERS — Window 
streamers are available to service station 
operators from Purolator Products, Inc., 
Rahway, N. J., in connection with the 
company's “seal of protection’ campaign 
to make motorists oil filter conscious. The 
vertical streamer measures 914 inches 
wide by 20 inches high and features the 
red-and-white “seal of protection" sticker, 
with yellow and white headlines set 
against a dark blue background, The hori- 
zontal streamer, 35 inches wide by 20 


headlines in yellow and white against 


a blue background. 
= . = 





TIRE PATCHES — To repair tube and 
tubeless tire punctures up to ‘%%-inch 
diameter, A. Schrader’s Son, 420 Van- 
derbilt Ave., Brooklyn, N.Y., has added | 
self-vulcanizing patches to its line of tire| 
inflation .and service products. The 
patches, called “Fix Flats’ patch units, 
offer to the service field a cured-on pro- 
cess which is entirely a cold-type repair, 
it is said. Made in six sizes to accom-| 
modate both tube and tubeless punctures | 
of varied size, the patches are of multi- | 
ply construction consisting of a protective | 
Holland cloth covering, a layer of quick | 
curing gum and multiple layers of flexible 
rubber laminated for extra strength. The 
3%-inch round patch, recommended for 
tubeless repairs, is reinforced with nyon 
in addition to the natural flexible 
rubber lining. The self-vulcanizing fivid 
is contained in a four-ounce dispensing 
tube. 








INSULATION—Flexible automobile in- 
sulation material that has high impact 
strength and requires no pre-forming has 
been marketed. Trade named Saflex, the 
material consists of compressed glass 
fibers which are controlled in orientation 
and distribution to provide maximum 
resiliancy and to eliminate voids, it is 
said. Safiex is available in a wide range 
of thicknesses, fibers, binders and densi- 
ties and can be designed to withstand 
temperatures up to 1,000 degrees faren- 
heit. Saflex Division, Safiex Corp., 320 S. 
San Marino, San Gabriel, Calif. 








VACUUM CLEANER—The Two-Way Blo- 
Gun vacuum for cleaning car interiors has 
been added to the Camel line of auto 
accessories by H. B. Egan Mfg. Co., Mus- 
kogee, Okla. Thi@ hand vacuum is attached 
to any air line and the cleaning action 
causes a minimum of drain on the air 
tank. A simple wrist action converts the 
vacuum to a blowgun which dislodges 
choff and muss for pickup. The “quick 
opening” dust bag can be emptied 
quickly after each use, nt claimed. 

> 





BODY TOOIL—tThe 
is designed to remove hood hinge springs | 
inches high, shows the same sticker with|on all cars. The job is said to be ac-| 


York tool No. B12 


complished by raising the hood to a) 
position where the spring is fully ex-| 
panded, inserting the tool into the coil| 
spring and lowering the hood so the) 
spring con be wnhooked. The tool is| 


said to eliminate the use of screw drivers | 
and pry bars. York Tool Warehouse, 1905 
W. Market St., York, Pa. 

* * * 


controlled tension spring assembly. 
The company says the ramp does 
not require bulky counterweights 
|} and that the spring assembly coun- 
terbalances the weight of the heavy 
platform resulting in smooth move- 


| ment at all times. 
* * * 





| ROD MASTER—Cedar Rapids Engineer- 
| ing Co., Cedar Rapids, lowa, announces 
the availability of the Kwik-Way rod 
| master, designed to perform the two 
primary operations in reconditioning the 
journal end of connecting rods; cap 
grinding and honing the journal bore to 
| precision limits without toper or out of 
roundness. A five-inch cup type grinding 
wheel is said to provide fast cutting ac- 
tion. No special tools are required for 
wheel dressing. | 
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two adults or children on top of a sedan 
or station wagon has been introduced by | 
Pop-Tent Corp., 337 S. Main St., Ann 
Arbor, Mich. Zippered screened door and 
screened window provide ventilation and 
protection from insects. Flaps can be} 
closed in rainy weather to provide a dry 
shelter. Tent collapses into a fiat unit 


for travel and comes with a 48 by 74) 


inch mattress, ladder and car top carrier. | 
ie goa 





DELAYED-ACTION SWITCH—A delayed- 
action switch that keeps automobile lights 
on for 35 to 60 seconds to light the 
driver's path, after he leaves the car has 
been announced by Cavhorn Distributing 
Co., 20722 W. Seven Mile Rd., Detroit 19, 
Mich. Molded of bakelite phenolic plastic, 
the switch is designed for easy mounting 
on the dash board. After turning off 
headlights with regular switch, the driver 
presses the delayed-action switch, which 
turns the lights on again. The driver can 
get out and walk in a lighted path be- 
fore the switch automatically turns off 
the lights, it is Cicimed. - 


Rotary Lift Announces 
Automatic Dock Ramp 


A mechanical loading dock ramp, 
completely automatic in operation, 
has been developed by Rotary Lift 
Co., 1054 Kansas St., Memphis 2, 
Tenn. 

A feature of the device is the 


‘. Se P| 


TENT—An automotive tent that sleeps | 





TRUCK RADIO—Chrysler Corp.'s Service 
Parts & Accessories Supply Division has 
| announced the MoPar Dodge truck radio 
for 1958. The MoPar radio is a compact 
set of the single transistor-type with 
| manual controls. The set attaches to the 
| inside of the roof panel above the center 
of the windshield ond can be installed 
in @ comporotively short time. Even 
though the MoPor Radio is custom-built 
for Dodge trucks, it can be installed on 
other moke trucks or even boats equipped 





| with 12-volt electrical systems. 
a: 2S 


Inverse Oiler 


Added service profits and oil sales 
are available to service-station op- 
erators with the Marvel inverse 
Oiler, an auxiliary upper-engine 
lubricating system, according to 
Emerol Mfg. Co., Inc., 242 W. 69th 
St.. New York 23, N. Y. The firm 
said the Marvel provides oil to 
otherwise poorly lubricated upper- 
engine areas and assures quieter, 
smoother engine performance. 

* - > 





CLUTCH FACING—A clutch facing ma- 
terial with an extremely high centrifugal 
burst strength in dry applications has 
been developed by Raybestos-Manhattan, 
Inc., Bridgeport 2, Conn. The patented 
construction of Pyrotorg is said to be 
responsible for the high centrifugal burst 
strength of the product. Pyrotorg is made 
of nonwoven asbestos feit compounded to 
produce the desired friction range. 

















PAINT BAKING UNIT—John J. Fannon 


| Products Co., 3000 E. Woodbridge, De- 


troit 7, Mich., has announced a portable 
paint baking unit that is said to give 
the same fast bakes os ifs production 
ovens. This heater is said to be unique 
as compared to previous types of intrared 
as it is not color sensitive—giving the 
same temperatures and bokes regordiess 
of colors. It is said to have even heat 
distribution—does not have a focusing 
effect and minimizes orange peel. Acrylic 
lacquers can be cured in six minutes. 
The unit operates on 115 volts and can 
be supplied in 220-volt. 


aa 





BATTERY CART—A “‘business-builder” is 
how the Wix Corp., Gastonia, N. C., 
describes this “battery-go cart" now being 
distributed by Wix jobbers. Built of 
steel, it has rubber-tired steel wheels, 
oan insulated handle and cable rack. The 
cart will corry either ao six or 12-volt 
battery, held in place with codmium-plated 
clamps, and comes complete with eight- 


foot booster cables, having insulated 
grips and strong, quick-action battery 
clips. 





STATION WAGON PAD—Lightweight 
foamed polyether station wagon pads 
have been introduced by Foam Shops, 
Inc., 213 S. Pacific Coast Highway, Re- 
dondo Beach, Calif. Manufactured by 
American latex Products Corp., Haw- 
thorne, Calif., Stafoam plastic filling will 
not support combustion, is not affected by 
moisture, body flvids, chemicals, acids, 
oil, gasoline or other solvents, or sunlight. 
Standard rectangular pads, covered with 
supported vinyl plastic in light tan or 
maroon colors, are 2 by 43 by 74 inches 
finished. 

* oe * 


Lighter Trailer Carries 


More, Fruehauf Claims 


The Workhorse platform trailer’s 
payload capacity is up more than 
50,000 pounds with a saving of 
1,200 pounds in weight, according 
to Fruehauf Trailer Co., 10941 
Harper Ave., Detroit. 

Fruehauf said the trailer incor- 
porates I-beams throughout, with 
19%-inch deep I-beam fabricated 
steel main members being inter- 
welded with I-beam crossmembers 
from side to side and front to rear. 
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ve of every dollar spent on 
automotive products is spent by households that read 


a single issue of 


= LIFE gives you a vast, sure and responsive market every single 
week. The average issue of LIFE is read by 15,320,000 house- 
7 , holds—31% of all U. S. households. And these 31% buy 38% 





of all automotive products. | 


What a market. And what a selling opportunity, when you | 
know for certain that you can reach 38¢ out of every con- . 
sumer dollar spent for these products. | 


These newly released figures from LIFE’s Study of Con- 
sumer Expenditures reaffirm what LIFE advertisers already 
know: that all across the country, people who read LIFE are 
the people who are receptive to selling messages . . . the peo- 
ple who actually do the better-than-average purchasing. 


Fp “ae RE ee oe 


No wonder in 1957 U.S. passenger car manufacturers invested 
more dollars and bought more pages in LIFE than in any 
other magazine. 


Source: LIFE’s Study of Consumer Expenditures, an analysis of $200 billion spent by U. S. 
households for consumer goods and services in 1956. 





ADVERTISED IN 


Only LIFE gives you so much selling support... 
so swiftly, so surely 









’51 2-dr., $190*, 

OLDSMOBILE — '58 (88) 4-dr. Hardtop, 
$2,950° (ps); (88) Super 4-dr., §2,- 
800* (ps). 

’57 (98) 2-dr, Hardtop, $2,410*, $1,990°; 
(88) Super 4-dr., $1,930° (ps); (88) 
4-dr., $1,700°. 

’56 (98) Hardtop, $1,650*, $1,530; (88) 
2-dr. Hardtop, $1,530*, $1,480*, $1,- 
455°; (88) Super 2-dr., $1,410° (ps); 
4-dr., $1,295°. 

'55 (88) Super 2-dr., $1,415*, $1,230° 
(ps); 4-dr., $1,360° (ps); (98) 2-dr., 
$1,260* (ps), $1,210*; 4-dr., $1,190*; 
(88) 4-dr., $1,260° (ps), $1,225* (ps), 
$1,175* (ps), $1,140°; 2-dr., $1,250* 


(ps), $1,075*. 





— ’54 (88) Hardtop, $1,050*; 2-dr., $910°*; | 

Promotion Pays Off 4-dr., $785°, $750; (98) Hardtop, 
Fred Harris, Mercury-Edsel-Lincoln dealer $770°*. 

. '53 (88) Super 4-dr., $735*, $640°, $485°; 

in Aurora, Ill., shows how to spur auto a oa. 730%: (88) 4-dr’, $325, 

buying. Using radio and TV stars, door $310*. 


’51 Hardtop, $340. 


: . ' : 
prizes, a personality contest, pony rides, 40 4-dr., $180, 


special displays, and a fashion show,| pacKaRri—'57 Clipper 4-dr., $1,770° (ps). 
Harris sold 29 cars in five days. From| PLYMOUTH—'58 (8) station wagon, §2,- | 
th, sales manager, 685°; Belvedere conv., $2,500° (ps); 
left ore Jack Charleswor sales m ger Savoy (6) 4-df., 91,960°, 
Bonnie Pitts, “Miss M-E-L of Avrora,” and 'S7 Belvedere 4-dr., $1,910*; Suburban, 
Harris, following his promotion during $1,775* (ps); conv., $1,770*; Savoy 
which 13 Edsels, four English Fords, eight _— 1 cer") Eaesten, es: 2- 
Mercurys, two Lincolns and two Continen- '56 Belvedere Suburban, $1,590*: conv., 


tals were sold. $1,260°, $1,240° (ps); 4-dr., $1,260° 











Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup! 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 






EXECUTONE, INC., Dept. J-10 
415 Lexington Ave., New York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


— e 


Name 





I I  ienip 
Address City. 
In Canada—331 Bartlett Ave., Toronto 


Rita nActnapmabencnEnen ans onsen ae 














Used-Car Auction Prices 





(Continued from Page 42) 


| 


$1,200, 
Savoy Suburban, 
$925, $890, $850; 


$1,200*, 2 at $1,150, $1,- 
$1,045*; 4-dr., 
2-dr., $930°*, 


(ps), 
050; 
$950, 
$790. 

’55 Belvedere 4-dr., $1,100*, $725; 2-dr., 
$960*; Savoy 4-dr., $870; Plaza 4-dr., 
$670; 2-dr., $570. 

’54 Savoy 4-dr., $505, $400; Belvedere 
Hardtop, $540; station wagon, $460. 


'53 Cranbrook 2-dr., $270, $115. 
PONTIAC ’58 Chieftain 4-dr., $2,740* 
(ps). 
56 Star Chief 4-dr, Hardtop, $1,550*° 
(ps); Chieftain Catalina, $1,125. 
55 Star Chief Catalina, $1,260° (ps); 
Chieftain 2-dr., $970°, $750. 
’54 Star Chief Hardtop, $700*; 4-dr., 
$505 
’53 2-dr., $365*. 
"51 4-dr., $285°, 
RAMBLER—’'54 4-dr. station wagon, $670. 
STUDEBAKER—'56 Hawk coupe, $820*; 
Commander 4-dr., $770 | 
‘55 Commander 2-dr., $660. 
"53 sedan, $445*, $290 
"52 4-dr., $100* 
WILLYS—'53 2-dr., $220. 
MISCELLANEOUS—'58 Volkswagen bus, 
$1,860. 
'57 Ford ‘%-ton pickup, $1,185; Volks- 
wagen 2-dr., $1,425 | 
'56 Ford ‘%-ton pickup, $900, $860; 


Austin roadster, $1,720. 

"54 Chevrolet %-ton pickup, $605; Ford 
%-ton pickup, $585; Metropolitan 
conv. $630 

"53 GMC pickup, $410, $360; 
2-dr., $405 

"52 Dodge pickup, $330; 

‘51 Standard Vanguard, $115 

"50 Chevrolet pickup, $400; Ford %-ton 
pickup, $295. "48 Ford pickup, $290. 

'47 Dodge pickup, $135 

"46 GMC truck, $145 


BUFFALO 


Thruway Auto Auction. Sale every Mon- 
day. Prices are for sale of Apr. 7 

Prices were firmer than the slushy 
snow which fell this Easter Monday. 


Clean stuff still in demand. 


Volkswagen 


MG 2-dr., 


$650 


BUICK—'55 Special Riviera, $935*. 
"53 Special 2-dr., $350 
CHEVROLET—'57 Two-ten 4-dr $1,340 
"55 Two-ten station wagon, $1,100*; Bel 
Air 2-dr., $950*° 
"54 Two-ten station wagon. $575 
‘53 Bel Air Hardtop, $530°, $395 
FORD—'57 Fairlane 4-dr $1,.705* (ps). 
‘56 Fairlane 2-dr., $1,050°; Custom 4- 
dr., $915 
"55 Fairlane Town sedan, $885*; Custom 
4-dr., $850°; 2-dr., $720° 
"53 Custom 2-dr., $410; 4-dr., $230° (ps) 
MERCURY—'54 Custom 2-dr., $590°; Sun 
Valley Hardtop, $565 
OLDSMOBILE—'55 (88) Hardtop, $1,030*. 


’54 (88) Hardtop, $760* 

"53 (88) 4-dr., $500° (ps) 
PONTIAC—'55 Chieftain 4-dr., $405 
MISCELLANEOUS —-'55 Ford Courier, 

$590°. 


JENISON, MICH. 


Rapids Auction. Sale every Tues- 
Prices are for sale of Apr. 8 
Market very solid. All makes and mod- 
els sold very well, Bidding active through 
the entire sale, Sold 121 cars from 172 


Grand 
day 


offerings. 
BUICK 57 Super 2-dr $2.200*° ips): 
Special 4-dr $1.965°: 2-dr.. $1,795° 
"56 RM 4-dr., $1,500° (ps); Super 4-dr 
$1,435° ips) Special 4-dr.. $1.345*° 
$1.285°; 2-dr.. $1,240°. 
"55 RM Riviera, $995° (ps): Super 4-dr., 
$860°: Special 2-dr $700°. 
‘53 Super 2-dr $425°; Special sedan 
$290 
CADILLAC—'53 (60) 4-dr., $S75*° ‘ps) 
"51 (60) 4-dr., $425° 
CHEVROLET 57 Two-ten (8) station 
wagon, $1.725*. $1.700*: Bel Air 4-dr 
$1.675*: Sport coupe, $1.650. $1.650* 
"56 Two-ten 4-dr.. $1,105*; 2-dr.. $1,- 
105*, $s90* 
"55 Two-ten station wagon, $1.050*: 2- 
dr., $825; Bel Air 4-dr.. $600°, $475° 
"54 Two-ten 2-dr $525°: 4-dr.. $470° 
"53 Bel Air 4-dr., $359. $315 
DODGE—'57 Custom Royal 4-dr., $1,900* 
(ps) 
"56 Royal 2-dr., $1,175°; 4-dr.. $995°* 
"55 Coronet 2-dr., $975° (ps) 
’53 Coronet 4-dr.. $230°, $205. 
EDSEL—'5S 4-dr., $2,200* 
FORD—'58 Country sedan station wagon 
$2.315° 
"57 Fairlane (8) 500 4-dr.. $1.800*, $1,- 
720° (ps); Victoria, $1,775* (ps) 
Country sedan, $1,700*%; Custom 300 
4-dr., $1,.460°, $1.395*, $1,305; Ranch 


Wagon, $1,475. 


"56 Fairlane conv., $1,310*, $1,225* (ps); 


Victoria, $1,125*, $1,105", $1,065°, 
$1,000* (ps) 

"55 Country sedan, $1,280*; Fairlane 
Victoria, $895* (ps) $840*. 

"54 Country sedan, $735*: 2-dr.. $525* 
$385, $340°; 4-dr., $440* (ps); Crest 
Victoria, $670 

‘53 station wagon, $455*: club coupe, 


$445, $400, $325; Custom 2-dr., $325*, 
$325, $275. 

"52 Crest Victoria, $275*, $270°. 

"37 2-dr., $145 


LINCOLN—’'57 Premiere club coupe, $2,- 
790* (ps). 
"56 Premiere 4-dr., $1,680* (ps). 
MERCURY—’'57 Monterey 4-dr., $1,815*: 
club coupe, $1.710* 
*55 Monterey 4-dr., $790*. 
"54 club coupe, $605*; 4-dr., $345°*. 


"52 club coupe, $350. 


OLDSMOBILE—'58 (88) Holiday, $2,805* 
(ps). 
"57 (98) 4-dr., $2.035* (ps), $2,010* 


(ps): (88) 4-dr., $1,675*. 


"56 (88) Super Holiday, $1,545* (ps). 
$1,500* (ps); 4-dr.. $1,350*, $1,080*: 
(88) Holiday. $1.520* (ps), $1,415*, 
$1,390*, $1,205*, $1,150°. 

"55 (88) 2-dr.. $1,065*, $865*: (88) Su- 
per 2-dr.. $870*. 

*54 (88) Super 4-dr., $780* (ps); (88) 
4-dr., $725*, $640* (ps), $500*: (98) 
Holiday, $740* (ps). 

"53 (88) Super 2-dr., $400*, $385*. 

PACKARD—’53 4-dr., $305. 
PLYMOUTH—'57 Savoy 4-dr., $1,050. 


*55 Savoy 4-dr., $550. 
"52 club coupe, $205*; 2-dr., $140. 
PONTIAC—’'56 Chieftain Catalina, $1,285*; 
4-dr., $1,245*, $1,090°. 
"55 Chieftain Catalina, $910*. 
‘ 
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54 4-dr., $470*. 

"53 4-dr., $245*. 
RAMBLER—’57 station wagon, 
STUDEBAKER—’56 President 4-dr., 

015*., 

’54 Commander club coupe, $460. 

’53 4-dr., $305*. 

’52 4-dr., $210. 

WILLYS—’55 4-dr., $420. 
MISCELLANEOUS—’'56 Metropolitan 2-dr., 


$1,450*. 
$1,- 


$880. 
CHICAGO 
Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Apr. 8. 


The market is strong and the sale very 
active all day. 414 cars were sold from 
591 offerings. 
BUICK—’57 Special 

$1,845°*. 

'56 RM 4-dr., $1,465* (ps), $1,450* (ps); 
Special 4-dr., $1,330* (ps); Century 
4-dr., $1,285*; Super conv., $1,280* 

(ps); 4-dr., $1,200* (ps). 

'55 Super 2-dr., $1,090* (ps), $885* (ps), 
$790* (ps); conv., 2 at $910* (ps). 

'54 RM 2-dr., $785* (ps); Special 4-dr., 
$675*; Super 2-dr., $630°. 

'53 Super 2-dr., $550*. 

| CADILLAC—'58 (62) coupe, $4,445*° (ps). 
(62) conv., $3,805* (ps); coupe de 

Ville, $3,600*° (ps). $3,290°* (ps); 

coupe, $3,250* (ps), $3,100* (ps). 

‘56 (62) conv $2,585 (ps); coupe de 
| Ville, $2,445* (ps); coupe, $2,200* 
| (ps) 

"55 Eldorado coupe 
coupe, $1,775* 
(ps); (60) 4-dr 

"54 (60) 4-dr.. $1,560° (ps); (62) coupe, 
$1.350* (ps); 4-dr., $1,350* (ps). 

"53 62) 4-dr., $1,050° (ps); 
$915*, $750* 

"52 coupe, $630* (ps) 

CHEVROLET ‘58 

170 


Bel 


conv., $2,075* (ps), 


"57 





$2,450* (ps); (62) 
(ps); 4-dr., $1,730* 
$1,700* (ps). 


conv., 


"57 Air (8) conv 
850°, $1,820*° Hardtop 
720° (ps), $1,610*. $1,525 
station wagon. $1.635* 
550° $1.485*: Two-ten (6) station 
wagon, $1,450; 2-dr $1,295, $1,205 

"56 Bel Air (8) Nomad station wagon, 
$1.500*° (ps) $1.400° (ps) conv., $1,- 
385*: Hardtop. $1,.370*: 2-dr. $1,210* 
Bel Air (6) Hardtop, $1.050*; Two-ten 
(6) 2-dr §$1.140* $960 $905 S795: 
Two-ten 4-dr $990; 2-dr $975; 
Delray, $965. $930 

55 Bel Air (8) station wagon 
Hardtop, $1.165*. $1,150° 
dr $1.000*, $800*: Two-ten 
$850*, $760; Delray, $750° 

‘54 Bel Air 4-dr., $800°, $750*: Hardtop, 
$765° (‘ps); 2-dr $620. $565*: Two- 

$730*. $655°: 2-dr $475 

Hardtop, $605* ‘ps), $525 

(ps Two-ten 2-dr. 


$1.865* (ps), $1.- 
$1.740° $1.,- 

Two-ten (8) 
Hardtop. $1,- 


«R) 


$1,165*; 
$950* 4- 
2-dr., 


«S) 


ten 4-dr 
Be! 


"53 Air 
‘ 





52 station wagon 385° 

CHRYSLER 57 NY 4-dr 

56 NY 4-dr $1,400° 
$1.365* (ps) 

‘55 Windsor Hardtop, $1.130* (ps), $995* 


$2.410* (ps) 
(ps); Hardtop, 





(ps): 4-dr SS80*: NY 4-dr., $910* 
‘pe? 

DeSOTO—"56 Fireflite Adventurer Hard- 
top, $1.450° ‘ps) Firedome Hardtop. 
$1.350* ips) $1,200", s900* 

"55 Firedome Hardtop s970° $965* 
$915* (ps) 
"53 Powermaster 4-dr $375*, $355° 

DODGE ‘58 Coronet (8S) sedan, $2,165* 
(ps) 

’56 Royal Lancer, $1,185* 

"55 Royal 4-dr., $910*: Coronet Hardtop, 
s7o0* 

"4 2-dr.. $410 

FORD 58 Thunderbird, $3.905° (ps) 

‘57 Fairlane (8) 500 conv $1.825*, $1.- 
gn0* (ps) Hardtop $1.775° (ps) 
$1,700, $1.630°, $1,.565*: Fairlane (8) 
Victoria, $1.550* Custom 300 4-dr 
$1,395* $1.335*; 2-dr $1.375°, $1.- 
100. $1,050 

‘56 Fairlane (8) Victoria, $1.400° (ps). 
$1,285* (ps). $1,.230° $1,.205*: conv 
$1.175, $1.060*°: Country sedan, $1,- 
385° 2-<dr. $1.120° 4-dr.. S980", 
$950°; Custom 2-dr., $845*, $815; Main 
4-dr.. $790; 2-dr.. $750 

"55 Fairlane conv $920* Victoria, 
SS85*; Custom Ranch Wagon $750; 
2-dr $655°: Main 2-dr $550 

"54 Custom 4-dr., $560°: Crest (8) Vic- 
toria, $750*° (ps), $595° 

"53 Crest Victoria, $430; conv., $425°*. 
52 Custom sedan, $565° 

HUDSON—'56 Wasp sedan. $610* 

‘55 Wasp Hardtop. $645*; Hornet Holly- 
| wood, $595°. $525; 4-dr.. $475* 

LINCOLN 58 Capri coupe, $3,800* (ps). 


| 57 Premiere coupe, $3,050* (ps), $2,420° 
i ‘pe 
| 
} 


‘56 Premiere 4-dr., $2,000*° (ps). 


F rigette Offers 
Improved Model 
Of Air Conditioner 


OKLAHOMA CIT Y. — Frigiquip 
Corp. announced that several im- 
provements have been made in its 
1958 Frigette Model 580 automobile 
air conditioner. 

The company said these improve- 
ments include a 25 percent increase 
in air-moving ability, a 10 percent 
increase in the pumping efficiency 
of the compressor and increased 
ease of installation. 

The lines system has been im- 
proved to eliminate unnecessary 
fittings and connections, Frigiquip 
said. The lines are equipped with 
fittings engineered for each appli- 
cation so the installer need merely 
screw the hose connections onto 
the component part. 

The weight of the compressor 
has been reduced from 32 to 16 
pounds by making it almost all 
aluminum, Capacity has been in- 
creased from 9.3 to 10-cubic-inch 
displacement. 

Frigiquip has returned to a fan- 
type unit for 1958. The company 
said engineering experiments have 
boosted air-moving ability of the 
under-dash unit by 25 percent over 
last year’s Frigette. 


Impala (8) coupe, $2,-| 





—— —_ 

’55 Capri coupe, $1,155* (ps), 985* 

(ps). 
’53 Cosmopolitan coupe, $625*; apri 
conv., $525* (ps). 
MERCURY—’57 Montclair Hardtop, §$1,- 
910* (ps); Monterey Hardtop, $1,550*, 
’55 Montclair 4-dr., $1,000* (ps); Hard. 
top, $970*; Custom 4-dr., $585*. 
‘54 Monterey Hardtop, $875*, $620°; 4. 
dr., $675*, $460*. 
NASH—’55 Ambassador 4-dr., $690*. $598 
OLDSMOBILE — ‘57 (98) 4-dr. Hoiiday, wae 
$2,325* (ps), $2,300* (ps), $2,255* 53 ~C 
(ps); (88) Holiday, $2,000* (ps), $1,- or., 
985* (ps). RAMBL 
’56 (98) conv., $1,645* (ps); (88) Super "56 4- 
4-dr. Holiday, $1,465* (ps), $1,420* STUDE! 
(ps); (88) 4-dr., $1,335*, $1,045 340° 
55 (88) Super Holiday, $1,330* (ps), 55 P 
$1,280* (ps), $1,110* (ps); 4-dr.. $1,- EI 
075* (ps); (98) conv., $1,320* (ps); MISC on 
4-dr., $1,200* (ps), $1,150* (ps), $1,- avon 
090*' (ps), $990* (ps); Holiday’ $1.- 54 Al 
085* (ps); (88) conv., $1,025*. 
"54 (98) 4-dr., $895* (ps), $850*, S710* L 
(ps), $590* (ps). 

'52 4-dr., $450°. oom 
PACKARD—'55 Clipper Hardtop, $650°*. —— 
PLYMOUTH—’57 Belvedere (8) Hardtop, “— c 

$1,700*, $1,525*; 4-dr., $1,600*; Savoy cial 
(8) 4-dr., $1,380*. 53 8S 
°56 Fury (8) Hardtop, $1,390; Belvedere Spe 
(8) Hardtop, $1,155*. 52 St 
"55 Belvedere (8) 4-dr., $740*; 2-dr., CADILI 
$655*; 2-dr., $565; Belvedere (6) 4. 810 
dr., $675°; Plaza (6) 2-dr., $525*, (ps 
$510. "56 ( 

"54 Belvedere Hardtop, $555°*. $2, 

"53 Cranbrook 4-dr., $320 55 « 
| PONTIAC—’'57 Star Chief Catalina, $1,- $1, 
855*, $1.775* ; "4 ( 
| °56 Chieftain Catalina, $1,075*. cou 

‘55 Chieftain 4-dr., $920°, $855*; 2-dr., CHEVR 

$675". $2.5 

"54 Star Chief Catalina, $750* (ps), 


| (Continued on Page 47, Col. 1) 


WHEN YOU 
NEED 
EXPERIENCED 
TRAINED 
MECHANICS 


Contact 









— MODERN 


COMPLETE 


Available monthly: 
@ Auto Mechanics 
@ Body-Fender-Paint 
@ Heavy-Equipment and 
Diesel Mechanics 


For brochure for employers, write 


DEPT. AN 


U. S. TRADE 
SCHOOLS 


500 East 11th St. Kansas City, Mo. 
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(Continued from Page 46) 


$595*; conv., $455*; Chieftain station 
wagon, $725°. 
53 Chieftain Catalina, $410* (ps); 4-| 
dr., $405°. 
RAMBLER—'57 4-dr., $1,140. 
56 4-dr., $950°. 
sTUDEBAKER—’57 President 4-dr., $1,- 
340*, $1,285* (ps). i 
55 President Hardtop, $1,010* (ps). 
MISCELLANEOUS — '56 English Ford, | 
$895; Citroen 4-dr., $1,000. 
54 Austin 4-dr., $330. 


LITTLETON, COLO. 


Colorado Auto Auction, Inc, Sale every) 
Monday. Prices are for sale of Apr. 7 
BUICK—'56 Special 4-dr., $985. 

55 Century Riviera, $1,075* (ps); 

cial 4-dr., $1,000°*. 


Spe- ‘ 
‘53 Super Riviera, §$480*°, $445°, eani| Willow Run Plant 


Special 4-dr., $450°. 
"52 Special 4-dr., $275*. 
CADILLAC 
810* (ps), $3,575* (ps); 4-dr., $3,025° | 


(ps). 


56 (32) coupe de Ville, §2,700* (ps),| Cilities at its Willow Run (Mich.) 


$2,625* (ps), $2,545* (ps). 
55 (62) coupe de Ville, $2,010*° (ps), | 
$1,560* (ps). j 


coupe, $1,515* (ps). 

CHEVROLET—'58 Nomad station wagon, 
$2.570* (ps); Bel Air (8) 4-dr., §2,-/ 
300°; Delray, $1,750. | 

"57 Bel Air (8) 4-dr., $1,785* (ps), $1,- 
725*, $1,700° (ps), $1,660° $1,645*, 
2 at $1,630° (ps), $1,625° (ps), $1,- 
575*, $1,535*; Two-ten Delray, §$1,-| 
435° $1,425, $1,425*; One-fifty 4-dr., 
$1,200. 

‘56 Bel Air (8) Hardtop, $1,315* (ps), | 
$1.305*. $1,275* (ps), $950°; Two-ten 
(8) 4-dr., $1,200°, $1,100°, $1,000°, | 
£965*, $870*, $870 } 
55 Bel Air Hardtop, $725°, $695. j 
54 Bel Air 4-dr., $460° 

CHRYSLER "58 Windsor 4-dr., $3,290° | 
(ps) 

‘55 Windsor station wagon, $1,585* (ps); 
Hardtop, $1.520* (ps); 4-dr., $1,255° 
(ps), $1,220° (ps), $1,205° (ps) 

DODGE 58 Coronet (8) Hardtop, §2,- 


700° | 
‘57 Royal 4-dr., $1,665* (ps) | 
‘56 Royal Hardtop, $1,285* (ps). 
FORD 58 Thunderbird 4-pass.. $4,100* 
(ps); Fairlane 500 4-dr 2,275, $2,- 
235, $2,215° (ps) : 


a7 


57 6 pass. Country sedan, $1,830* (ps); | 


Price Packers 
Cheat on Taxes, 


Ohio Charges 


COLUMBUS. — “Price packing” | 
by some dealers is costing the State | 
thousands of dollars a year, ac- 
cording to sales-tax investigators. | 

They charge that the gimmick | 
enables the dealer to charge the| 
customer a sales tax based on an 
inflated price and to pay the State 
a sum figured on the lower, actual | 
price. 

In a case pending before the 
State Board of Tax Appeals, a 
Youngstown dealer, Edwin Davis, 
has been charged with pocketing 
about $13,000 in sales taxes in the 
last five years. 

Investigators said this is how the 
scheme works: 

Adding $500 to the price of a 
$2,500 car when he approaches a 
Prospect, the dealer writes up a} 
tentative sales order for $3,000 and 
adds $90 in sales tax. 

The dealer offers the prospect} 
$1,500 for his tradein, which he} 
knows is worth only $1,000. The! 
buyer's cost then is $1,590, But) 
when the car is delivered, the in-| 
voice is figured at $2,515, plus only | 
$75 in sales tax. The tradein al- | 
lowance also is dropped to $1,000. | 

The buyer still pays the agreed 
$1,500. The State claims the dealer 
then pays $75 to the State in sales 

and pockets the other $15. 

Davis, who operates Youngs- 
town’s Steel City Chevrolet, denies 
this, claiming there is “no deal” 
until the car is delivered. 











Thompson Moves 


To Reorganize 


CLEVELAND.—A reorganization 
of Thompson Products, Inc., involv- 
ing the regrouping of several divi- 
sions and coordination of their en- 
gineering and sales functions, has 
been announced by J. D. Wright, 
President. 

The step, he said, is designed to 
move the company forward in 
aeronautics, astronautics, electron- 
ies, nuclear power and advanced 
weaponry. 

A new unit, Tapco Group, has 
been created to bring together 
Thompson’s present jet, accessories 
and pneumatics divisions, aircraft 
°perations of its West Coast divi- 
sion and Cleveland operations of its 
electronics division. 


Fairlane (8) 


500 
$1,700*, $1,665*, 
4-dr., $1,595, $1,590°*; 
4-dr., $1,375*, $1,370, $1,355°*, 
$1,255*, $1,200*, 

’56 Ranch Wagon, $1,100; 





$900*, $760*°, $640. 


"55 Country sedan, $1,130*. 
"54 Country sedan, $785*. 
’53 Ranch Wagon, 


2 at $420°. 


"52 conv., $340°*. 
4-dr., 
Premiere 

» $3,000°. 


IMPERIAL—’'57 
LINCOLN — ‘57 
$3,050* (ps) 


DETROIT.—Chevrolet announced 200; Ford %-ton pickup, $1,100. 
’56 Chevrolet %-ton pickup, $810; Dodge 


and realignment of production fa-| +55 volkswagen 2-dr., $1,100, $1,095. 
’53 Chevrolet %-ton pickup, $545. 


truck plant. 
Edward N. 


1959. 


‘57 (62) coupe de Ville, $3,-| plans last week for an expansion 


Cole, 


4-dr., 
$1,540°; 
Custom (8) 300 


$1,175 | 
Custom 2-dr., 


$2,675* (ps). 


general man- 
'54 (62) coupe de Ville, $1,785* (ps); | ager, said that work on the project 
is expected to begin early in July 
and be completed in the summer of 080° 
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$2,250*, $1,805°. 


| °54 Monterey 4-dr., $405. 


*51 Custom coupe, $250°. 
NASH—’53 4-dr., $255. 


OLDSMOBILE — ’'56 (88) 4-dr. Hardtop, 
$1,300°, 


$1,730° (ps), $1,320*; (88) Super 4-dr. 
Fairlane (8) $1.290* (ps), $1,250* (ps), 
(ps), $1,085* (ps). 
$1,275*,| +55 (98) 2-dr. Hardtop, $1,385* 


$1,375* (ps), $1,075. 


Super Hardtop, $955°*. 
’52 4-dr., $250°. 


$430; Custom 2-dr.,| PLYMOUTH—'57 Savoy (8) 2-dr. 


top, $1,560°*. 
’56 Savoy (8) 2-dr., $1,150. 
’54 Belvedere (6) 4-dr., $395. 


Hardtop, | PONTIAC—'57 Chieftain 2-dr 


$1,700*, $1,375. 


’55 Chieftain station wagon, $1,040; 


dr. Hardtop, $1,015*; Star Chief 2-dr. 
hevy to Expand Hardtop, $955° (ps), $945°*. 


"51 coupe, $180*. 


$1,870. 
'57 Volkswagen 2-dr., $1,320, 2 


%-ton pickup, $815*, $760. 


PORTLAND, ORE. 


(ps). 


’56 Special conv., $1,550° (ps); Century 


’54 Cosmopolitan 2-dr., $820*° (ps). 
| MERCURY—’57 Monterey 2-dr. Hardtop, 


| °53 Monterey Hardtop, $435* (ps). 


’54 (98) 2-dr. Hardtop, $975* (ps); 


Hardtop, 
$1,900*; Star Chief 4-dr., $1,755* (ps), 


MISCELLANEOUS—’58 Volkswagen 2-dr., 


"55 


"54 


te 
2- 
"56 








Model Breakdown 
Of Auction Averages 





Hardtop, $1,325*. 


dr, Hardtop, $1,205*, $1,175*, $1,010; 
Super 4-dr., $1,090* (ps). 


’53 RM Hardtop, $480°* (ps). 
*50 Special 4-dr., $150*. 
| CADILLAC—’51 (62) 2-dr. Hardtop, $465. 


(ps); conv., $1,895* (ps), $1,765°; 4- 
dr., $1,825* (ps), $1,780*, 2 at $1,770*° 
(ps), $1,750* (ps), $1,745* (ps); Two- 


2- 
Portiand Auto Auction, Inc. Sales every 4- 
Tuesday. Prices are for sale of Apr. 8. 


BUICK—’'57 Century 4-dr. Hardtop, §2,- 


325°, $1,300°, 
$1,125; Two-ten (6) 2-dr., $1,105; 4-| 
dr., $1,000. | 
55 Bel Air (8) 2-dr. Hardtop, $1,375*' 


(ps); 4-dr. station wagon, $1,305*; 
Bel Air (6) 2-dr, Hardtop, $1,265*; 
Two-ten (8) 4-dr., $1,125, $1,045, 
$985*; Two-ten (6) 4-dr., $920, $850, 
$810; 2-dr., $900. 
’54 Bel Air (6) 2-dr. Hardtop, $860°; 


April, 1958 March, Feb., | 1 . = 
Model To Date 1958 1958 ar, $000. ae ee ee 
1958.............. $2,644 $2,778 $2,828 ’53 Bel Air Hardtop, $710*; sedan, $690, 
1957 1,651 1.657 1,691 $615; Two-ten sedan, $545, $540. 
Fd 4. ’ ’ ’ CHRYSLER—’53 NY 4-dr., $580* (ps). 
1956.. 1,145 1,166 1,171 | DODGE—’57 Coronet 2-dr., $1,455. 
1955 890 895 891 somone $355. 92.000" 
— -dr, station wagon, . ‘ 
1954 602 598 590 | "57 4-dr. station wagon, $1,945° (ps), 
1953 367 359 357 $1,935* (ps), $1,930*, $1,895* $1,890° 
1952 230 243 230 (ve), ow $1,795; Fairlane (8) 500 
-dr., $1,830* (ps); 2-dr., $1,820*° §$1,- 
1951. 177 185 183 725*: Custom 300’ 2-dr.. §1,570*, §$1,- 
Overall _—_-_ - 560*; 4-dr., $1,550, $1,450*, $1,365. 
Average $ 963 $ 985 $ 993 "56 4-dr. station wagon, $1,545*, $1,530°, 


$1,520*, $1,400*%; Ranch Wagon §$1,- 
400°; Custom 4-dr., $1,250* (ps), $1,- 
050, $940, $920; 2-dr., $1,050, ‘$990, 
$940*; Main 2-dr. $900. 

"55 Custom 2-dr. station wagon, $1,190*, 
$1,135*; 4-dr. sedan, $850, $740; Fair- 
lane 2-dr., $1,005*, $900°; 4-dr., $855; 
Main 4-dr., $740. 

"54 Hardtop, $815*; 2-dr., $530. 

"53 4-dr. $545°, $530. 

"51 4-dr., $220°; 2-dr., $185. 


RM conv., $1,250* (ps); Special 2- 


Special 2-dr. Hardtop, $950* (ps). 


CHEVROLET—’58 Impala 2-dr. Hardtop, ~, i? 5 
$2,725* (ps), $2,645*; Biscayne 2-dr., mek ON Cosmopolitan Hardtop, $1,- 
$2,200°. mer 5s 
'57 Bel Air 4-dr. station wagon, $2,160* ater toa) 56 Montclair Hardtop, $1,- 


"55 Montclair Hardtop, $1,180*; conv., 
$1,170*; Monterey Hardtop, $1,090*, 
$1,030° (ps). 

'54 Monterey Hardtop, $950* (ps); Cus- 
tom 4-dr., $565*. 

"53 Monterey 4-dr., $550°*. 

"52 Monterey Hardtop, $440*, $420*. 

OLDSMOBILE —'58 (98) 2-dr. Hardtop, 
$3,595*° (ps). 

"57 (88) 2-dr. Hardtop, $2,035*, $1,995°. 


(Continued on Page 54, Col, 1) 


mn 4-dr. station wagon, $1,985*° (ps); 
dr. Hardtop, $1,590; 4-dr., $1,475. 

Bel Air (8) 4-dr. Hardtop, $1,570°*; 
dr. Hardtop, $1,510*; Two-ten (8) 
dr. station wagon, $1,560*°; 4-dr., $1,- 
$1,235, $1,210; 2-dr., 




















ooo REPUBLIC’S 








Car dealers everywhere are putting Republic's Plan-O-Graph Service 
to work. With Republic Fiexi-Bilt Parts Bins on the job, parts, numbers, 
prices can be tagged clearly, easily for greater stock control efficiency. 


REPUBLIC STEEL 


BERGER DIVISION 


Canton 5, Ohio 


IND: new way to more profits 
PLAN-O-GRAPH SERVICE 


Republic’s Plan-O-Graph Service helps you im- 
prove delivery, customer service and profits. It 
eliminates the unknown factor of lost, strayed 
and stolen parts because it controls inventories 
through engineered planning. 


By utilizing available storage space to maxi- 
mum efficiency, you control stock turnover and 
keep capital circulating and growing. And you 
can tell at a glance when to order, what to order 
—never have trouble with hard to locate parts. 


Turn your inventory control problems over 
to experts. Call your Republic Representative or 
send coupon and get started planning today. 
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REPUBLIC STEEL CORPORATION 
BERGER DIVISION 

DEPT. C-4617-A 

1078 BELDEN AVENUE + CANTON 5, OHIO 
Please send me complete information: 


CO Republic Plan-O-Graph Service 
CO Flexi-Bilt Parts Bins 
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Company. 
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Legislative Roundup 





(Continued from Page 11) 


commission to negotiate truck- 
reciprocity agreements with other 
states. 

Advocates of the measure said 
that if Missouri could negotiate 
satisfactory agreements with other 
states, truckers now going around 
Missouri would come through the 
state, resulting in substantial boosts 
in license fees and gasoline-tax 
collections. 

* - oa 

E South Dakota legislative re- 

search council was asked by 
Gov. Joe Foss to study possible re- 
vision of the State’s motor-vehicle 
reciprocity laws with a view to- 
ward obtaining additional highway 
funds. 

Gov. Harriman vetoed a bill 
which had been intended to keep 
the combined length of tractor- 
trailers on New Yerk state high- 
ways at 45 feet. The measure 
would have extended from 1960 
until 1965 a law permitting a 
combination of 50 feet. After 1965 
the permissible length would 
have again been 45 feet. 

Harriman said he was approv- 
ing another bill to allow a gross 
length of 50 feet without any time 
limitation. The 45-foot limitation 
was enacted in 1954. 


Michigan legislative approval was 
given a bill to permit trucks and 
loaded vehicles to be 13% feet high. 
The limit, except for certain ve- 
hicles, heretofore has been 12% 
feet. 

Among legislative proposals af- 
fecting auto sales, a Rhode Island 
bill would require the licensing of 
all motor-vehicle sales finance com- 
panies and limit the amount of fi- 
nance charges. 

> > > 


ALSO would require that all 
car-sales contracts be filled out 
completely before the buyer signs, 
prevent “hair-trigger” repossession 
of cars, protect a buyer from hav- 
ing to pay for a car which proves 
to have a major mechanical defect, 
and limit financing on “balloon 
notes” by which a loan may be 
repaid in several installments and 
a final large installment. 

The bill would not permit rates 
in excess of 7 percent a year on 
the unpaid balance of the cash 
price for new cars, 9 percent on 
cars not more than two years old, 
and 12 percent on cars more than 
two years old. 


Other Rhode Island bills would 


Auto Factories 
Back Drive for 
Safety-Check Plan | 


NEW YORK.—Virtually all ma- 
jor U. S. automotive manufacturers 
are tying in with the 1958 National 
Vehicle Safety-Check for Commu- 
nities Program, which Look maga- 
zine and the Inter-Industry High- 
way Safety Committee will conduct 
during May, according to Fred J. 
Talento, automotive market devel- 
opment manager of the magazine. 

Chrysler, General Motors, Ameri- 
can Motors and Mercury are urg- 
ing their dealers to take an active 





+ part in the Safety-Check Program. 


This represents the most compre- 
hensive industry tie-in with a 
magazine -cosponsored program 
ever undertaken by the automotive 
industry, Talento said. 


The promotion is designed to get 
communities to conduct safety- 
checks of all vehicles in their areas. 
The first communitywide safety 
check campaign was conducted on 
a national basis in 1954. 


Look and the Inter-Industry 
Highway Safety Committee have 
set as a goal the safety checking 
of 3,000,000 motor vehicles in the 
1958 campaign, which kicks off on 
May 1. 


U. C. Dealer Convicted 

ORANGE, Va.—Samuel R. Hub- 
bard, a Richmond used car dealer, 
was found guilty in Circuit Court 
of drawing and delivering a bad 
check and of the theft of an auto- 
mobile. He was sentenced to one 
year in the State penitentiary on 
each of the three counts. Hubbard 
will appeal the case. 


regulate insurance on installment 
financing and secured loans. One 
would make it illegal for anyone 
engaged in financing the purchase 
of real or personal property to re- 
quire, as a condition of such finan- 
cing or lending, that the buyer or 
borrowed shall take out insurance 
on the property involved with any 
particular insurance company. The 
bill would provide a $100 fine for 
violation. 


A second bill would authorize the | 


State insurance commissioner to 
regulate insurance in such trans- 
actions, prescribing the form of 
policy, records to be maintained by 
insurance companies, and the man- 
ner in which premiums, dividends 
and coverage shall be handled. 
* + * 


Bill Facilitates Repos 


] qrerennpe ye Senate passed and 
returned to the House for con- 
currence in minor amendments a 
bill to accommodate finance com- 
panies and banks in repossession 








of cars, authorizing them to obtain | 


special license plates similar to 
those now used by dealers. 


A 1957 Michigan law required 
that license plates must stay with 
the owner of a car, rather than re- 
main with the vehicle, which made 
repossession more difficult. 


Another Michigan legislative 
proposal would give the state in- 
surance department supervision 
over policies sold in connection 
with credit transactions or loans. 


With Gov. Albert Chandler’s sig- 
|nature of a uniform commercial 
|code bill, Kentucky became the 
| third state in the nation to adopt 
| this legislation, which has as its 
| main purposes the clarification and 
modernization of laws governing 
commercial transactions. States 
adopting it earlier were Pennsyl- 
| vania and Massachusetts. 

* > . 


Wagon Tax Cut Sought 


A proposal to reduce registration 
|rates for station wagons not used 
|for commercial purposes has been 
approved by the New York Senate 
|and sent to the Assembly. The bill 
| would tax the wagons the same as 
passenger cars. Gov. Averell Harri- 
| man vetoed a similar proposal last 
| year. 
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An Award for Koppy— 


Norbert J. Koppy (DeSoto-Plymouth), St. Paul, was named the first DeSoto “quality 


dealer" in the Twin Cities under the DeSoto dealer program. From left are Dick 
Roth, DeSoto Midwest sales manager; Ray Fisher, DeSoto Minneapolis regional man- 
ager; Koppy, and H. L. Shuster, Chrysler Corp. Midwest area director. 


More proof that good men can “Grow with Texaco” 


TEAMING up with Texaco last year has already 
paid off for the Barney Holland Oil Co., of Fort 


Worth, Texas, and their 50 Dealers. 


The company has been in successful opera- 
tion since it started in 1928. Yet, in less than 
six months after switching to Texaco, its 
through-put in 50 Dealer outlets has increased 


by a whopping 28 per cent! 


“We are very happy to be connected with a 
national organization like Texaco,” says Vice 
President Barney Holland, Jr. “Texaco products 


are so well known, and so good, that it makes 
our job of selling easier. We benefit from Texaco 
national advertising —Texaco is the only petro- 
leum company selling its complete line in all 
48 states. 

“Our Dealers are glad that we made the change. 
I’m sure they would advise any man wanting to 
go into the service station business to get a 
Texaco station. And our experience indicates 
that it is a wise move for a Distributor to change 
to Texaco.” 


SUCCESSFUL OPERATORS: President Barney Holland and his 
son, Barney, Jr., head up the company. They operate three 
gasoline motor transports, one oil transport and two trucks 
for delivery of other Texaco products to their fifty outlets. 
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By Martin L. Whitmyer 
Staff Writer 


Buick’s dropping of Kudner 
its advertising repre- 
sentative and McCann-Erickson’s 
resignation of its Chrysler account 
to take over Buick’s advertising 
and promotion has met with con- 
demnation from advertising people 


Agency as 


throughout the nation. 
In fact, 


their prestige now is at an all- 


Affecting Factories and Dealers . . . 


Auto Advertising 


advertising men say | 





cause of the circumstances of 
Buick’s change of its advertising 
agency. 

With unusually biting and 
scratching comments, 39 percent 
of the executives scored Buick’s 
handling of the situation as “un- 
ethical,” “in poor taste,” and 
detrimental to the advertising in- 
dustry as a whole, 

Few interviewees had any kind 
| words for McCann-Erickson — 53 


time low—owing chiefly to the | percent rating the agency’s be- 


Buick-Kudner-McCann affair. 


havior as singularly detrimental to 


Buick disaffiliated from Kudner | advertising. 


after a 22-year association, 


McCann-Erickson, a longtime rep-| 
resentative for both Chrysler divi- 


The admen attributed their feel- 
ings on the matter to four factors: 
1. The way Buick went about 





sion and Chrysler Corp., dropped / firing Kudner after a 22-year as- 
that account to take over the more | sociation. 


lucrative Buick account, 


2. The frenetic competition 


A poll in which 1,200 top execu-| among the agencies vying for the 
tives across the country were inter-| Buick account, which was described 
y viewed by Tide magazine revealed| as a “degrading display of Madison 


k that most advertising 








“OUR BUSINESS has picked up greatly,” 
says Dealer Norman Brannan, Fort 
Worth. “The Texaco sign has brought 
us new trade, and our old customers 
are glad we changed brands.” 








executives 
= feel the advertising business has 
suffered its most serious blow be- 


Avenueism.” 
3. The fact that Buick encour- 
aged this competition, then with- 





THEY’RE GLAD THEY SWITCHED! 







































































“OUR CUSTOMERS prefer Sky Chief 
Su-preme over our former brand of 
gasoline,” says Dealer Hillard Bell, 
Fort Worth. “Credit Card business has 
increased 15% since September 1.” 
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out warning assigned the account 


not been one of the 10 agencies 
in the race. 

4. McCann’s acceptance of the 
Buick account while it still had 
Chrysler in its shop. 

A number of men felt Buick’s 
problems were its own creation and 
that it used Kudner as a convenient 
whipping boy. 

D’Arcy Advertising vice-president 
S. P. Seward said simply that “the 
style of the car was to blame, not 
the advertising.” 

Don Belding, executive com- 
mittee chairman of Foote, Cone 
& Belding, said that “Buick 
made Kudner take the blame for 
its own management problems.” 

In regard to Buick’s handling 
of the dismissal of Kudner, one ad 
manager said “Buick played both 
ends against the middle.” William 
Reydel, Cunningham & Walsh vice- 
president, critized Buick because 
“it sought and selected an agency 
serving a competitor. 

Another adman condemned Buick 
for “shopping the field without any 
regard for such things as sanctity 
of contract or moral and ethical 
considerations of existing agency- 
client relationships.” 

And from a panelist who was 





GMC Ad Agency 


PONTIAC. — McCann-Erickson 
has picked up another former 
Kudner Agency account — GMC 
truck and coach division, accord- 
ing to an announcement made 
last week by Philip J. Monaghan, 
GMC general manager. McCann 
will take over the account Sept. 1. 

McCann-Erickson also services 
the Buick account, which for- 
merly was serviced by Kudner. 
The new GMC agency dropped 
Chrysler Corp. and Chrysler divi- 
sion accounts to take on Buick, 
with billings estimated at $25 
million, GMC billings are esti- 
mated at $3 million. 





close to the incident: “Now that 
the pattern of action has been 
established, major clients can 
switch or drop agencies without 
giving advance notice.” 

Poor public relations sur- 
rounded McGann’s move, some 
panelists said, because the agency 
“was premature in letting out the 
news which started the whole 
mess.” 

Panelists’ biggest gripe, however, 








“MY BUSINESS has more than doubled 
since we went with Texaco,” says Dealer 
W. L. McCoy, Fort Worth, who has 
been in business for 30 years. “Texaco 
products are well known.” 


Why there’s a solid future with Texaco 


HERE are 6 reasons why Dealers and Distributors grow at 
Texaco: (1) Petroleum products known and accepted by 
car owners in all 48 states. (2) Biggest national advertis- 
ing program. (3) Dramatic point-of-sale promotion mate- 
rial. (4) The only petroleum credit card honored under one 
sign in all 48 states and Canada. (5) The right retailer 
policy ... Texaco doesn’t compete with its Dealers. (6) The 
best opportunity to cash in on “touring” business, because 
Texaco customers at home like to stop at Texaco stations 
when on the road. This means that each Texaco Dealer has 
38,000 other Texaco Dealers helping him. 



































































Ind.; 


NO QUESTION ABOUT IT, Texaco offers a solid 
future to good men. Proof: 20,096 Texaco 
Dealers have been with us 10 years or more, 
and some more than 45 years. 683 Distrib- 
utors have been with us for atleast 20 years 
... Some more than 45 years. 

























THE TEXAS COMPANY 


IF YOU’D LIKE to grow with Texaco get in touch with the Texaco Division Office 
nearest you: Atlanta, Ga.; Boston 16, Mass.; 
Chicago 4, Ill.; Dallas 2, Tex.; Denver 3, Colo.;- Houston 2, Tex.; Indianapolis 1, 
Los Angeles 15, Calif.; 
New York 17, N. Y.; Norfolk 2, Va.; Seattle 1, Wash. 


Minneapolis 3, Minn.; 






Buffalo 9, N.Y.; Butte, Mont.; 


New Orleans 16, La.; 


49 
was McCann’s “shoddy” treatment 





In the opinion of one panelist, 
“McCann is far more guilty than 
Buick because it strung Chrysler 
along until it had Buick in the bag, 
then dismissed Chrysler without 
sufficient warning or cause.” 


In regard to ethics, one adman 
asked “How in hell can you trust 
an agency that sneaks around 
corners to get an account and has 
no qualms about knifing its own 
client in the back?” 


t * * 


Branham in 50th Year 


Branham Co. is celebrating its 
50th anniversary as a national ad- 
vertising sales representative this 
year. 


Founded in 1908 by John M. 
Branham, who established offices 
in New York and Chicago, he 
employed three salesmen. Today 
there are over 65 men in offices 
situated in close proximity to 
every major advertising center. 


Although it represented news- 
papers since its beginning, Bran- 
ham Co. didn’t get into the radio 
field until 1936. In 1947, with the 
advent of television, the company 
enlarged its facilities to include 
that medium. 

Governed by a senior and junior 
board of directors, the company is 
entirely owned by its active em- 
ployes. 


* > > 


Lott Heads Dodge Account 


Doyle W. Lott has been named 
a vice-president of Grant Adver- 
tising, Inc., and account executive 
for the Dodge 
account. Lott had 
served as assist- 
ant Dodge ac- 
count executive 
and director of 
Dodge regional 
account activities. 
He joined Grant 
in 1956. 

Lott served 
from 1947 to 1955 
as director of ad- 
vertising, sales 
Promotion and public relations for 
Reo Motors, Inc. He also was an 
account executive for William Hart 
Adler, Inc., Chicago, and T. W. 
Moss Associates, Inc., Detroit. 





D. W. Lott 


Names 


Appointment of three men to the 
Account Service Group for the 
Buick account has been announced 
by McCann-Erickson, Inc. The 
group head will be Myron C. Mc- 
Donald, a McCann-Erickson vice- 
president since 1951, Two account 
executives, Robert Ellis and 
Thomas Brogan, will assist Mc- 
Donald. 


Arch N. Booth, executive vice- 
president of the Chamber of Com- 
merce of the United States, has an- 
nounced the appointment of Merlin 
E. Johnson, former New York and 
Washington newsman, as editor of 
Washington Report, the Chamber’s 
weekly newsletter. Johnson has 
been associate editor of the publi- 
cation since 1954. 

= z > 


Wilding Picture Productions, 
Inc., Chicago, has appointed Henry 
A. Houston an account executive in 
the company’s Detroit office and 
James W. von Brunn an account 
executive in its New York office. 
Houston formerly was a depart- 
ment head at Wilding-Henderson, 
Inc., in Detroit, a subsidiary of 
Wilding. von Brunn formerly was 
with McCann-Erickson Interna- 
tional. 

7 + - 


David Jenkins, copywriter on the 
Edsel account in Foote, Cone & 
Belding’s Detroit office, has been 
named an account executive in 
charge of sales promotion and col- 
lateral materials for the agency. 
Jenkins joined FC&B a year ago 
as a technical copywriter on the 
Edsel account. 

r 


cd * 


William J. Hampton has been 
appointed advertising manager of 
Chrysler Corp.’s service parts and 
accessories supply division. Hamp- 
ton joined the company in 1952 as 
a staff member of the conference 
of business management. Since 
1957, he has been supervisor of pro- 
motional programs for the service 
parts and accessories supply divi- 
sion. 
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Cessna 


SALES EXECUTIVES 
SALES MANAGERS 


Openings for Sales Managers with successful expe- 
rience in retail and/or distributor-dealer selling. 
Willing to be transferred or travel. 





EXPORT SERVICE MANAGER 


To represent Cessna in the European, African and 
Asian area. 
If you are: 
1. Free to travel. 
Commercial pilot or equivalent. 
Formerly educated for aeronautics. 


Well experienced in the business aircraft 


industry. 
Looking for the opportunity of a lifetime. 


If you are interested in an unlimited opportunity with the world’s largest 
producer of Executive Aircraft, send your resume to the Employment Supervisor, 
Cessna Aircraft Company, 5800 East Pawnee Road, Wichita, Kansas. 


No Phone Calls 








For thickest fog... or blackest night 


now 
you're 

really 

covered | 


LUCAS ELECTRICAL SERVICES, INC. 


a aT. Y AND 


S ANGELES 





NOTICE 


The attention of automobile dealers is called to the fact that this is no 
time to experiment with gimmicks, push-button schemes, and all the 
get-volume ideas that have put us where we are today in the retailing 








business. Dealers must strive for stability so as to give the public con- 
fidence. We are in a position to provide you with time-tested methods 
used by dealers all over the nation, who are operating currently profitable 


dealerships. WRITE US ON YOUR LETTERHEAD FOR COMPLETE INFORMA- 
TION, or tell us what you wish to accomplish. We have immediately 
available, hundreds of plans and suggestions for your requirements. 
AUTOMOTIVE ENTERPRISES, 1100 N. Woodward, Birmingham, Michigan. 





What's New... 





In Parts and Accessory Distribution 


MEW A, NSPA Groups 


Delay Consolidation Talks 


DETROIT.—The meeting of com- 
mittees representing the Motor & 
Equipment Wholesalers Assn. and 
the National Standard Parts Assn., 
which was to have been held Apr. 
10-12 to work out details of the 
consolidation of the two organiza- 
tions, has been put off until June 
due to the difficulty in getting 
enough members of the committee 
together in April. 

Nothing can be done about the 
consolidation until these com- 
mittees meet as a committee of 
the whole. Both groups must de- 
cide the limits of jurisdiction of 
the overall governing committee 
and the status and boundaries of 
each division of the new associa- 
tion. 

In the meantime, it is reliably 
reported that there is a growing 
feeling among wholesalers in par- 
ticular for formation of state and 
regional wholesaler groups or in- 
viting those already in existence to 
join the new setup along NADA 
lines. 

> + = 
Eisbrouch to Direct Sales 


For Cordovan . Associates 


DAYTON, O.—Irve Eisbrouch has 
been named general sales manager 


| of Cordovan Associates, Inc., a tire- 
He will) 


merchandising concern. 


| establish offices here. 
Eisbrouch resigned recently as| 


vice-president and general manager 


|of the Dayton Rubber Co. tire 


division. 
= * * 


Wholesaler Group Names 


Kelly Executive Secretary 


MINNEAPOLIS. —William F. 
Kelly has been appointed executive 





secretary of the Northwest Auto-| 
motive Wholesalers Assn., succeed-| } t 
ing R. F. Longeway jr., who re-| Said, the lighter, more-maneuver- 
signed last December to accept| able spray gun can be used prop- 


a position in Washington, D. C. 

Kelly had long been 
with Nicols, Dean & Gregg, which 
later merged with General Trading 
Co., St. Paul. He retired last year 
from GTC, where he was assistant 
to the secretary, treasurer and 
general manager. 


New Jersey Jobbers 
To Convene May 24 


ATLANTIC CITY.—The New 
Jersey Automotive Jobbers Assn. 
will hold its second annual con- 
vention May 2-4 at the Ambassa- 
dor Hotel here. 

The program will include talks 
by industry leaders, meetings of 
trade and activity committees and 
the election of officers. Also 
scheduled are a luncheon, a ban- 
quet, a dance and activities for 


members’ wives. 
* * = 


MEMA Appoints Delaney 
Chief of Credit Department 


NEW YORK.— Michael F. De-|j 
laney has been named manager of |} 


the Motor & Equipment Manufac- 
turers Assn.’s credit department. 
Fred Hill and Anthony Tirri have 
been named assistant managers. 
Delaney, who joined MEMA 25 
years ago, succeeds Frederic J. 
Lanning, who has been named 
MEMA general manager. Hill 


joined MEMA in 1934 and Tirri in| 


1946. 
a * 


* 
General Tire Outlet Sold 
HOLLYWOOD, Calif.—Burt Die- 
bel General Tire agency has been 
sold to Bob Prettyman, Bernie Mil- 
ligan and Wally Dennis. The new 
firm will be known as Burt Deibel, 
Inc. Prettyman, who has been gen- 
eral manager of the original firm 
for five years, is president. 
7 * + 


New Texas Group Plans 


School for Mechanics 
ODESSA, Tex.—A comprehensive 


training school for mechanics and! 
technicians will be set up at Odessa | 


College by the Automotive & Indus- 
trial Council, which was organized 


here recently. It is hoped that the! 


school will open Sept. 1. 


interest young men in the automo- 
tive and other industrial trades, 
said J. W. Hughes, Shell Oil Co., 
who is president. Auto and truck 
dealers, engine and equipment 
dealers, fleet owners and college 





Cup, Gun Separated— 


DeVilbiss Co. has separated the paint 
|}cup and spray gun in its new auto- 


repainting equipment. The company noted 


| that the remote-cup method permits hold- 


ing the gun at the proper spraying angle 
at all times and eliminates drip from the 
cup on hood, top or rear-deck surfaces. 


DeVilbiss Device 
Separates Gun 
From Paint Cup 


TOLEDO.—DeVilbiss Co. has in- 
troduced new equipment for re- 
painting automobiles and trucks. 

Fundamentally, De Vilbiss en- 
gineers have separated the paint 
cup and the paint gun. 

Freed from the cup, the company 


erly for painting the less-accessible 


identified | parts of the vehicle and, because of | 


pressure-feed control, can do a 


| better overall job with a wider 


variety of paint materials. It also 
eliminates drip from the cup. 

The equipment consists of a P- 
JGA-502-704-FX production-type 
gun, two connecting quarter-inch 
hoses 40 inches long and a two- 
quart PKB-520 cup equipped with 
precision regulator, safety valve, 
atomization air-adjustment valve, 
screw-type relief valve and pressure 
gauge. 


International Silver Adds Firm 


MERIDEN, Conn.— Eyelet Spe- 
cialty Co., Waterbury, maker of 
lipstick cases, closures and electri- 
cal specialties, has been merged 
with International Silver Co., 


| silverware manufacturer. Eyelet is 
an automotive supplier. 


at sh 
Jobber Promotion— 








representatives attended the organ- 
izational meeting. 
* * > 


Another ‘Auto World’ 


CHICAGO.—Noel Goldblatt, 
owner and developer of “Auto 
World,” auto-accessories and sery- 
ice supermarket, is building a sec- 
ond center to combine car washing 
and polishing facilities, service 
station operation and a retail store, 
It is located at 8686 North Ave, 
Leyden Township. Completion is 
scheduled for August. 


* * * 


Tracey Named Distributor 


SOUTH BEND.—Tracey & Co, 
Inc., Portland, Ore., has been ap- 
pointed a central warehouse dis- 
tributor for the automotive lines 
of the Bendix Products division. 
Tracey will represent Bendix Prod- 
ucts in Oregon and parts of Wash- 
ington and Idaho. 


|Bay Petroleum to Market 


Goodrich Products in West 


DENVER.—Under terms of a new 
agreement, Bay Petroleum Corp.’s 
Western division will market B. F. 
Goodrich tires, batteries and ac- 
cessories, according to B. F. Good- 
rich Tire Co. Bay Petroleum is a 
subsidiary of Tennessee Gas Trans- 
mission Co. 

Sales outlets will be 400 jcbbers 
and dealers in Colorado, Wyoming, 
Nebraska, Montana, Arizona, Kan- 
sas, Missouri, Oklahoma, New 
Mexico and Idaho, according to D. 
B. Alsup, Western division sales 
manager of Bay Petroleum. 

> > > 


47 States Represented 


At Pacific Automotive Show 


LOS ANGELES.—South Carolina 
was the only state from which no 
automotive jobber attended the 1958 
Pacific Automotive Show, an ac- 
counting of visiting wholesalers re- 
| veals. 

Even though this show was 
labelled as a “regional,” it took on 
| the flavor of a national show as 
indicated by the high attendance 
of jobbers from the Northeastern 
| States. For instance, six jobbers 
attended from Connecticut, 26 from 
Illinois, eight from Indiana, 10 
| from Michigan, 21 from New York, 
|21 from Ohio, 14 from Pennsyl- 
| Vania, seven from Massachusetts, 
}one from Maine, one from New 
| Hampshire, three from Vermont, 
|} one from Delaware, five from New 


| Jersey, and four from Florida. 
> > > 


Brake Display Offered 

| SOUTH BEND.—A new point-of- 
purchase power brake display pack 
| for use on the sales counter of any 
automotive service outlet is now 
being marketed by the Bendix 
automotive service sales depart- 
ment. 


aD, f 7 L 


These jobber salesmen, pictured with their wives in Miami, won expense-paid trips 


|to Cuba in the “Havana holiday contest" sponsored by Gates Rubber Co., Denver. 


In the back row, from left, are Bob Courtright, Denver; Dave Taylor, Gates merchan- 
dising manager, automotive-hardware sales; Calvin Shank, Akron; Stan Johnson, Gates 
advertising manager, automotive-hardware-export; Richard Fischbach, Ventura, Calif.; 
Walter Knipping, East St. Louis, Iil.; W. L. Federwitz, Mansfield, Wis., and Ed Mohr, 
Bronx, N. Y. Middle row: Aubrey Osborn, Pampa, Tex.; Mrs. Osborn; Mrs. Taylor; Mrs. 
Johnson; Mrs. Shank; Mrs. Fischbach; Mrs. Knipping, and Mrs. Mohr. Front row: Mrs. 
Courtright; Mrs. Federwitz; Robert Nyholm, Milwaukee; Mrs. Nyholm; Mrs. Harvey 





| Seidman, and Harvey Seidman, Watertown, Mass. Francis B. Hammond, Augusta, 3. 


Purpose of the organization is to|is not shown in the picture. 
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Dream car? Perhaps. But dreams in the automotive 
industry are more often ideas that come true. In 
fact, tomorrow's car isn’t as far away as it seems, 
especially when you realize that right now most com- 
panies are hard at work on the 1962 models. To the 
car makers, that’s neither dream nor idle boast. It’s 
a necessary part of competitive industry. 


Of course the entire 1962 automobile isn’t fully com- 
pleted. Its comfort-and-convenience accessories prob- 
ably won't be decided for three years hence. Its 
engine horsepower and interior dimensions aren’t 
firmed-up. But basic styling is close to reality; the 
type of engine it will use is known, and maybe today 
a decision will be made to determine the type of sus- 
pension the car will utilize—air springs, oil reser- 
voirs, cellular foam cushions, or . . .? 


These are decisions being made today and tomorrow, 
but they’re all “subject to change without notice.” 
New materials, new engineering concepts, and chang- 
ing customer preferences—plus the competition's 
innovations—can obsolete any or all of the 62 car's 
features from now to announcement time. 


To forecast a winning combination for the year 1962 
—— close market study and keen observation of 
industry trends. Million-dollar expenditures are based 
on factual information, not “educated guesstimates.” 
That’s why, for 33 years, when the men who make 


The car of tomorrow, as envisioned by stylist Carl Reynolds, Detroit product designer, as re- 
ported in the March 10 issue of AUTOMOTIVE NEWS, would be propelled by ducted fans 
and maintain an altitude of about two feet—but could rise to 100 feet. It would have no wheels 
or springs; could even travel over water. 


Look, No Wheels 


the decisions in the auto industry want to be well 
informed on anything automotive, they turn naturally 
to AUTOMOTIVE NEWS. 


Because it is the Weekly Newspaper of the Industry, 
AUTOMOTIVE NEWS guarantees reliable reader- 
ship—over 44,000 paid circulation. As the best-seller 
in its field, with manufacturer and car dealer alike, it 
goes where your message must be seen to be effective. 
In the factory, subscribers are the top sales, engineer- 
ing, planning and manufacturing executives who 
shape the “dream’’ cars now materializing. In the 
dealership, it’s read by the men who must sell and 
service these cars. These are the men who want to 
know about your products and services—it’s their 


The most influential publication 
in the automotive industry 


gp 


744,900 New Cars Now 2% 


The Newsp@ 


business to know everything automotive; their future 
depends on it. 


Ask your AUTOMOTIVE NEWS Representative 
how others have built their business with continuous 
advertising in AUTOMOTIVE NEWS—advertising 
that really gets results. Call him today. You'll be 
glad you did. 


NEW YORK: Edward Kruspak, Howard E. Bradley, Ray 
Billingham, Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495 


LOS ANGELES: R. H. Deibler, Dunkirk 3-0303 


per of the Industry 


679,900 in °S6 - - - 


Stocks Dip but Top Ye Age _| 
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Dealership Cites Salesmen— 


Ernie Porter, of Ernie Porter Chevrolet, 
Gray (Burgie) Burmeister, have taken a page from the theatrical book to honor top 
salesmen of the dealership. They have come up with “Ernie” and “Burgie’ awards 
as selling counterparts for the famed trophies given actors. The Ernie trophy is for 
the top salesman of the year and the Burgie for the top salesman of each month. 


Shown here with the new trophies are, from left, 


AUTOMOTIVE NEWS, APRIL 21, 1958 





Pasadena, Calif., and his sales manager, 


Porter; Salesman Joe Monisteri 


with the Burgie; Salesman Harry Allerdings with the Ernie, and Burmeister. 





The following tmported-car prices are 
Port of Entry figures at New York, They 
ocean S, exelse tax 
@o not include 
. U. S. trans- 


i 
i 
| 


optional equipment, 

(Copyright, 1958, by Automotive News) 

ALFA ROMEO—Gilulletta—Spider, $3,- 
298; Super Spider, $3,686; Sprint Cpe., 
$3,784; Veloce Cpe., $4,194. 2000 Series— 
4-dr, sed., $4,994; Spider roadster conv., 
cna. cneenet—(rries are F.O.B. | 
Chi )—Competition, $3,995; Bolide, $4,-| 


icago 
245; Deluxe, $4,995. 
ASTON-MARTIN—DB24 Mark III cpe., 
450. 
USTIN—A-35 Deluxe 2-dr. sed., $1,- 
557; A-55 Deluxe 4-dr. sed., $2,214. 
(Heater standard.) 
AUSTIN-HEALEY — conv., $3,087; De- 
luxe conv., $3,389. (Heater d on 


BERKELEY 
in New York ($1,695 in ‘Los ——— 





West 
Coast is principal entry point) 

BMW — Model 502/3.2 — $6,198; Model 
503/8, $9,292. 

BMW ‘A 300— sunroof, $1,048; 
cabriolet, $1,098. BMW (lIsetta) 600—4- 
pass. sed., $1,398. (Heater standard on all 
models. ) 

BORGWARD—Isabelia—2-dr. sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 

; Coupe, $3,750. 


298 (centrifugal clutch), ID-19—4-dr. " sed., 
$2,995 (air suspension). DS-19—4-dr. sed., 
$3,595. (Air suspension, heater, power 
brakes, power steering, sutomatic clutch 
standard on DS-19). 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,-/ 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
530. (Heater standard on all models.) 

FACEL-VEGA — 2-dr. hardtop, cess 

uteo- | 


FIAT—600 Series —Multipla 4-dr._ sed., 
$1,598; 2-dr. sed., $1,298; sunroof conv., 
— 1100 Series —4-dr. sed., $1,683; stat. 

$2,069. 1200 Series—Gran Luce Sed., 
32.278: roadster, $2,498. (Heater standard 
on all ‘models. ) 

FORD (England) — Anglia 2-dr. sed., 
$1,539; Perfect 4-dr. sed., $1,639; Escort 
2-dr. stat. wag., 4 Squire 2-dr. stat. 

Sertes—Consul—4-dr 


wag., $1739. Mark II 
sed., $2,012; comv., $2,351; Zephyr 4-dr. 
ged., $2,193; conv., $2,552; Zodiac—4-dr. 


sed., $2,365; conv., $2,910. 

GOLIATH—11¢0 ‘Series — Standard busi- 
ness oe. $1,995; Custom 2-dr. sed., $2,- 
088.80 5 ne conv., $2,395; Custom 2-dr. 
stat. , $2,287.80; Empress Deluxe 2-dr. 
sed., $2,481.14; Tiger sport cpe., $2,834.98. 
(Heater standard on Empress, Tiger and 
Custom modeis. ) 


HILLMAN—4-dr. Special sed., $1, 699; 
4dr. Deluxe sed., $1,849; conv., $2,099 
2-dr, stat. wag. (Husky), $1,639; ‘ar 
stat. wag. (Minx), $2,299. 


JAGUAR—Mark VIII 4-dr. sed., $5,605 
(overdrive), $5,696 (automatic transmis- 
sion). Liter sed., $4,460 (overdrive), 
sl (automatic transmission). -150 

$4,475; cpe. (automatic transmission), 
$725; conv., $4,595; conv. (automatic 
transmission), $4,845. 

LLOYD — 4-pass. sed., $1,295; 4-pass. 
conv., os 395; 4-pass. stat. wag., st. 345; 


MERCEDES-BENZ—130 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 


Port-of-Entry Prices 
On Imported Cars 





ster, $5,020; 190-SL ecpe., $5,232 
removable hard or soft top, $5,416); 
4-dr sed., $3,823; 220-8 4-dr. 
| conv.. $7, 641; 
hardtop, $10,418; 300-SL. roadster, $10,928; 
300-SO© conv. or roadster, $12,272. (Power 
brakes standard on 219 sed.; 
transmission standard on 300-C sed, and 
300-D hardtop.) 

METROPOLITAN — 2-dr,. hardtop, $1,- 
626.10; conv., $1,650.10, 

MG—MG “A’’—roadster (disk wheels), 
$2,462; roadster (wire wheels), $2,546; 
epe. (disk wheels), $2,695; (wire 
wheels), $2,785. -dr. sed., $2,- 
740. (Heater standard on Magnette.) 

MORRIS—4-dr. sed., $1,794; 4-dr. De- 
luxe sed., $1,860; 2-dr. sed., $1,705; 2-dr. 
Deluxe sed., $1,761; Tourer (conv.), $1,- 
689; Deluxe Tourer (conv.), $1,745; stat. 
wag., $1,912; Deluxe stat. wag., $1,967. 
(Heater standard on Deluxe models.) 

OPEL — Rekord — 2-dr. sed.. $1,957.50. 
Caravan—2-dr. stat. wag., $2,370. (Heater 
standard on both models.) 

PANHARD — 4-dr. sed., $1,995; 4-dr. 
deluxe sed.. $2,195. 

PEUGEOT — 403 — 4-dr. 


$2,175. 

PO — Speedster — 70 horsepower, 
$3,215; 88 horsepower, $3,615; 115-125 
horsepower (Carrera), $5,215. Coupe—70 

Tr, $3,665; 88 horsepower, $4,115; 
115-125 horsepower (Carrera), $5,665. 
Mardtep—70 horsepower, $3,830; 88 horse- 
pees, $4,280; 115 horsepower (Carrera), 


(with 
219 
sed., $4,283; 
300-C 4-dr. sed., $7,- 
300-SL epe., $8,905; 300-D 4-dr. 


sunroof sed., 


sed., $1,345; 
Dauphine 4-dr. a , & 645. (Heater stand- 
ard on both models 

RILEY—1.5 sed., 92,316, (Heater stand- 


ard.) 

ROVER—90 4-dr. sed., $3,295; 1058 4- 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 


(Heater standard on all models.) 


ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $13,250. (Other models are 
custom-built and vary considerably in 
price.) 

SAAB — “93” —2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995. Grante- 
Tismo 750-—2-dr. sed., $2,568. (Heater 


standard on ‘‘93"’ models. ) 

SIMCA—Aronde Series—Intendante, $1,- 
575; Deluxe 4-dr. sed., $1,645; Elysee 4-dr. 
sed., $1,745; Montihery, $1,810; Grand 
Large 2-dr. hardtop, $1,980; Grand Large 
Special, $2,030; Chatelaine 2-dr. stat. wag., 
$1,875; Plein Ciel 3 
Oceane conv., $2,995. 
Trianon 4-dr, sed., $1,999; Versailles 4-dr. 


sed., $2,199. (Heater standard on Plein 
Ciel and Oceane.) 
> —Rapier—2-dr. hardtop, $2,- 
499; conv., $2,649. 
TEMPO — Matador — 12-passenger stat. 
wag., $2,575; 9-pass. stat. wag., $2,495; 
wag., $2,425. (Heater stand- 


6-pass. stat. 
ard 


-) 

TRIUMPH—4-dr. sed., $1,699; 4-dr, stat. 
wag., $1,899. TR-3 (sports cars)—~softtop, 
se 675; hardtop, $2,835. 

AUXHALL — Victor — 4-dr. sed., $1,- 


967.50; 4-dr. 2-seat stat. wag., $2, 370. 
(Heater standard on both models.) 
VOLKSWAGEN —2-dr. sed., $1,545; 2- 


dr. sunroof, $1,625; conv., $2,045; Combi 
stat. wag. (8-pass.), $2,020; deluxe stat. 
wag., $2,120; deluxe camper, $2,737. Kar- 
mann-Ghia—sport cpe., $2,445; conv., $2,- 
725. (Heater standard on all models.) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on both 
models.) 








(Copyright, 1958, by Automotive News) 


BUICK -dr, sed., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr. 2-seat 
stat. wag., $3,145; 4-dr. 2-seat hardtop 
stat. wag., $3,261. Century—4-dr. sed., $3,- 
316; 4-dr, hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr. 2-seat hardtop 
stat. wag., $3.831. Super—4-dr. hardtop, 
$3,789; 2-dr. hardtop, $3,644. Readmaster 75 
—4-dr, hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., $4,680. Limited—4-dr, hardtop, 
$5,112: 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynafiow standard ‘on Cen- 
tury and Super; Flight-pitch Dynflow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 
master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 


CADILLAO — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2-dr. hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr, hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 
Sixty Special—4-dr. hardtop, $6,232. Sertes 
75—8-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 

CHEVROLET — (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 


ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr, util. sed., $2,013. — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 


4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr, hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman. $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631. 


CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 


Color Trend? 


Buick Finds Red, Blue 


Are °58 Favorites 


FLINT.—Blue and red are the 
most popular 1958 car colors, ac- 
cording to a survey by Buick. 


Three shades of blue, two in 
regular lacquer and the third in 
the new lucite paint, were preferred 
by 16.4 percent of Buick buyers. 
Three reds, all standard lacquers, 
were right behind at 15.9 percent. 


White and black, traditionally 
“solid” colors of the industry, 
slipped to 12.1 and 10.5 percent in 
buyer popularity in the Buick 
study. 

The five lucite colors Buick offers 
for 1958 accounted for 20 percent 
of the paint usage, according to the 
survey, with blue and silver mist 
metallic showing the way at 26 and 
24 percent respectively. 


Current Prices on U. S. Cars 


$3,214; 4-dr. 
dr, 3-seat stat. wag., $3,803. 

4-dr, sed., $3,818; 4-dr, hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., ‘$4,868; "4-dr, 3-seat stat. 
wag., $5,083, 300-D—2-dr. hardtop, $5,173; 
conv., $5,603, (TorqueF lite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 


CONTINENTAL—4-dr. sed., $6,072; 4- 
dr, ‘hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbo-Drive, power steer- 
ing, power brakes standard on all models.) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50: 4-dr. 2- 
seat stat. wag., $3,266; 4-dr, 3-seat stat. 
wag., $3,408. Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- 
177.50; conv., $3,488.50. Firefiite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr, 2-seat 
stat. wag., $4,030; 4- dr, 3-seat stat, wag., 
$4,172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFlite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 


DODGE — Coronet Six—4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, 
$2,571.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr, hardtop, $2,764; 
2-dr, hardtop, $2,679; conv., $2,941.50. 
Royal—4-dr. sed., $2,797; 4-dr. hardtop, 
$2,915.25; 2-dr. hardtop, $2,854. Custom 

Royal—4-dr, sed., $3,030; 4-dr. hardtop, 
$3,142; 2-dr, hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr., hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
$2,970.25; 4-dr., 2-seat Sierra, $3,034.75; 
4-dr. 3-seat Sierra, $3,176.25; 4-dr, 2-seat 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus- 
tom Sierra, $3,354.25. 

EDSEL—Ranger—4-cr. 
dr, sed., $2,519; 4-dr. 
2-dr. hardtop, $2,593. Pacer—4-dr. 
$2,735; 4-dr. hardtop, $2,863; 2-dr. 


2-seat stat. wag., $3,616; 4- 
3. Saratoga— 


sed., $2,592; 2- 
hardtop, $2,678; 
sed., 
hard- 


top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr, hardtop, $3,615; 2-dr. hard- 


Station Wagons 


top, $3,535; conv., . 
$2,876. Villager— 


$3,801 
—Roundup— ?2-dr. '2-seat, 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD — (Prices are for six-cylinder 
models. For V-8s add: $107 for station 
wagons, Fairlane sedans and Fairlane 500 
sedans and hardtops; $123 for Fairlane 
hardtops; $137 for Custom 300.) Custom 
300—4-dr. sed., $2,109; 2-dr. sed., $2,055; 
business sed., $1,967. Fairlane—4-dr. sed, 
$2,275; 2-dr. sed.. $2,221; 4-dr. hardtop, 
$2,418.73; 2-dr. hardtop, $2,354.12. Fair- 
lane 500—4-dr. sed., $2,427.72; 2-dr; sed., 
$2,373.72; 4-dr. hardtop, $2,498.72; 2-dr. 
hardtop, $2,434.72; conv., $2,649.88; re- 
tractable hardtop (V-8 standard), §3,- 
162.69. Station Wagons — 2-dr. 2-seat 
Ranch Wagon, $2,396.76; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,503.24; 4-dr. 2-seat 
Ranch Wagon, $2,450.76; 4-dr. 2-seat 
Country Sedan, $2,557.24; 4-dr. 3-seat 
Country Sedan, $2,664.24; 4-dr.. 3-seat 
Country Squire, $2,793.90. Thunderbird — 
2-dr. hardtop (4-passenger), $3,630.85 (V-8 





standard). 
IMPERIAL — Imperial —4-dr. sed., $4,- 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop. 


$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, $5,632; 2-dr. $5,388 ; 
conv., $5,758.50. LeBaron—4-dr. sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Flite, power steering, power brakes stand- 
ard on all models.) 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
| $5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 








power steering, power brakes standard on 
all models.) 


MERCURY—Medalist—4-dr. sed., $2,617; 


2-dr, sed., $2,547. Monterey—4-dr, seq,’ 

$2,721; 2-dr. sed., $2,652; 4-dr, har: op, 
$2,840; 2-dr. hardtop, $2,769; conv., & = 
081. Montelair—4-dr.' sed., $3,236; 4-dr, 
hardtop, $3,365; 2-dr. hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser s-dr. 
hardtop, $3,577; Turnpike Cruiser 2-dr, 
hardtop, $3,498. Park Lane—4-dr. hard. 
top, $3,944; 2-dr. hardtop, $3,867; conv., 


$4,118. Station Wagons—2-dr. 2-seat Com- 
muter, $3,035; 4-dr. 2-seat Commuter, 
$3, 105; 4-dr, 3-seat Commuter, $3,201; 2-dr, 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr. 2-seat Colony Park, 
$3,775. (Multi-Drive Merc-O-Matic, power 
steering, power brakes standard on Park 
Lane; Mere-O-Matic standard on Montclair, 
Voyager and Colony Park.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; conv., $3,- 
221; 4-dr. 2-seat stat. wag., ‘$3,284: ’ 4-dr, 
2-seat hardtop stat. wag., $3,395. Super BR 
—4-dr, sed., $3,112; 4-dr. hardtop, $3,339; 
2-dr, hardtop, $3,262; conv., $3,529; 4-dr. 
2-seat hardtop stat. wag., $3,623. Series 98 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 
2-dr, hardtop, $4,020; conv., $4,300. Jet- 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 


PACKARD — 4-dr. sed., $3,212; 2-dr, 
hardtop, $3,262; 4-dr. 2-seat stat. wag, 
$3,384. Hawk— 2-dr. hardtop, $3,995, 


(Flightomatic and power brakes are stand. 
ard on all models.) 

PLYMOUTH—(Prices are for six-cylinder 
nodels. For V-8s, add $107.) Piaza—4-dr, 
sed., $2,169; 2-dr. sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4- dr. sed., $2,304.75; 2. 
ur. sed., $2,254.25; 4-dr. " hardtop, $2,- 
399.50; 2-dr. hardtop, $2,328.50, Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
4-dr. hardtop, $2,527.50; 2-dr. hardtop, §2,- 
456.50; conv. (V-8 std.), $2,762. Fury— 
2-dr. hardtop (V-8 std.), $3,066.50. St 
tion Wagons (Suburbans)-—-2-dr. 2-seat De- 
tuxe, $2,431.50; 4-dr. 2-seat Deluxe, §2, 
485.50; 2-dr. 2-seat Custom, $2,553.25; 
4-dr. 2-seat Custom, $2,607; 4-dr. 3-seat 
Custom, $2,747; 4-dr. 2-seat Sport, §2,- 
759.75; 4-dr. 3-seat Sport, $2,899.75. 

PONTIAC—Chieftain—4-dr, sed., $2,638; 
2-dr. sed., §2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr. 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat 
wag., $3,088. Super Chief—4-dr, sed., $2, 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Chief—4-dr. sed., $3,071; 4- 
dr. hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr. 2-seat stat. wag., $3,350. Bonneville 
—2-dr. hardtop, $3,481; conv., $3,586. 

RAMBLER — American — Deluxe 2-dr. 


sed., $1,789; Super 2-dr. sed., $1,874 
Deluxe Six—4-dr. sed., $2,047. Super Six— 
4-dr, sed., $2,212; 4-dr. hardtop, $2,287; 
4-dr. 2-seat stat. wag., $2,506. Custom Six 
—4-dr. sed., 327; 4-dr. 2-seat stat. 
wag., $2,621. Rebel V-8—Super — 4-dr. 
sed., $2,342; 4-dr. 2-seat stat. wag., $2, 


636. Custom — 4-dr. sed., $2,457; 4-dr. 
hardtop, $2,532; 4-dr. 2-seat stat. wag., 
$2,751. Ambassador — Super — 4-dr. sed., 


$2,587; 4-dr. 2-seat stat. wag., $2,881. Cus- 
tom—4-dr. sed., $2,732; 4-dr, hardtop, $2,- 
822; 4-dr. 2-seat stat. wag., $3.026; 4-dr. 
2-seat hardtop stat. wag., $3,116. 
STUDEBAKER—Scotsman 6—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat. 
wag., $2,055. C 6 —4-dr. sed, 
$2,253; 2-dr. sed., $2,189. Commander V-8 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat Provincial stat. wag., $2,644. 
President V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; ‘Golden Hawk V-8 2-dr. hardtop, 
$3,282. (Overdrive standard on Golden 
Hawk. Heater standard on Scotsman.) 


New Commercial Car Registrations, 
8 States for March, 1958-1957 
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— by « are 





















































released weekly, as 
by &. Lb. Polk Misc 
state capitals. P 

Idaho ‘Ss | 150) ! 32 117 E 4 50 | 4 2) 24) 30) oO 
52) | 167| 1} 50) 164 60 60 | 8 2) 23) 1} 537 
Ilinois ‘se 779 ca] 181) 678 179) 455 53 15 #9) 67| 2543 
‘57 | 1043) x) 173) 995 228) 523 48 4) 68 | 52 48; 3256 
Nebraska ‘SB, 322) 14) 2 202 56) 121 5 5 7| 31 7% 
$7) | 231} 5 14 193 55) 71 2 4 it} 8 3| om 

North Carolina ‘58) | 421) it} 77\ 3% 133) 147) 21 5 33 23 
57) 1059) 3} 65; 692 101 | 147) 72 17| 31 18 oe m8 
South Carolina ‘58 223) 33) 157) 4 62 17 4) 2 6) i} 552 
‘57| 227| 31} 255 40 50 5 2 9 5| 6% 
Utah ‘58) | 101) 3 4! 93 | 2 Pr an 5 2 3 12 15) 358 
‘57| on) 7 38 191 43 2 10 3 20 13) 565 
Virginia ‘58) | 293 | 5 47 238 51 113) 13 8 | 1 26) 862 
‘57)| 474) | 67 447 87 139 32 9 48 14| 1356 
Wyoming 58] 100! 1 18 79 23 46 2| 4 6; 2; 27 
‘57) | 149) | 9 91) 33 os 7 7| 1} 18) 2) 363 
8 States Reported ‘s8| | 2389) 6 457 1960 wilt 117 47 131 208 | 186; 7155 
To Date for February ‘57 | 3538) 5! 447 3028 654 1079 169 9 158 196} 99| 9518 
Year to ‘5B) 113) 36923) 513 62796| 20671; 8128) 14954 1643) 7 1840| 2910|  4007| 108659 
Date ‘57| 88| 47127) 612| 7648| 34568) 1C930} 15387) 2051 1387} 2569| 3871| 2368) 128626 


"The information contained in this report 


has been compiled from official 


state documents. 





Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R, L. Polk & Co. 


cannot assume any liability by reason of inaccuracies or omissions."—R. 


L. Polk & 


La yng Car Registrations, One State for March, 1958-1957 





North Carolina 3 
One State | 
For March 7 
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The 1951 figures for Nash and Hudson are included in the Rambler total. The 1987 figures for Continental are included in the Lincoln total 
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Used-Car Notes 





BAKERSFIELD, Calif. — Valley 
Auto Sales was accepted into mem- | 
bership at the March meeting of | 
the Kern County Used-Car Dealers | 
Assn. Ed Hefferman, Tom Crabtree | 
and Doug Lingo are partners in 
the firm. 

Speakers included S. B. Gill and 
Cc. H. Huston, California member- 
ship director from NIADA, who 
discussed benefits of membership} 
in the organization. 

= * + 
Import U. C. Lot Opens 

ALBANY, Calif—E. E. Wood, 
owner of Woody’s Used Cars, 952 
San Pablo Ave., has opened a 
second lot across the street for 


foreign used cars. 
> - + 





| 





U. C. Dealer Leases Lot 


PHILADELPHIA. — Edward M. | 
Huganir has leased a 200-by-100- 
foot tract for the sale of new and 
used cars. The property adjoins a 
proposed shopping center on Germ- 
antown and DeKalb pikes. 

cad * * 


McDaniel Motors Opens Lot 


Across South Carolina Line 


WASHINGTON, Ga.— McDaniel 
Motors has opened a used-car lot! 
across the state line near Madoc, 
§.C. 

J. R. Johnson, vice-president, 
said some new cars will also be 
sold. The lot will be managed by 
Horace Newsome, assisted by 
Joseph L. Roberts. 

= - > 
Automotive Men Honor 


Gorson as Humanitarian 


PHILADELPHIA.—Cyrus S. Gor- 
son, president of the Philadelphia 
Auto Finance Assn. and former 
president of the Philadelphia Used 
Car Dealers Assn., was honored by 
the automotive divisions of the 
1958 AJA campaign. 

He was given a plaque in recog- 
nition of his “20 years of devotion 
to humanitarian service and leader- 


ship in business endeavors.” | 
> + = 


Schuyler Elected 
MIAMI.—James C. Schuyler has! 


been elected president of the 
Miami Independent Automobile 
Dealers Assn., succeeding Buddy 


Tyler who has retired from the 
used-car business. Other officers 
are Oscar Molho, vice-president, 
and Russ Lipsitz, secretary. 

7 = ” 


Briscoe Opens New Lot 
ATLANTA. — Jack Briscoe, who 
has been in the used-car business 
in Atlanta since 1940, has opened 
a new lot at 3153 Peachtree Rd., 
in the Buckhead area. He is the 
only independent used-car dealer} 


in that section. 
= > 7 


Topeka Lots Must Pay 


$50 a Year for License 

TOPEKA, Kans.—Used-car deal- 
ers have been informed that they 
must pay annual license fees of 
$50 under the City’s new license 
ordinance. Used-car lots are among 
ll business enterprises for which 
annual city licenses will be required 
this year. 

Parking lots also must be li- 








Texas Dealers 
Urge Reduction 


In Auto Excise 


AUSTIN, Tex. — Texas new-car 
dealers have called on their repre- 
sentatives in Congress for a reduc- 
tion of the excise tax on automo- 
tive products at special meetings 
called by the Texas Automotive 
Dealers Assn. 

They said the reduction was 
needed in “a period of severe eco- 
nomic slump” and promised to pass 
any saving on to consumers “in an 
effort to encourage normal pur- 
chasing.” 

In telegrams to the Congress- 
Men, the dealers urged that any 
reduction be made retroactive to 
March 1 and that it be impressed 
On the public that the action will 
be retroactive, lest any delay on 
the proposal lead buyers to post- 
Pone purchasing. 

TADA President Sam H. White 
urged dealers at the meetings to 
Sell vigorously to help maintain the 
economy. 


censed. Fees range from $10 an- 
nually for lots parking fewer than 
20 cars to $25 for those handling 


more than 100. 
= + > 


Auto Swindle Thwarted 


By U. C. Dealer in Oregon 


PORTLAND, Ore.—An alert 
used-car dealer prevented a phony 
car buyer from swindling an owner 
who advertised his auto for sale, 
Portland police said. 

A man representing himself as 





AUTOMOTIVE NEWS, APRIL 21, 


a Seattle auto buyer gave Vincent 
| A. Peterson a bogus check for the 
| car and then tried to sell it to 
| Miller’s Used Cars, police said. Jim 
| Miller, the owner, called Peterson 
when he noticed that the car was 
still in the latter’s name, police 
said. The phony buyer vanished 
while Miller was making the call. 
* * = 


| NIADA’s Eva Mosley Quits 


As Executive Secretary 


WASHINGTON .—Eva I. Mosley 
has resigned as executive secretary 
of the National Independent Auto- 
mobile Dealers Assn. She had held 
the job since 1955. 


Miss Mosley, who joined the 
group in Detroit when it was 
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Bright reflection shows excellent color 
holdout of Du Pont Hi-Speed Primer-Surfacer 





| Dealers Assn. 


1958 


known as the National Used Car 
Dealers Assn., said her future plans 
were not definite. 

+ * * 


Gudgel Opens New Lot 


BURBANK, Calif—Tom Gudgel 
has opened a used-car lot at 100 N. 
Hollywood Way, Burbank, The lot 


|has frontage on three streets. 
| Gudgel has another lot in Burbank. 


Gilbert Heads Dealers 


WOONSOCKET, R. I. — James 
Gilbert has been elected president 
of the Woonsocket Automobile 
Also chosen were 
Hermand Dumais, vice-president; 
Lawrence Groleau, treasurer, and 
James Plunkett, secretary. 


aap 


53 


Chrysler Is Sued 
For $2 Million 


DETROIT.— Chrysler Corp. has 
been sued for $2,431,758 in connec- 
tion with the construction of its 
stamping plant in Twinsburg, O., in 
1956. 

The suit was filed in Federal 
Court here by H. K. Ferguson Co., 
Cleveland contractors. 


Ferguson claimed that it had 
| been forced to go to additional ex- 
| pense on its part of the project due 
to failure of Chrysler to meet con- 
ditions in the construction con- 
tract. 





“Hungry” reflection shows poor color 
holdout, requires extra compounding. 





Reflection test shows how primer-surfacer 
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BETTER THINGS FOR BETTER 
THROUGH CHEMISTRY 









saves on compounding 


e To cut down on compounding time test your primer-surfacer for color hold- 
out. Notice how color over Du Pont Hi-Speed Lacquer-Type Primer-Surfacer 
has a uniformly high gloss—no sinking in, no “hungry” spots. This beautiful 


color holdout is one of your greatest economies with Hi-Speed Primer-Surfacer. 
You get a high gloss with less rubbing. And you save four other ways, too. 
Hi-Speed Primer-Surfacer goes on fast, fills fast, dries fast, sands fast. It gives 
you the finest balance of money-saving features in any primer-surfacer. Yet, 
because it reduces up to 2 to 1, it actually costs less than many so-called “bar- 
gain”’ primers. Ask for Du Pont Hi-Speed Lacquer-Type Primer-Surfacer. 


HI-SPEED PRIMER-SURFACER 


LIVING 


(Lacquer-Type) 


DU PONT REFINISHING MATERIALS 
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Used-Car Auction Prices 





(Continued from Page 47) 


"56 (98) Hardtop, 
Super Hardtop 


$1,670° 
$1,585° 


(88) 
(88) 


(ps); 
(ps) ; 


Hardtop, $1,545*; 4-dr. sedan, $1,395*, 


$1,350*° (ps). 


’55 (88) Super conv., $1,310* (ps); (98) 


Hardtop, $1,290* (ps); (88) 2-dr., $1,- 
250° (ps). 
"64 (88) Super conv., $1,060* (ps); 
Hardtop, $950*. 
‘53 Hardtop, $590*; 4-dr., $550° (ps), 
$500* (ps). 
PLYMOUTH—’57 Belvedere 4-dr., Hard- 
top, $1,860°. 
"56 4-dr. station wagon, $1,380*. 
"66 Belvedere 4-dr., $795°; 2-dr., $805; 
Savoy 4-dr., $790; 2-dr., $785. 
"53 4-dr. $290. 
PONTIAC—’57 Safari station wagon, §$2,- 
130*; Chieftain 4-dr.. $1,620*. 
64 Chieftain 4-dr., $575°*. 


"63 station wagon, $595; 2-d 
RAMBLER—’52 2-dr., $250. 
STU DEBAKER- 


$1,430. 
"56 Volkswagen 2-dr., $1,270. 


’54 Commander 2-dr. sta- 
tion wagon, $775*; Champion 2-dr., 
* 


$450°. 
MISCELLANEOUS—'57 Volkswagen 2-dr.. 


r., $190°. 





"55 Ford %-ton pickup, $825; %-ton| 
pickup, $765. 

"49 Chevrolet pickup, $190. | 

WAREHOUSE POINT, CONN. 

Southern Auto Sales, Inc. Sale every | 

Wednesday. Prices are for sale of Apr. 9. | 





With retail business on the increase, | 
the consignment of cars entered increased | 


COMING... . 


also, Prices a shade off on older models, 


but holding firm and strong on clean 

cars. 

BUICK—’57 Special 4-dr. Hardtop, $1,- 
700* (ps). 


"56 Century 4-dr. Hardtop, $1,375* (ps); 
Special 4-dr., $1,130*. 

"55 Super Hardtop, $1,150*; 
Hardtop, $1,130*, $1,030°*. 
’54 Super Hardtop, $760* (ps). 
"63 RM 2-dr., $165* (ps). 

’52 Super 4-dr., $210*. 
"51 2-dr., $200*. 


Special 


CADILLAC—’56 (62) coupe de Ville, $2,- 
680° (ps). 
"54 (60) 4-dr., $1,635* (ps). 


CHEVROLET—'57 Two-ten (8) 
tion wagon, $1,625*; 4-dr., 
$1,625* (ps); Two-ten (6) 2-dr., $1,- 
250, $1,225, $1,200. 

"56 Bel Air Hardtop, $1,375*; Two-ten 
station wagon, $1,275*, $1,075*, $1.- 
030, $935, $925, $875, $870; 2-dr., $865, 
$840; One-fifty 2-dr., $835, $790, $750, 
$500. 

‘55 Bel Air Hardtop, $1,040*, $975; Two- 
ten 2-dr., $965*, $890, $750. 

'54 Two-ten station wagon, $820*. 
2-dr., $475; Bel Air 4-dr., 
fifty station wagon, $540. 

"53 Bel Air conv., $455; Two-ten 4-dr., 
$450, $320; coupe, $420, $415, $400, 
$395°; 2-dr.. $370. 

"52 Hardtop, $365, $350, $235°*, $150°. 


4-dr. sta- 
Hardtop, 


$690; 
$625; One- 


CHRYSLER—’56 ‘‘300"' Hardtop, $1,700° | 


(ps). 
"53 Windsor 4-dr., $310°; NY club coupe, 
$210°. 





PACKARD—'53 4-dr., 





DeSOTO—’55 Fairlane (8) 2-dr., $1,010*. 
’53 Fairlane (8) 4-dr., $300*, $245°*. 
*52 Custom 2-dr., $190*. 

’51 Custom Sportsman, $180°*. 

DODGE—’56 Custom Royal Lancer Hard- 

top, $1,375* (ps); Coronet 2-dr., $1,- 
240°. 
55 Royal 4-dr., $810* (ps). 
54 Meadowbrook 4-dr., $445, $400. 
53 Meadowbrook 4-dr., $125. 
FORD—’58 Custom 300 2-dr., $1,875* (ps). 


’57 Fairlane (8) Victoria, $1,605° (ps); | 
4-dr., $1,445*, $1,400*; Custom (8) | 
Ranch Wagon, §$1,575*; Custom 300 
2-dr., $1,140. 

‘56 Fairlane conv., $1,205*, $1,080*; 
Custom (8) 4-dr., $890*, 2 at $850*, 
$725°. 

55 Custom Ranch Wagon, $910, $825°, | 


$650*, $630; Main (6) 2-dr., $560. 


’54 Custom station wagon, $650; Main 
2-dr., $450, $265. 
"53 station wagon, $550*, $510*; 4-dr., | 


$430, $320; Main 4-dr., $305. 





*51 station wagon, $240; 4-dr., $115. 
HUDSON—’53 Hornet 4-dr., $190*. | 
IMPERIAL—’53 4-dr., $280*. | 
MERCURY—’56 Monterey 2-dr. Hardtop, | 

$1,335*, $1,285* (ps), $1,250*. 

"55 Monterey 2-dr., $880*, $800*; Cus- 


tom 4-dr., $735. 
"54 Monterey 4-dr., $550; Custom 2-dr,, | 
$535. 
"53 station wagon, $430*, $275*. 
"50 Custom 2-dr., $125. 
NASH—’55 Statesman Hardtop, $875*. 
"54 Statesman 4-dr., $415. 
OLDSMOBILE — '56 (88) 4-dr. 
$1,480°; (98) 4-dr., $1,200°. 
"55 (88) 2-dr., $850*, $650° 


Hardtop, 


"54 (98) Hardtop, $1,010%; (88) 2-dr., 
$785*, $560°. 

"53 (98) Hardtop, $490* (ps); (88) 2-dr., 
$335°*. 


"52 2-dr., $275*. 

"50 4-dr., $100°. 

$305. 

PLYMOUTH — ‘57 Savoy 2-dr. 
$1,585*. 


Hardtop, 





APRIL 28th | 
Automotiue News 


ALMANAC 
for 1958 


EXTRA COPIES AVAILABLE 


Order one for 


your: 


®@ Sales Department 


® Service and Parts Department 


®@ Engineering Staff 


® Library 


cone ene 


ae 


Supply Limited—Order Today 


$2.50 PER COPY 


Automotive News 


2666 PENOBSCOT BLDG., DETROIT 26, MICH. 


$920°. 


°56 Savoy 2-dr., 
$690°. 


’55 Belvedere 2-dr., 

’53 2-dr., $280. 

'52 4-dr., $250, $190; Suburban, $200. 

’51 2-dr., $185, $180. 
PONTIAC — '56 Chieftain 4-dr., 

(ps), $1,080*, 

’53 Chieftain 4-dr., $380°*. 

’52 4-dr., $265*, $220°. 

'51 coupe, $130*. 
RAMBLER—’51 station wagon, $225, $175. 


$1,150*° 


STUDEBAKER—’54 station wagon, $525, 
$450. 
’53 2-dr., $345, $210. 
MISCELLANEOUS — ’57 Chevrolet %-ton 
pickup, $970. 
56 Borgward station wagon, $1,300; 
Volkswagen bus, $1,125. | 


’55 Ford %-ton pickup, $600. 

’53 Ford %-ton pickup, $180; Henry J 
_2-dr., $105. 

’51 GMC 1-ton, $200. 

’47 Studebaker 1%-ton Dump, $160. 


EBENSBURG, PA. 


Ebensburg Auto Auction, Sale every 
Thursday. Prices are for sale of Apr. 10. 

More than 90 percent of the offerings 
were sold again at today’s sale. 


BUICK—’'56 Special 4-dr., $1,275*. 
’53 RM 4-dr., $320*° (ps). 
CADILLAC—’'56 (62) 4-dr., $2,275* (ps). 


'55 (60) 4-dr., $1,780* (ps). 
’54 (62) conv., $1,360* (ps). 


CHEVROLET—’56 Two-ten (8) 4-dr., $1,- 
095, $1,050; 2-dr., $1,035. 
53 Two-ten 4-dr., $450, $325; 2-dr., 


$425; Bel Air 4-dr., $435; 2-dr., $435°; 
station wagon, $425. 


’52 4-dr., $285*. 
’51 4-dr., $290; 2-dr., $200°, $130°; 
coupe, $215*. 
’50 coupe, $215. 
CHRYSLER—'55 Windsor 4-dr., $860*. 
DeSOTO—’53 Firedome club coupe, $300*. 
’52 Firedome 2-dr., $205*° (ps). 
DODGE—’'54 Royal (8) 4-dr., $450*. 
’52 Coronet 4-dr., $140°. 
FORD—’55 Fairlane (8) Victoria, $1,150* 


(ps); 4-dr., $880*, $670°; station wag- 
on, $950; Main 4-dr., $610. 

’53 Custom (8) 2-dr., $320; Main (6) 
4-dr., $315. 

"52 Custom 2-dr., $230. 

"51 2-dr., $260°, $155, $115. 


HUDSON—'53 Hornet 2-dr., $270°*. 
MERCURY —'55 Monterey Hardtop, $1,- 
050°. 
"54 4-dr., $500. 
NASH—’50 conv., $175, $155. 
OLDSMOBILE—’'55 (88) 2-dr., $950°. 
"51 (88) 4-dr., $125°. 
PLYMOUTH—'56 Plaza (6) 4-dr., $845; 
Savoy (8) 2-dr., $800. 
'55 Savoy (8) 2-dr., $630. 
"54 Savoy 2-dr., $495. 
‘53 Cranbrook 2-dr., $300*. 
"52 2-dr., $300. 
PONTIAC—'55 Star Chief 4-dr., $780°. 
'54 Star Chief 4-dr., $620° (ps). 
RAMBLER—’51 station wagon, $125. 
MISCELLANEOUS — ‘52 Chevrolet 1-ton 
truck, $305, $240. 
"49 International i-ton truck, $240. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
Apr. 7. 

This is the sixth week of a series 
gaining as my auction embarked on the 
second quarter of 1958 in an all day cold 

spring rain. There was no drastic change 
in the complexion of the market, except 
prices were generally higher in today’s 
trading. Sold 159 cars from 195 con- 


signments. 
BUICK—'57 Century 4-dr., $1,825*; Spe- 
cial 4-dr., $1,700°. 


56 Special Riviera, $1,525°; 4-dr., $1,- 
475°; Super Riviera, $1,400° (ps); 4- 
dr., $1,285°. 

"55 Century Riviera, $1,135*; Special 
Riviera, $1,130°, $950°; RM 2-dr., | 
$985°. 


"54 Super Riviera, $715* (ps); RM Rivi- 


era, $670°; Special 4-dr., $600. 
"53 Special 4-dr., $490, $240. 
"51 Super conv., $110*. 
CADILLAC—'58 (62) 4-dr., $4,500* 
"57 Eldorado coupe, $4,000° (ps); 
coupe, $3,400° (ps) 


"54 coupe de Ville, $1,760° (ps); (62)/ 
4-dr., $1,310° (ps). 

CHEVROLET—'58 Brookwood station| 
wagon, $2,540° (ps); Impala (8) 
coupe, $2,500°. | 

"57 Bel Air (8) 4-dr., $1,700°, $1,650°| 
(ps), $1,550, $1,500; Bel Air (6) 4-| 


dr., $1,350; Two-ten (8) Hardtop, $1,- 
635° (ps); 2-dr., $1,350° (ps), $1,250. 
"56 Bel Air (8) 4-dr., $1,375*, $1,325*° 


(ps), $1,310° (ps); 4-dr., station wag- | 


on, $1,420°; Two-ten (8) 4-dr., $1,130°, 
$1,025; Two-ten (6) 4-dr., 3 at $945, 
$935, $925; 2-dr., $930, $920, $900. 


"55 Bel Air coupe, $1,200*, $1,130°; 4- 
dr., $1,010*%; Two-ten 2-dr., $825; 4- 
dr., $800, $530. 

"54 Bel Air 2-dr., $730*%; coupe, $720; 
4-dr., $700*%; Two-ten Delray, $710: 
2-dr., $585, $480. 

"53 Bel Air 4-dr., $500, $490, $360°; 2- 
dr., $430; Two-ten 4-dr., $420. 

"52 2-dr., $330. 

"51 4-dr., $285*, $160; conv., $105. 

CONTINENTAL—’'58 Sport coupe, $4,500* 
(ps). 
DeSOTO—’57 Fireflite 4-dr., $2,100* (ps). 

"55 Firedome 4-dr., $810°*. 

"54 Firedome 2-dr., $525* (ps); Power- 


master 4-dr., 2 at $410*, 
‘53 station wagon, $625; Custom 4-dr., 
$195°*. 
*52 4-dr., $130°, 
DODGE—'57 Royal Sport coupe, $1,750*. 
“53 Coronet 4-dr., $335*, $330*, $325, 
$210*. 
FORD—’'58 Fairlane Victoria, $2,400* (ps); 
Country sedan, $2,380*, 
’57 Fairlane (8) Victoria, $1,790*; Coun- 
try sedan, $1,735* (ps); Custom (8) 
Fore. $1,320*; Custom (6) 2-dr., $1,- 


*56 Fairlane Victoria, $1,365*; conv., 
$1,000; 2-dr.. $950; Country sedan, 
$1,350*; Custom Victoria, $1,240*; 
Ranch Wagon; $1,160. 

’55 Fairlane 4-dr., $1,000; Town sedan, 
$990*; 2-dr., $890*; conv., $850*; Cus- 
tom Ranch Wagon, $1,080*; 4-dr., 
$830, $725; 2-dr., $700, $600. 

’54 Country sedan, $750*, $670; Crest 
4-dr., $500; Ranch Wagon, $600. 
’53 station wagon, $680*; Victoria, $525*, 

$460*; 2-dr., $385, $360°; 4-dr., $425. 

’51 coupe, $160. 

HUDSON—’54 Hornet 4-dr., $385*, 

"51 Hornet 4-dr., $110*. 

LINCOLN — '56 Premiere coupe, $1,700* 


(ps). 
MERCURY—'55 Monterey 4-dr., $650*. 
"54 Monterey station wagon, $890* (ps); 
4-dr., $710* (ps), 
"53 Monterey 2-dr., $500*; Custom 4-dr., 
$390° 


(Continued on Page 55, Col. 2) 


(ps). | 
(62) | 
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Dealers- 


Salesmanagers 


Things are rough right now 
—We can't solve all your 
problems but guarantee we 
can help you. 


This Collins New and Used Car Vis-U- 
Lizer is a tried and proven practical 
in thousands of Deocler- 
twenty-five 


device used 
ships, 
years. 


some as long as 





1 Ce 
25. 
6 or 





\J = 


Answers all questions instantly 
at a glance. 


Let us send you complete information. 
Guaranteed to pay for 
times over in first few days’ opera- 


itself mony 


tion. Inexpensive and easy to main- 
tain. 





Collins Sales 
Engineering Co. 


Dept. F 
13975 Hubbell Ave. Detroit 27, Mich. 











FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 
@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cers Are Located 
In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 











NEW 
1958 
PENNANT 
CATALOG 


New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrlo products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 












Car Worth? 


“THE RIGHT PRICE 
IS IN ICE" 





— —————— EE 
What is That Foreign 


w 

wi 32 Actively 

e Traded Makes 
Listed 

U. 

cal 

er- 

ve Now Being 
Used by 


and Financial 
Institutions 





SUBSCRIBE NOW 
SUBSCRIPTION RATES PER YEAR 


BBO RY cccecccceccesecccccsessccsccscssccces be 
2-5 ...-..0000 





Leading Banks 


6 or More .................--.....--$ 8.50 ea. 


PUBLISHED BI-MONTHLY 


IMPORTED CAR 
EVALUATIONS 


7.0. Box 724 San Francisco |, Cali 





" Presented 
with Pride. oe t 


by more thon 
4000 New Cor Dealers 


FULL 


COLOR 


BUSINESS CARDS 
by UTLEY BROTHERS, Inc. 


BUICK 
CHEVROLET 
CHRYSLER 
DeSOTO 
Cords ore now DODGE 
Available to the EDSEL 

FORD 
deolers listed— OLDSMOBILE 

PLYMOUTH 

PONTIAC 


Write today for Free Sample Folder 
UTLEY BROTHERS, Inc. 


These Colorful 





17631 FER © Phone FOrest 6-9799 
DETROIT 12, MICHIGAN 
IMPRESSIVE — ECONOMICAL — COLORFUL 








AUTOMOBILE 


DEALER 


TELLS HOW TO 
OPERATE PROFITABLY 
INA 
BUYER’S MARKET! 


This new book is already hailed as 
the “bible” of its field! Required 
reading for every automobile dealer 
and salesman. Written by Martin H. 
Bury, whocreated one of the nation’s 
most successful dealerships. Covers 
new and used car display and sales; 
service and parts departments ; com- 
pensation and incentive plans; 
financing, car rentals, advertising, 
accounting methods .. . the works. 
Use coupon to order now. If, after 
10 days, you do not want to keep this 
remarkable book on your shelf for 
Permanent reference, return it and 
we will refund your money! Mail 
that coupon now, while you’re think- 
ing of it! 


PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


Send___co i “ 
Automobile py (copies) of now book, “The 


© | enclose check covering books at $5.20 each 
postage. 





C) Send books C.0.D., plus 
Name 


-_-_———————— 





City 
Zone__ State 





L 


f. 
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AUTOMOTIVE NEWS, APRIL 21, 1958 


Holiday, $1,180* (ps), $1,160* (ps). "48 Dodge %-ton utility, $385. 
'54 (98) Holiday, $900*° (ps). | °'46 International pickup, $105. 
’50 sedan, $255°. '44..Willys Jeep, $225. 


Used-Car Auction Prices _ ||rsccanecsc, 2 ne. cache 





NASH—’55 Statesman 2-dr., $650*. 
7 atesman 2-dr., $370°*. 
OLDSMOBILE — '56 (88) Super Holiday, 
$1,450* (ps); (88) conv., $1,435°*; 4- 
dr., $1,380* (ps); (98) Holiday, $1,- 
425° (ps). 
1s (88) Benet conv., $1,125* (ps); (98) 
4-dr., $1,030°. 
*54 (98) 4-dr., $970° (ps). 
°53 (88) Super 4-dr., $495°. 
*49 4-dr., $100°. 
PACKARD— 54 4-dr., $400°. . 
PLYMOUTH—’56 Belvedere 4-dr., $1,200°; 
station .wagon, $1,200*; Savoy 4-dr., 
$1,100*; 2-dr., $910. 
°55 Belvedere conv., $1,000° (ps); Savoy 
4-dr., $745*; 2-dr., $650. 
°54 Belvedere coupe, $590°; Plaza 2-dr., 
$410*. 
’53 station wagon, $400, $310. 
PONTIAC—’56 Safari station wagon, $1,- 
460* (ps). 

"55 Star’ Chief Catalina, $1,205* (ps); 
Chieftain 2-dr., $770*; 4-dr., $730*. 
RAMBLER—’56 4-dr. station wagon, $1,- 

* 


090°. 
STUDEBAKER — ’54 Land Cruiser 4-dr., 
$320°. 
*53 Champion 2-dr., $160. 
MISCELLA NEOUS—’57 Isetta coupe, $530. 
’54 Chevrolet %-ton pickup, $475. 
49 Dodge %-ton pickup, $230. 


LOS ANGELES 


Harold Henry’s Los Angeles Auto Auc- 
|tion. Sale every Tuesday. Prices are for) 
sale of Apr. 8. 
BUICK—’'58 Special 2-dr., $2,215°*. 

’57 Century station wagon, $2,345°; | 


’57 Fury coupe, $2,330* (ps); Suburban,| Greater Chicago Auto Auction, Sale 


$1,850*; Belvedere coupe, $1,825°; S€-| very Thursday. Prices are for sale of 
dan, $1,730 (ps); Savoy sedan, $1.-| apr 10, 





(Continued from Page 54) 605*; Plaza sedan, $1,440*, $1,430°. | “ Soia 232 cars from 363 consignments. 
'56 Suburban, $1,315*; Belvedere coupe, | RyICK—'57 RM conv., $2,215* (ps); Su- 
$620*; Main 2-dr., $490, $445; Custom $1,140*; Savoy sedan, $905*; Plaza | per 4-dr., $2,130* (ps); Special Rivi- 

4-dr., $435°, $355°. coupe, $600. | era, $1,685°, $1,595*, $1,595. 

53 station wagon, $575*; Victoria,| ‘55 Savoy 4-dr., $770*; Plaza 4-dr.,| +56 Century Riviera, $1,345*, $1,245°; 
$550°; 4-dr., $465, $365, $295*, $275, $575. Special conv., $1,290* (ps). 
$270. '54 club coupe, $650*. ’55 Super Riviera, $900*, $750* (ps); 

'52 2-dr., $275°. '53 coupe, $260, 4-dr., $780°; Special 4-dr. Riviera, 

"51 2-dr., $230; 4-dr., $210, $155; coupe, ’51 coupe, $130. | $810*, $675; 2-dr., $720*°; Century 
$175. PONTIAC—’57 Chieftain Catalina, $1,700°*. | conv., $650* (ps); RM 4-dr., $585* 

"50 coupe, $175*; 2-dr., $110. ’56 Safari station wagon, $1,710° (ps); (ps). 

, * one Chieftain Catalina, $1,100*%;  2-dr., 54 Special Riviera, $530*; 2-dr., $480; 
KAISER—'53 4-dr., $310*, $220°. 305° 350° $350° 
"52 4-dr., $105. . $825°. . Super 4-dr., $3! (ps), ° 
55 Star Chief Catalina, $940° (ps),| ‘53 Super Riviera, $450°; Special 2-dr., 
LINCOLN — ’'57 Premiere coupe, $2,980* $880* (ps). $230°. 
(ps). ’54 Chieftain Catalina, $650°; 4-dr., ’52 Special 2-dr., $220*. 

"56 Premiere coupe, $2,100* (ps), $1,- $525*; station wagon, $465*; Star| ‘51 Super Riviera, $215*. 

705* (ps); conv., $1,980° (ps). Chief 4-dr., $385°. | CADILLAC—’58 (62) coupe, $4,245* (ps). 

*55 Capri coupe, $1,605* (ps), $1,380° ’53 Catalina, $440°*. ’56 (62) sedan de Ville, $2,325° (ps), 
(ps). ‘51 Catalina, $160*. $2,075* (ps); 4-dr., $2,085* (ps), $2,- 

*54 Capri conv., $970* (ps). '49 conv., $100*, O75* (ps). 

MERCURY—'57 Montclair coupe, $2,105* | RAMBLER—’58 4-dr., $2,185°*. ’55 Eldorado conv., $1,825* (ps). 
(ps). STUDEBAKER — ‘54 Champion sedan, 53 (62) 4-dr., $830° (ps). 

"56 Montclair Phaeton, $1,525* (ps); | $440°*. | °52 (62) 4-dr., $200*. 
coupe, $1,300°, $1,195*; Monterey | ’52 4-dr., $150°. "51 (62) 4-dr., $400°*. 
coupe, $1,100°; Medalist coupe, $880*.| °51 4-dr., $120°. | CHEVROLET—’57 Bel Air (8) Sport se- 

"55 Monterey coupe, $1,100* (ps), $1,-| ‘50 coupe, $185°. dan, $1,770* (ps), $1,700*; Sport 
015°, $950°, $900; Montclair coupe, | WILLYS—'53 station wagon, $600°*. coupe, $1,720*; 4-dr., $1,710° (ps); 
$1,100°. | MISCELLANEOUS — '57 Chevrolet %-ton| 2-dr., $1,500%; Two-ten (8) station 

"54 Monterey coupe, $750*, $725*; 4-dr.., | cab and chassis, $940; Metropolitan | wagon, $1,675*; 4-dr., $1,395*; 2-dr., 
$570* (ps), $500; Sun Valley, $610*. | coupe, $950; Hillman Minx 4-dr., $1,- | $1,300*, 

"52 coupe, $355*, $285°. 150; Renault 4-dr., $1,200; Volvo 2- '56 Two-ten (8) Handyman, $1,375* 

"51 4-dr., $215*. dr., $1,445. (ps); 2-dr., $1,075*, $965°, $925, $905; 

"49 4-dr., $125°*. 56 Ford ‘%-ton pickup, $940, $875; Two-ten (6) 2-dr., $1,005; Bel Air 

NASH—'55 Ambassador 4-dr., $950* (ps). Volkswagen 2-dr., $1,175, $1,115; Volvo Sport sedan, $755*. 
OLDSMOBILE — '57 (88) Super Holiday, station wagon, $1,300; International '55 Bel Air Sport coupe, $1,010°; 4-dr., 
$2,085* (ps). pickup, $675. 700*; Two-ten (8) 4-dr., $875°. 

"56 (88) Super Holiday, $1,680* (ps), "55 Dodge %-ton stake, $740. '54 Bel Air conv., $845*; coupe, $640*; 
$1,650* (ps); (88) Holiday, $1,635* "54 Chevrolet %-ton pickup, $500; Dodge Two-ten 2-dr., $590; 4-dr., $280. 
(ps), $1,575* (ps), $1,570* (ps), $1,- %-ton pickup, $480; Ford %-ton pick- "53 Bel Air 4-dr., $355. 
250°. up, $425; MG roadster, $785. "52 coupe, $310; 2-dr., $225°. 

"55 (98) Holiday, $1,420* (ps); conv., 53 MG roadster, $820. ’51 coupe, $240°*. 
$1,120* (ps), $1,100* (ps); (88) Super "49 Chevrolet 1-ton panel, $175. (Continued on Page 56, Col, 2) 


Special Riviera, $1,980* (ps); 2-dr., | 
$1,660° } 
‘56 Special Riviera, $1,530* (ps), $1,- 
405* (ps), $1,390° (ps), $1,225°, $1,- 
200°, $1,195*; Century Riviera, $1,- 
455°. 

’55 Century Riviera, $1,250* (ps), $1,- 
095* (ps), $1,045*; RM conv., $1,225° 
(ps); Super Riviera, $1,180° (ps); 
Special Riviera, $1,025°*. 

'54 Special Riviera, $910* (ps), $800*; 
Century Riviera, $785*, $710° (ps); 
Super Riviera, $695°. 

'53 Special Riviera, $450°, $375°; Super 
4-dr., $370*. 

"50 Super Riviera, $100°. 

CADILLAC— 57 (60) 4-dr., $4.200*° (ps), 
$4.145* (ps), $4,125° (ps). $4,000° 
(ps); coupe de Ville, $4,000° (ps), 
$3.870* (ps), $3.710° (ps); (62) coupe, 
$3,665° (ps), $3.355* (ps). 

'56 coupe de Ville, $3.025* (ps), $2,850° 





(ps); sedan de Ville, $2,875* (ps); 
(60) 4-dr.. $2,800° (ps), $2,730° (ps). 
$2,630* (ps); conv., $2,500° (ps); (62) 
coupe $2.365° (ps); 4-dr., 2,275° 
(ps). 


"55 coupe de Ville, $2,355* (ps), $2,200° 
(ps); conv., $2,000* (ps); coupe, §2,- 
000* (ps) 

*54 coupe de Ville, $2,175* (ps); 4-dr., 

$1,730° (ps). 

53 coupe de Ville, $1,050° (ps). 

"52 (62) 4-dr., $810* (ps), $735° (ps); 
coupe, $680*; conv., $570*° (ps); 2-dr., 
$555* (ps) 

"51 coupe. $485°; conv., $385°*. 

"50 (62) 4-dr.. $295°; (60) 4-dr., $295°. 

CHEVROLET—'5S8 Bel Air (8) 4-dr., $2,- 

400° (ps) 

‘57 Corvette, $2.450°; Bel Air station 
wagon, $2.050°; Sport coupe, $1,910* 
(ps), $1.830°, $1,795* (ps); conv., $1,- 
850° (ps); 4-dr., $1,765° (ps), $1,725° 
(ps), $1,720° (ps), $1,650° (ps); Two- 
ten (8) 4-dr., $1,550° (ps); Two-ten 
(6) 4-dr., $1,355, $1,330; 2-dr.. $1,300; 
One-fifty (8) 4-dr., $1,380*; One-fifty 
(6) 2-dr., $1,230 

‘56 Bel Air Sport sedan, $1,525*° (ps), 
$1,505*; Sport coupe, $1,485°; 4-dr., 
$1,105*; Two-ten (8) station wagon, 
$1,490°; sedan, $1,380*, $1,100 

"55 Bel Air Sport coupe. $1,355* (ps), 
$1,325*; conv., $1,075° (ps): 4-dr., 
$1,.030°, $900°, $805* $800; Two-ten 
(8) station wagon, $1,160°. $1,100*, 
$1,075; 4-dr., $995*; Two-ten (6) 2-dr., 
770°; 4-dr., $700, 

"54 One-fifty station wagon, $650: Two- 
ten 2-dr.. $575, $500; Bel Air 2-<dr., 
$550*; conv., $500 

"53 Bel Air 4-dr.. $675*° (ps): Sport 
coupe, $640°; 2-dr.. $530; Two-ten 
2-dr., $390; 4-dr., $390, $385°*, $370; 
One-fifty 4-dr., $320 

"52 2-dr., $330; 4-dr.. $295, $225. 

"51 2-dr., $240; 4-dr.. $220°. 

"50 conv., $155*, $140* 

"49 4-dr., $180; 2-dr. $105. 

CHRYSLER—'57 Saratoga Hardtop, $2,- 

565° (ps), $2.480° (ps). 

"56 NY St. Regis, $1,900* (ps): 4-dr., 
$1,825° (ps). 

"55 Windsor 4-dr., $1,200* (ps) 

"53 Windsor 4-dr., $375*%: NY 4-dr., 

| $350* (ps), $345° (ps), $320*. 

| °S1 NY Hardtop, $265*' (ps): Windsor 

club coupe, $155*; 4-dr., $135*, 

DeSOTO—'58 Firesweep conv., $2,775*. 
’55 Fireflite Sportsman, $1,170* (ps). 
"54 Firedome club coupe, $725*. 

DODGE—'57 4-dr. station wagon, $2,245°*. 


"56 9 pass. station wagon, $1,485* (ps); | 


Royal (8) 2-dr., $1,100*; Coronet 2- 


dr., $1,085*. 

"55 Coronet 2-dr., $1,075*; Royal 4-dr., 
$880°. 

"54 Royal 4-dr., $510; Coronet 4-dr., 
$450°. 


"50 4-dr. $100. 

FORD—’'58 Thunderbird, $4,350* (ps), $4,- 
255* (ps), 2 at $4,250* (ps), $4,215° 
(ps), 2 at $4,140* (ps), $4,125° (ps), 
— (ps); Country Squire, $2,600* 
Ps). 

‘57 Thunderbird, $2,880* (ps); Retract- 
able Hardtop, $2,450*; Country sedan, 
2 at $1,955*; Del Rio station wagon, 
$1,930* (ps); Fairlane (8) 500 conv., 
$1,860° (ps); Victoria, $1,855* (ps), 
$1,800* (ps), 2 at $1,775* (ps), $1,- 
750* (ps), $1,720*, $1,670*; sedan, 
$1,580*; Custom Ranch Wagon, §$1,- 
750*, $1,640*; 4-dr., $1,230°. 

*56 Thunderbird, $2,380*, $2,305* (ps), 
$2,100*; Country sedan, $1,545° (ps), 
$1,525*; Parklane station wagon, $1,- 
400° (ps); Fairlane (8) Victoria, $1,- 
320°, $1,240* (ps), $1,230° (ps); club 
sedan, $1,085*, $1,000°; conv., $1,075* 

ogee). Bt Aae*. 

station wagon, $1,250*, $1,210* (ps); 
Ranch Wagon, $1,010; Fairlane tlub 
sedan, $850*, $825*, $805*: conv., 
$750*; Custom 2-dr., $785*, $725, $610; 
4-dr., $700; Main coupe, $475. 

’54 station wagoa, $700; Ranch Wagon, 


| 





CREATE uP to 9O% more 
SERVICE DEPARTMENT SALES 





WITH THE GUARANTY PROGRAM 





Reports from new car dealers show the Valvoline Guaranty Program has 
increased service sales up to 90%. The Guaranty assures your service 
manager the opportunity to meet your new car customers in your shop. 

Valvoline supplies a complete promotion program to merchandise the 
FREE guaranty. Write TODAY for the Brochure that will show you how to 
INCREASE SERVICE DEPARTMENT SALES UP TO 90%. 


Never has a program covered so much with 


such a small amount of effort or detail. aii 


ALVOLINE a} 


OIL. COMPANY «+ FREEDOM, PA. 








Division of 


Ashland Oil & Refining Company 











DesOTO—’58 Firedome Sportsman, $2,700* 

(ps). 
'56 Firedome 4-dr., $1,185* (ps). 
’55 Firedome 4-dr., $570° (ps). 
'53 Firedome 4-dr., $240°*. 

DODGE—’56 Coronet (6) 2-dr., $935°. 

’55 Royal 4-dr., $755*. 
’54 Coronet 4-dr., $370*. 

FORD—’58 Thunderbird, $3,900* (ps), $3,- 
800*; Fairlane (8) 500 Victoria, $1,- 
730° (ps), $1,550°; 4-dr., $1,625° (ps), 
$1,380*; 2-dr., $1,555*; Country sedan, 
$1,520; Custom (8) 300 4-dr., $1,495*, 
$1,220; Ranch Wagon, §$1,450*, $1,- 
335°; 2-dr., $1,185; Custom (8) 2-dr., 

4-dr., $1,120*; Custom (6) 2- 
, $1,090. - 

'56 Thunderbird, $1,835; Fairlane (8) 

Victoria, $1,305*; 2-dr., $1,005*, $975°*, 


$960*, $895*; conv., $850; Custom 
Ranch Wagon, $1,080, $1,020; 4-dr., 
$840, $700, 


‘55 Fairlane (8) Victoria, $980°, $925°, 
$640; Custom (8) 4-dr,, $805*; Coun- 
try sedan, $780*; Ranch Wagon, $695; 
Main 4-dr., $505. 

"54 Crest Victoria, $525°, 





Safety Training Program— 
: ‘ 4-dr., $525, $340; 2-dr., $280. 

Harold Ll. Smith, left, of the Institute HUDSON—'56 Hornet Hollywood, $975*. 

of Driver Behavior, explains his truck | LINCOLN — '57 ae conv., $2,925° 


‘56 Premiere coupe, $1,795° (ps). 
MERCURY—’57 Montclair coupe, $2,005* 


$240; Custom 


(ps). 


(ps); coupe, 


safety program to Tony Lombardi, center, 


safety and personnel director, Western (pe); Monterey coupe, $1,650. 

Truck Lines, Lid., and Joe Tanzola, Wes- ‘56 aw coupe, $1,200*; Custom 2- 
r.. ° 

fern secretary-treasurer board chairman of ‘55 Monterey station wagon, $1,150* 
(ps); . 980°; Cust upe, 

the California Trucking Assn. The safety 3565°: I $981 ustom coupe 


training program, which Ford division is| ‘54 Monterey Sun Valley $595° (pe); 


coupe, $570°, $555°, $500°; Custom 
offering to truck fleet owners free of so $540°, $470°, $270. ones 
: "653 onterey coupe, $500*, 5. 
charge, is conducted for fleet sofety '52 Monterey coupe, $215°. 
5 ith i the- "49 sedan, $540. 
supervisors by Smith in actual on-the-rood | 9) Domine 57 (88) Super 4-dr., $1.- 
960° (ps). 








Quantity 
PRODUGITON 


SANDIMOST#MODERN 


DUSHON FOUNOss 
Prenat GI So get hi = 4 


PL bs 
Ne FOUNDRY DIVISION. 


had = = > ” 
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/ © EASIER TO INSTALL © SAVES TIME 
Write For Full Information Toda 


A-1605 


146 E. 222 ST. © CLEVELAND 17, OHIO 








Used-Car Auction Prices 
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Super Holiday, $1,425* (ps), 
(ps); (88) Holiday, $1,275° 
$1,220°; 2-dr., $1,125*, 
$1,285* (ps); Holiday, 
Super Holiday, $1,280* 
(ps); (88) Holiday, 
$965°. 
$705*; (98) 4-dr., $685° 


"56 (88) 
$1,350° 
(ps); 4-dr., 

’55 (98) conv., 
$915*; (88) 
(ps), $1,090*° 
$975*; 4-dr., 

"54 (88) 4-dr., 
(ps). 

’53 (98) Holiday, $505* (ps), $325; (88) 
2-dr., $435*; 4-dr., $310*; (88) Super 
4-dr., $300 (ps). 

PLYMOUTH—’58 Custom Suburban, $2,- 
350* (ps), $2,300* (ps). 

’57 Custom Suburban, $1,560*; Belvedere 
(6) Hardtop, $1,555*; Plaza (8) 4-dr., 
$1,340* (ps); Savoy (8) 2-dr., $1,305°. 

'5S Savoy (8) 4-dr., $650. Belvedere (8) 


4-dr., $600°, $590°. 
’54 Belvedere 4-dr., $540*; Hardtop, 
$370. 
PONTIAC—’55 Chieftain 4-dr., $740*; 2- 
dr., $575°*. 
’53 Star Chief Catalina, $240*°; Chief- 
tain 2-dr., $210, 
’51 station wagon, $200°. 
RAMBLER—’58 4-dr., $1,985°. 
’57 Cross Country, $1,520* (ps). 


STUDEBAKER ‘57 President station 


$1,875": 


wagon, Golden Hawk Hard- 
top, $1,795* (ps). 

MISCELLANEOUS—'58 Triumph Hardtop, 
$1,850. 


‘57 Volkswagen 2-dr., $1,390. 

’56 Chevrolet %-ton pickup, $890; Ford 
%-ton pickup, $775 

'54° Chevrolet ‘%-ton pickup, $505. 

‘53 Chevrolet panel, $270; Volkswagen 


2-dr., $775. 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Apr. 9. 

Very active market, Buyers here forget 
that we had had bad weather. 


BUICK—’57 Special 4-dr., $1,755*. 
"55 Special 4-dr., $1,030°, $750°; 2-dr., 
$905°. 
"54 Super 4-dr., $805* (ps); Special 2- 
dr., $665*. 
"53 Special 4-dr., $405° (ps); 2-dr., 
$435°*; Riviera, $515, $500. 
"51 RM 4-dr., $205°. 
CADILLAC—’'50 (62) 4-dr., $445°. 
OHEVROLET—'57 Two-ten 4-dr., $1,340, 
$1,195. 
"56 Two-ten 4-dr., $890, $855, $830, 
$810; 2-dr., $1,130. 
"55 Bel Air 2-dr., $1,030°, $900, $800, 
$790°; Two-ten 2-dr., $800, $780, $725, 


$600, $545, . 

"54 Two-ten 4-dr., $730, $495°. 

"53 Bel Air 2-dr., $505, $410, $405, $355, 
$315; Two-ten 2-dr., $335. 

"52 4-dr., $235, 

51 2-dr., $155°. 

"50 2-dr.. $260, $255, $155°; 4-dr., $145. 

"49 4-dr., 


"51 4-dr., $180; 2-dr., $120. 
FORD—'57 Fairlane (8) 500 2-dr., $1,500; 
2-dr, station wagon, $1,260. 


56 Custom 2-dr., $855, 0°. . 

‘55 Fairlane Victoria, $1,130° (ps), 
$810; 4-dr., $925, $880°, $750; 2-dr., 
$870*, $775°, $775, $765°; Custom 2- 
dr.. $690°, $665, $660, $615°, $405 
Main 2-dr., $525°. 

"54 Main 4-dr., 

"S3 Crest 2-dr.. $405*; Custom 4-dr., 
$510, $475, $380, $315, $255; 2-dr., 
$240; station wagon, $365, $325. 

"52 Custom 2-dr., $390°, $345, $280; 


Main 4-dr., $105. 


| 
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Wagon, $895*; 4-dr., $700*. 
HUDSON—’57 Hornet coupe, $1,350* (ps). 


MERCURY—’55 Montclair coupe, $1,040*, 
$930* (ps). 
’54 coupe, $560*. 
’53 4-dr., $295*. 
NASH—’'52 Ambassador 2-dr., $130*. 


OLDSMOBILE — '57 
$1,990* (ps). 

’55 (88) 2-dr., $795*. 
’54 (88) 4-dr., $805* (ps). 
"53 (88) 4-dr., $370*%, $355* (ps), $275*. 
*52 (88) Holiday, $390*. 
"51 (88) 4-dr., $120*, $115*; 2-dr., $115°. 
*5O0 (88) 2-dr., $155. 


PACKARD—’53 Clipper 4-dr., $165*. 

PLYMOUTH—’57 station wagon, $1,750*, 
$1,525*; Belvedere (8) 2-dr., $1,450°. 

'56 Belvedere coupe, $1,220*. 
"55 Savoy 4-dr., $495. 

’53 2-dr., $200*. 

"51 coupe, $100. 

PONTIAC — '55 Star Chief conv., $950* 
(ps); Catalina, $710; Chieftain 4-dr., 
$740*; Catalina, $720*. 

"54 Star Chief Catalina, $760*. 
"53 4-dr., $240*, $165°. 

RAMBLER—’55 station wagon, $830*, 

STUDEBAKER ’54 Champion coupe, 
$475*. 

"53 4-dr., $235*. 
MISCELLANEOUS — 
dan, $1,400. 

’54 Volkswagen sedan, $875. 
’53 Austin 4-dr., $145. 


FARGO, N. D. 


Tri-State Auction Co., Inc. Sale every 
Thursday. Prices are for sale of Apr. 10. 
Sold 99 cars from 171 consignments. 
BUICK—’56 RM 4-dr., $1,275* (ps); Spe- 
cial Riviera, $1,295*. 
"53 Special 2-dr., $425. 
"52 4-dr., $210*. 


(88) station wagon, 


‘57 Volkswagen se- 


51 2-dr.. $125°. 
CADILLAC—’53 (62) coupe, $850* (ps). 
"51 (62) 4-dr., $495*, $270°*. 


"49 4-dr., $385°. 

CHEVROLET—’57 Bel Air 4-dr., $1,635*; 
Two-ten 4-dr., $1,600*%, $1,560*, $1,- 
490°, $1,480, $1,475°*. 

"56 Two-ten station wagon, $1,325* (ps); 
4-dr., $960. 

"55 Bel Air 4-dr., $990°, $750; One-fifty 
4-dr., $660. 

"53 4-dr., $475, $350. 

"52 4-dr., $165. 

"51 4-dr., $195, $175, $145. 

DeSOTO—’54 Firedome 4-dr., $640*, $475* 
(ps). 

DODGE—’53 Coronet coupe, $370. 

FORD—'58 Fairlane (8) 500 4-dr., $2,260* 
(ps). 

"57 Country sedan, $1,725*; Custom 300 
4-dr., $1,385; 2-dr., $1,375. 

"56 Fairlane Victoria, $1,180*; 
$1,030*, $960*; Custom 4-dr., 
$885, $870; 2-dr., $825. 

"55 Country sedan, $870; Fairlane 2-dr., 
$800: Main 2-dr., $615°*. 

"54 2-dr., $550. 

"53 Victoria, $530; 2-dr., $405, $375, 
$305, $250, $170; 4-dr., $565*, $240. 

"52 2-dr., $240. 


4-dr., 






Portrait of 


DETROIT.—A survey of the top 
DeSoto salesmen shows that the 


average auto salesman 
spent 12 years selling cars and has 
doubled his income since entering 
the automobile business. 

He is the father of two chil- 
dren, a high school graduate and 
has spent the last six years with 
the same company. 

This composite portrait of an 


|} automobile salesman was taken 


"51 2-dr.. $265°, 2 at $255, $240, $145; 
4-dr., $280. 
"SO 4-dr., $130; 2-dr., $135, $120. 
"40 2-dr., $180. 
MERCURY—'55 Montclair 2-dr., $955; | 
Monterey 4-dr., $1,000°. 
"53 Monterey 2-dr.. $425. 
"52 Custom 4-dr., $120°. 
OLDSMOBILE "55 (88) 2-dr., $1,265° 


(ps). $1,180°, 


from a study of 162 DeSoto sales- 


"54 (88) 2-dr., $1,090* (ps); 4-dr., $650.| men, who received $42,000 in cash 


PLYMOUTH— 56 Savoy 2-dr., $955°, $865; 
4-dr., $775; Plaza 2-dr., $605°. 
"54 Plaza 2-dr., $465. 
"53 Cambridge 4-dr., $285. 
PONTIAC—'55 Chieftain 2-dr.. $650 


"53 Catalina, $405; 4-dr., $305; 
$255°. 
"52 2-dr.. $255, $235; 4-dr., $160. 


MISCELLANEOUS—'55 Ford %-ton pick- 
up, $525. 
"54 Ford %-ton pickup, $565. 
"53 Chevrolet %-ton pickup, $550. 
"49 Chevrolet %-ton pickup, $245. 


DYER, IND. 


Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Apr. 11. 
Car auction very active. Truck auction 
@ complete success. Sold 200 cars from 
293 consignments. 
BUICK—'56 Special 4-dr., 
Riviera, $1,240° (ps). 
‘55 Super Riviera, $800* (ps). 


$1,400*; Super 


"54 Century 4-dr.. $685*; Special 2-dr., 
$410. 

"53 RM 4-dr., $485° (ps), $290° (ps); 
Special conv., $395*; 4-dr., $165*; 
Super Riviera, $235°. 

"51 RM 4-dr., $140°. 

CADILLAC—’'56 (60) 4-dr., $2,275* (ps). 

"53 (62) conv., $785* (ps). 

"52 coupe, $650° (ps). 

"49 (62) 4-dr., $135°; (60) 4-dr., $145°*. 


CHEVROLET—’57 Bel Air (8) coupe, $1,- 
580°; 4-dr.. $1,500*; Two-ten 2-dr., 
$1,100. 

*56 Bel Air 4-dr., $1,105*; coupe, $1,050*; 
Two-ten (8) 4-dr., $985*. 

’55 Nomad station wagon, $1,250*; Bel 
Air (6) 2-dr., $850°. 

"54 One-fifty station wagon, $465. 

"53 Two-ten 2-dr., $370, $225. 

"52 coupe, $155; 2-dr., $100. 

*51 2-dr., $165*, $150. 

"49 2-dr.. $135. 

CHRYSLE ’54 NY coupe, $480* (ps). 

DeSOTO—'52 Firedome coupe, $155. 

DODGE—'57 Coronet coupe, $1,580*; 
dr., $1,400*, $1,250. 

"55 Royal 4-dr., $610°. 

"54 Royal 4-dr., $585*, 

FORD—’58 Fairlane (8) 500 Victoria, $2,- 
400* (ps), $2,245°. 

‘57 Thunderbird, $2,600* (ps), $2,580* 
(ps); Fairlane conv., $1,650*; Victoria, 
$1,545°. 

"56 Country sedan, $1,330* (ps); Fair- 
lane (8) 4-dr., $1,210*; 2-dr., $1,055*; 
Custom (8) 2-dr., $1,050 

‘55 Thunderbird, 
conv., $850; 4-dr., $700; 


2- 


$1,800; Fairlane (8) 





| 


| 


| 


| 








awards as members of the DeSoto| 


Master Salesman’s Club. 
DeSoto’s top salesmen averaged 


“2-ar,, | $8,076 in 1957, compared with an 


average $4,769 their first year in 
automobile sales work, Prior to 


entering the automotive sales field, 


A Tire ‘Relaxing’— 


This nylon tire will be particularly im- 
mune to tread-groove cracking after being 
“relaxed" by pressure tempering, a new 
production process developed by United 
States Rubber Co. The company revealed 
that the process was being used on its 
entire line of nylon tires. The tire above 
has been mounted on a specially-designed 
wheel immediately after from the mold, 
and inflated to high pressure while it is 
still hot. Inflation’ pressure, maintained 
while continues to cure and cool, is said 
to remove internal stresses and strains 
and place tread, sidewalls and other 
components in “harmony.” 


$940, | 


12 Years on the F. iring Line... 


is 42, has| 





MERCURY—’57 Monterey 2-dr., $1 
(ps). 
’56 Monterey 4-dr., $1,035*. 
’55 station wagon, $935*. 

’54 coupe, $455 
OLDSMOBILE 
(ps). 

’54 (88) Hardtop, $850*. 
"53 (98) 4-dr., $410* (ps), $405* 
*51 2-dr., $175*. 
’50 4-dr., $110*, 
PLYMOUTH—’55 Suburban, $645; 
dere coupe, $790; Savoy 4-dr., § 
’53 coupe, $255; conv., $365; 
$340*, $305*, $290. 
*51 4-dr., $145. 
PONTIAC —’56 Chieftain Hardtop 
115*. 
’55 Chieftain Hardtop, $900*. 
’54 Star Chief 4-dr., $390°*. 
’53 Hardtop, $480* (ps); 
'52 4-dr., $175°*. 
*50 4-dr., $110. 
RAMBLER — '58 
wagon, $2,070*. 
’55 station wagon, $1,050. 
STUDEBAKER—’55 President coupe 
MISCELLANEOUS—’56 Ford 2-ton 
$925. 
"50 Ford 1%-ton, $340; 
ton truck, $210. 
’49 Willys pickup, $195. 
‘41 Dodge wrecker, $300. 
* * * 


600° 


*55 (88) 





4-dr., $1,250¢ 


elve- 


‘-dr., 


$1,- 


2-dr., $240*, 


Cross Country station 


$720, 
truck, 


International 3- 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (Apr. 9). 412 cars were 
registered and 320 cars sold averaging sales 
of 78 percent, Everybody benefited. Sellers 
received ‘‘top dollar’’ and buyers took 
home clean sharp cars, The supply is still 


short and the demand even greater for 
clean '52, '53 and '54 cars. 
* * * 


VALDOSTA, GA. 

Tom Hewitt Auto Auction, Sale every 
Friday ‘Apr. 11). We had a ‘‘jam-up” 
sale today. Plenty of clean cars that sold 
for the high dollar. The weather was good 
and there were plenty of dealers present, 
both buying and selling. 

* * * 


OMAHA 


Richard Abel Auto Auction. 


Sale every 


Thursday (Apr. 10). Market continues to 
improve on ‘52 through °55. Demand is 
terrific, 

* * * 

FLINT 


Flint Auto Auction, Inc, Sale every Wed- 
nesday (Apr. 9). @he various sales promo- 
tions throughout the country certainly has 
had some effect. Activity at the auction 
is steadily increasing. Sold 183 cars from 
264 offerings. 

* * * 


NEW YORK CITY 
Skyline Auto Auction. Sale every Tues- 
day (Apr. 8). Market off slightly on ’57 
models, All other years firm, Demand ex- 
cellent. Crowd was large and bidding ac- 
tive, Sold 112 cars from 160 consignments. 





a Salesman 


each man earned an average of 
| $4,036. 


| Over 76 percent are high school 
graduates, and 33 percent spent at 
least one year in college. Several 
members are college graduates, and 
|; One claimed a PhD. in psychology. 

The group demonstrated their 
salesmanship ability by averaging 
235.7 units per salesman. New 
units sold by each salesman 
numbered over 100, with 125 used 
cars and approximately 10 trucks 
delivered by each the same year. 


Salesmen interviewed had a 
thorough method of contacting and 
maintaining sales prospect lists. 
Previously satisfied customers and 
their friends were listed as top 
sources for new sales. Following 
closely behind were telephone con- 
tacts, sending postcards, giving free 
demonstration rides in the product 
and by keeping a close check on 
persons whose cars were in the 
dealership for service work. 

Some give as many as 140 dem- 
onstration rides per week, while 
others said they send out 100 post- 
cards and make over 100 personal 
calls a week. 


Dodge Notes Gain 


In Power-Steering 


DETROIT.—Demand for power 
steering on 1958 Dodges has in- 
creased 59 percent over last year 
and orders for air conditioning 
during March were triple those in 
the same month last year, accord- 
ing to Lee F. Desmond, Dodge sales 
vice-president. 

“Since the introduction of new 
models last November, we have 
found that seven of 10 new-car 
|orders received from dealers have 
specified power steering,” Desmond 
said, “compared with slightly more 
than four of 10 orders in a cor- 
responding period last year.” 

He said air-conditioning instal- 
lations in March accounted for 
9.6 percent of production, compered 
with 3.2 percent in March, 1957. 


| 





More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 
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60 Pct. Gain Reported... 


Chicago Sales Hiked 
By ‘Auto Buy’ Week 


(Continued from Page 2) 
operation with the Brooklyn & Long | campaign 


is scheduled Apr. 27- | 
Island Automobile Dealers Assn. | May 3. 
The campaign will run from Apr. | ae eae 
% to May 10. | ALPH CAVERLEE, executive 
* * & secretary of the Dayton Auto- 

OWER told the Essex County | mobile Dealers Assn., told a plan- 
P (Newark, N. J.) Automotive| "ing group the promotion “is es- 
Trade Assn. how unemployment | pecially meaningful to Daytonians 
can be eliminated. |inasmuch as two of every eight) 
“Get out and sell the 92 per- persons employed here are directly 


cent of Americans who are work- — indirectly dependent upon the 


ing and you'll put the other 8 | auto industry for their employ-| 
percent back to work,” he said =o. 
at a “Keep Business Healthy— | The Stark County (0.) Auto- 
Buy Now” rally in Newark. The | Mobile Dealers Assn. is sponsor- 
campaign is scheduled to close | ing a “Buy-O-Rama” week Apr. 
Saturday (Apr. 26). aman 3 7 = —_ ~ —— 
Philadelphia launched its 12-day) “@Mton and Massilion. Wilson w 
drive Saturday (Apr. 19). The Phil-| a. a ae — — 
adelphia Auto Trade Assn. Cam-| poy om hn 7 oe ns - 
den (N. J.) Automobile Trade Assn., +” cae is planning a two- 
Philadelphia Independent Automo-| “©®*% Campaign. 
bile Dealers Assn. and dealers in| A four-day auto show, including | 
neighboring communities are co-| 60 American and foreign cars, will 
operating. | be a highlight of a “Buy Now” 
L. E. Nelson, director of the drive in Willoughby, O. New Phil- 


marketing staff, Chrysler Corp., 
was the principal speaker at a 
kickoff luncheon Apr. 17 for about 


|adelphia, O., opened its promotion 
Apr. 10. 

In Niles, Mich., mothers objected 
to methods used to spark a 10-day 


1,000 dealers and their employes. promotion. Each time a new car 

Thomas F. McKoan, executive; was sold, a rocket bomb was fired 
vice-president of the New Hamp-| over the downtown area. 
shire Automobile Dealers’ Assn.,! Mothers said the noise prevented 
was among 100 business leaders| their babies from taking naps. The 
called to a Governor's “Buy Now| dealers moved rocket-launching op- 
for Jobs Tomorrow” conference. | erations to a river site outside town 
The campaign is scheduled Apr. 24-| and fired them only once a day. 
May 3. oes oe 

He urged Chambers of Commerce | -. dealers in Sandusky County 
and community officials to map O., reported business increased 
plans for intensifying the promo-|50 to 300 percent during their 
tion, and suggested such boosters|“Buy Now” drive. Used-car sales 
as parades, rallies, bean suppers|for March more than doubled the| 
and publicity campaigns. | February total, a county official 


MIDWEST 
a recovery is up to the 
salesman, W. Heartsill Wilson, | 
assistant to the Plymouth sales| 
vice-president, told a “Buy Now”) 
rally in Cleveland. | 
“There is nothing wrong with 
the economy of this nation that 
we, the salesmen, can’t cure by 
hard work,” he said. 


Douglas K. Fuller, executive di- 
rector of the Cincinnati Chamber 
of Commerce, told the Cincinnati 
Automobile Dealers Assn. that the 
city’s residents “have the money 
to bolster our economy and there 
is less unemployment here than 
in any other industrial city in 
Ohio.” a 


Charles R. Hassan, CADA pres-| 
ident, said “we feel that this is al 
psychological recession. We can | 
fight it with positive thinking.” The} 
drive opened Friday (Apr. 18) and| 
closes May 3. 


Wilson will address approximately | 
800 persons at a dinner Apr. 23) 
kicking off the “Accent on Auto- 
mobiles Week” in Dayton, O. The 


All-Out Selling 
Seen as Path to 


Recession Profit 


NEW YORK.—Despite the gen- 
eral business recession and the dip 
in total automobile sales, many 
dealers have continued to operate 
successfully and profitably, accord- 
ing to Alan G. Rude, president of 
Universal CIT Credit Corp. 

A study of operating statements 
of dealers who finance sales 
through Universal CIT, Rude said, 
showed many dealers in all makes 
of cars are having a profitable 
year. 

“These dealerships -have two 
things in common: cost control and 
aggressive, imaginative salesman- 
ship,” Rude said. 

Experience during the last few 
months, Rude said, “has not been 
particularly pleasant for most auto- 
Mobile dealers but it has had the 
advantage of reemphasizing the 
importance of all-out sales effort.” 

“Automobile dealers who had let 
a few years of ‘automatic sales’ 
Soften up their operation are now) 
back in fighting trim and automo- 
bile sales will show an improve- 
Ment in the months ahead,” Rude 










declared. 


said. 

Howard Weckel, president of 
the Elkhart (Ind.) New Car | 
Dealers Assn., said sales during | 
its “Faith in America” contest 
were about 80 percent higher 
than the total for April, 1957. 
Sales drives also were held in 

Marion County, Ind., LaPorte and 


| Lafayette. 


The entire city of Galesburg, Iil., 
was picketed last week by members 
of the Teamsters and Machinists 
Unions as the dealers launched 
their “Buy Now” drive. 

The two unions have been picket- 
ing the dealers and garages for 
nearly two years in an effort to 
organize their employes. The unions 


|charged that the sales campaign 


was an attempt to “beat” their 
picketing. 

Campaigns started last week in 
St. Louis, Kansas City and Sedalia, 
Mo. The Milwaukee promotion 


opened Friday (Apr. 18). 
> - > 


SOUTH 
ors was the main speaker at 

a dinner Friday (Apr. 18) kick- 
ing off Baltimore's eight-day drive. 
Directors of the Kentucky Automo- 
bile Dealers Assn. announced it will | 
sponsor a statewide campaign in 
May. 

In North Carolina, campaigns | 
are being held or are planned for | 
Charlotte, Greensboro, Elizabeth 
and Wilmington. Dealers in 
Swainsboro, Ga., launched their 
13-day drive Apr. 14. 

New Orleans will kick off its 
promotion Thursday (Apr. 24) and| 
similar events have been scheduled | 
in Shreveport and Monroe, La. The 
Baton Rouge drive closed Saturday 
(Apr. 19). 

John B. Naughton, Dodge sales 
vice-president, will give the kickoff 
address in the statewide South 
Carolina campaign. The address 
will be broadcast to individual 
breakfast rallies throughout the 
state Friday (Apr. 25). 

Joe Meadors, president of the 
Fairystone Automobile Dealers 
Assn., announced that a successful 
drive closed last week in Martins- 
ville, Va., and Henry County. 

About 10,000 persons turned out 
for a rally launching the Houston 
drive Apr. 14. Dale Robertson, TV 
star of the “Wells Fargo” show, was 
marshal of the Houston Automobile 
Dealers Assn.’s “Prosperity Pa- 
rade.” 

Senator Lyndon Johnson, Texas 
Democrat, said in a wire: 

“I would like to see this cam- 





AUTOMOTIVE NEWS, APRIL 21, 1958 


57 





paign carried on not for just one 
week or one month—but the year 
around. A ‘crash program’ of 
optimism ought to be encouraged 
in every way.” 
> * 
WEST 
HE Utah Automobile Dealers 
Assn. will launch a statewide 
campaign Thursday (Apr. 24). 


|“Business Is Up, Car Prices Are 


Down, You Auto Buy Now” is the 
theme of the drive. 


Power will speak at a breakfast 
rally in Los Angeles Wednesday 
(Apr. 23), kicking off a drive that 
will run from Apr. 24 to May 9. A 
parade of antiques and 1958 cars 
carrying “You Auto Buy Now” 
banners is scheduled Apr. 26 
through the main streets of Los 
Angeles and Hollywood. 


Dealers in California’s San Fer- 


|}nando Valley opened their cam- 


paign Thursday (Apr. 17). The 
Bank Automobile Dealers Assn, and 
Valley Motor Car Dealers Assn. are 
sponsoring the program. 

* * = 


ORTLAND (Ore.) dealers will 
offer a $50 merchandise order 
with every new car purchased dur- 


| ing their 10-day campaign (Apr. 25- 


May 3). 


The purpose is “to demonstrate 
that money in circulation brings 
job security and purchases today 
provide payrolls tomorrow,” said 
Clark Graham and Warren Bra- 
ley, general chairmen. The mer- 
chandise orders must be filled 
during the promotion at a Port- 
land store, they said. 

Jack W. Minor, Plymouth sales 
vice-president, told 125 Plymouth 
dealers and salesmen from the 
Greater Portland area that “busi- 
ness has taken an upward turn 


|} across America. People are buying 


again.” 
Successful campaigns have been 
closed in Seattle, Salem, Ore., and 
Sterling, Colo., according to officials 
of sponsoring groups. 





(Continued from Page 8) 
involved in the final decision,” he 
commented. 

Discussing the outlook for im- 
ported cars, Warren said that dur- 
ing an 18,000-mile tour of Triumph’'s 
major market areas in this country 


jhe found greatly increased con- 


sumer acceptance of British cars. 


“While the consumer is shop- 
ping with care and discrimina- 
tion, we believe that a good 
product, supported by a well- 
integrated marketing p ro g r a m, 
will maintain its position in the 
market. 

“To maintain our supply position, 
we have acquired additional produc- 
tion space and have extended our 
working shifts from 16 to 24 hours 
a day, five days a week. This will 
enable us to increase our quota of 
Triumph cars to the American 
market in anticipation of a steadily 
increasing demand.” 

Sir William Lyons, chairman of 


| Jaguar Cars, Ltd., Coventry, Eng- 
\land, added these thoughts to the 


reports: 

“The increased sales of British- 
made cars have a very simple 
explanation, British cars offer a 
more diversified line than their 


Import-Car Show Called ‘Sellingest’ Ever 


opposite numbers in the U. S. | 


The great majority of car buyers 
in the U. S. will always demand 
American-made automobiles, 
which are very excellent in design 
and performance for the Ameri- 
can people. 

“However, a growing number of 
discriminating Americans are look- 
ing for the exact car for their 
specific purpose and purse. I do 
not think that the British motor 
car is in competition with the 
American motor car, but only Great 





Maryland Dealers 
To Meet June 13 


BALTIMORE. — The Automobile 
Trade Assn. of Maryland will hold 
its annual summer meeting June 
13-15 at the Commander Hotel, 
Ocean City, Md. 

Among the speakers will be Paul 
Millians, Commercial Credit Co., 
and Joseph B. Gibson, Universal 
Underwriters, J. Cavendish Darrell, 
ATAM manager, said there also will 
be cocktail parties, a lobster party 
| on the beach, a banquet and dance. 





| 


Auto Buy-Days 


mean PAY DAYS 


We have the power to buy! 


In Detroit, consumers have bank savings alone that amount to $1 ,325,000,009. In Michigan, 
the figure reaches $3 billion in bank savings, plus $800 million in savings and loan 
associations. Projections also show that total purchasing power of all wages and salaries 
will be 98% of last year’s record high. Now is the time — the right time — 
to buy whatever you need and help keep Detroit Dynamic . . . Buy Now! 


Remember-Every new car sold means 6 full weeks work for 1 man! 
The Detroit Automobile Dealers Association 


Detroit Dealers’ Ad-vice— 





This is one of the ads used by Detroit dealers in promoting their avto-week cam- 
paign. It featured the drive's chief slogan: “Auto buy-days mean pay days.” 


Britain today is offering them this 
opportunity of freedom of choice. 

“I think this, more than any 
other reason, is the explanation for 
the marked increase in sales of 
British motor cars in the U. S. 
today.” 

Lyons said he feels the poten- 
tial market in the U. S. for 
Jaguar in 1958 is 12,000 units. 
Originally, the U. S. had been 
scheduled to receive only 7,500 
units. However, it could not be 
ascertained whether 12,000 ac- 
tually would be shipped here this 
year. 

Every exhibitor contacted at the 
end of the show indicated he was 
more than satisfied with show 
sales. 

Exhibitors also were enthused 
over applications received from 
potential dealers. One exhibitor 
said he had 150 dealer applicants, 
and about 20 who wanted to be- 
come distributors. 

Most exhibitors seemed to be 
equally pleased with the type of 
people who were buying. 

“We've had the nicest kind of 
people buying our cars,” 
general sales manager said. “I’ve 


frankly been surprised. I thought | 


we might be overrun by kids, 
but nothing of the sort has hap- 





VIP Show Visitors— 


John Fitch, left, internationally famous 
racing driver, and Sir Wiliam Lyons, 
chairman of Jaguar Cars, itd., Coventry, 
England, are shown at the International 
Motor Show in New York. 


one | 





pened. People of substance are 
here this time, looking over our 
cars, and you can tell they are 
definitely interested.” 

One Hambro executive said: “It’s 
different this show than last. In 
1956 everyone who came to the 
show was doing it more to scoff 
and laugh at us than anything 
else. But this time, we've had a 
genuine expression of interest from 
people who are anxious to put 
money on the line for a new car. 
I personally think this is the great- 
est thing that has ever happened 
to us in this country. We are no 
longer a curiosity. People know 
about our compact cars, and they 
are anxious to try them out for 
themselves.” 

A spokesman for a French ex- 
hibitor said: “I’ve never seen such 
excitement. I'd say we have finally 
really arrived. Last year was the 
break-through year for us, but 
1958 looks like it will witness a 
brand new surge in sales. I'm ex- 
tremely optimistic about the re- 
mainder of this year.” 

James Standard, who headed 
the Chrysler exhibit, which in- 
cluded a convertible Imperial and 
a 300 D, said foreign-car compe- 
tition in no way hampered his 
sales. 

B. R. Gordon, at Buick’s exhibit 
of the Opel, Buick and the special 
Wells Fargo Buick, said activity 
was extremely brisk, The one ques- 
tion he had to answer most often, 
he said, was why all the Buick 
models were not on display so 
customers could make a choice. 





Associates Again Cuts 


Commercial Paper Rates 


SOUTH BEND.—Associates In- 
vestment Co. announced a fur- 
ther reduction in the rate paid 
for its commercial paper notes, 
according to Robert L. Oare, 
board chairman. Associates’ rate 
dropped % percent on 5-to-29-day 
paper and \% percent on all other 
categories. 

The new rate schedule, effec- 
tive Apr. 14, is: 5-to-29 days, 1% 
percent; 30-to-89 days, 1% per- 
cent; 90-to-179 days, 154 percent; 
180-to-239 days, 1% percent, and 
240-to-270 days, 1% percent, 
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Dealer Organizing Faces Senate Quiz es 


Union Ends Philadelphia Drive 


By Frank Gawronski 
Staff Writer 

FOUR-YEAR-OLD joint organ- 

izing drive by Teamsters Local 
596 and Machinists Lodge 724 
among automobile dealerships in 
Philadelphia has been quietly ter- 
minated. 

The unions’ campaign among 
Pontiac dealers in November, 1956, 
is to be a feature of the Senate 
rackets committee’s hearing which 
opened in Philadelphia last Tuesday 

(Apr. 15). Wide- 
spread violence ac- 
companied the Pon- 
tiac membership 


reports circulating in the lodge that | 
lack of results caused the with- 


Machinists money. 
The long campaign, he said, 
has netted 1,000 to 1,100 mechan- | 
ics and other workers in garages 
in repair shops, They were split | 
evenly, he said, between the | 
Teamsters and Machinists. | 
Curran said the loss of national 
campaign money means two of the| 
lodge’s four organizers will be} 
dropped. In continuing to organize, | 
he said, if Lodge 724 recruits work- | 
ers who are in the Teamsters juris- 





drive. 

The committee, 
headed by Senator John L. McClel- 
lan, Arkansas Democrat, is investi- 
gating alleged goon-squad violence 
and corrupt practices in Philadel- 
phia Teamsters groups. 

The joint campaign between 
the locals, which began in 1954, 
is the result of an organizing 
pact between the two national 
unions—the International Assn. of 
Machinists and the International 
Brotherhood of Teamsters. 

The insistence by the national 
Machinists leaders that Lodge 724| 
cooperate with the violence-tainted 
Teamsters local last year brought 
temporary suspension of 10 Lodge 
724 officials and international 
trusteeship over the lodge. 

Officials of the lodge, which does 
not have a similar reputation, were 
dragging their feet on continued 
cooperation with the Teamsters 
unit. 


diction they will be turned over to 
Local 596. 

The campaign to sign up em- 
ployes of Philadelphia’s Pontiac) 
dealerships coincided with the acid 
splashing and other damaging of 
30 new cars and the breaking and 
entering of two dealerships. 

Both unions denied any knowl- 
edge of the incidents. Local 596, 
although quiet in the past year, had 
a long history of violence before 
then. 

Curran also emphasized that 
Local 596’s reputation was not a 
cause for the withdrawal of na- 
tional union funds to the local 
drive. He declined to say how much 


Willys Shows Model 
Of 34-Ton Mule 


ALBUQUERQUE, N. M.— 
Willys Motors, Inc., showed a 
prototype of a three-quarter-ton 
all-purpose carrier to some 60 








Officials of the national pact 
have told the locals that their 
joint effort had made them nu- 
merically stronger and they should 
have the resources now to continue 
organizing drives on their own 
without financial aid from the na- 
tional joint committee. 

* * + 
Sign 1,000 Employes 

OSEPH CURRAN, IAM adminis- 

trator over Lodge 724, denied 





military and Federal representa- 
tives at the Hilton Hotel here. 
It is a big brother to the half- 
ton Mule, a 4x4 weapons carrier. 

The little Mule, which is in 
production, operates on a I7- 
horsepower engine and can carry 
1,000 pounds of cargo at 25 m.p.h. 
The bigger Mule will have a 100- 
horsepower engine and a top 
speed of 60 m.p.h. 





Automotive News 


SERVICE TRAINING DEPARTMENT 
For Better Mechanic Education 


Publications advertised 
produced by Automotive News but carry our recom- 
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The Controlled Coupling 
Hydra-Matic 


Covers all Controlled Coupling 
Hydra-Matic Transmissions 
(Jetaway, Strato-Flight, Flashoway). Over 
250 pages, 600 pictures. 


Each manual covers . . . 
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drawal of national Teamsters- 


money had been received from the | 
national two-union committee. 
* * * 


Dealer Signs Pact 


N DECATUR, IIL, an agreement 
has been reached recognizing 
the Machinists union as the bar- 
gaining agent for garage employes | 
of Weidenbacher Oldsmobile Co., | 
according to James Jones jr., union 
organizer, and Paul B. Weiden- 
bacher, owner of the firm. 

The agreement provides that 
working conditions will remain 
as they are for 90 days. Negotia- 
tions for a contract will begin 
at the end of the 90-day period | 
or sooner, if an earlier date is | 
agreed upon. 

The dealership is the first major 
auto shop in Decatur to recognize 
the Machinists since an organizing 
campaign began last January. 

In Washington, an attempt to 
organize salesmen was defeated in 
a National Labor Relations Board 
election at Stohlman Chevrolet, Inc. | 


The salesmen voted 6 to 4 against 
Teamsters Local 922 and the Retail 
Automotive Salesmen’s Union, Local | 
1391, Retail Clerks International | 
Assn. (AFL-CIO). 


= * * 


AMC-UAW Talks Open 


O*% THE factory front, American 
Motors Corp., with special] 
problems of its own, opened 1958 | 
labor contract negotiations with} 
the United Auto Workers last Tues- | 
day (Apr. 15.) Talks were recessed | 
two days later until May 14. 
The company immediately told 
the UAW that the contract pat- | 
tern set by the union and the | 
Big Three cannot be extended to | 
AMC. 
“The economic facts affecting | 
AMC and our employes are so} 
significantly different from those | 
of the Big Three that the pattern 
established at the Big Three cannot | 
be the pattern at AMC,” said) 
Edward L. Cushman, AMC indus-| 





-| trial relations vice-president. 


Cushman said the best solution | 
would be to extend without change 
for two years the present contract. | 
The AMC-UAW contract expires 
June 15. 

AMC also renewed its demand 
for a two-year freeze on cost-of-| 


living allowances and annual im- 
provement factors. 

The demand, first made three! 
weeks ago, was promptly rejected 
by the UAW. 

Tony Connole, administrative 
assistant to Norman Matthews, 
UAW vice-president, said the 
union has “long recognized the 
corporation’s competitive disad- 
vantages due to its inability to 
produce and sell its products in 
greater volume.” 

“Our recognition of, and sym-| 
pathy with, this situation led us 
in -1955 contract negotiations to 
make certain concessions,” he} 
added. “We have consistently op- 
posed, however, the corporation’s 
effort to put on the shoulders of 
its workers the entire burden of | 
this competitive problem.” 

The union’s demands on AMC are 
the same as served on General 
Motors Corp., Ford Motor Co. and 
Chrysler Corp. They include a 
share of profits, a general wage 
increase, improved supplemental 
unemployment benefits and other 
contract gains. 

Milton C. Lightner, president, 
National Assn. of Manufacturers, 
was sharply critical last week of 
Federal programs for extending un- 
employment benefits. 

“Not only would the program for 
which labor unions are pressing 
destroy the fine adjustments of 
state programs, including merit- 
rating credits, but they would lead 
in the direction of a national dole,” 
he told the Economic Club of De- 
troit. 

Lightner also made a strong plea 
for “right-to-work” laws to “hold 
the abuses of all-powerful labor 
unions in check.” 








Oregon Enforces Law 
On Vehicle Transfers 


PORTLAND, Ore.—In a move 
designed to tighten law enforce- 
ment against unlicensed and un- 
bonded dealers, the State has 
ruler that the motor vehicle de- 
partment must be notified im- 
mediately of vehicle transfers by 
dealers. 

James F. Johnson, motor vehi- 
cle director, said the law has 
been on the books for 37 years 
but has never been enforced. 
Heretofore, he said, a purchaser 
could buy a “new” car and then 
discover it was legally registered 
to someone other than the dealer. 








MEWA Polling Members 


On UMS-Richfield Tieup 


CHICAGO.—A special survey of 
members is being conducted to 
assist the Motor & Equipment 
Wholesalers Assn. in evaluating the 
“likely impact the United Motors 
Service-Richfield Oil tieup might 
have on the welfare of independent 
automotive wholesalers.” 

B. W. Ruark, MEWA general 
manager, said members are being 
asked their views in a 14-point 
questionnaire concerning UMS 
appointment of Richfield as dis- 
tributor of UMS products, 

Under the program, Ruark said, 
Richfield will distribute Delco- 
Remy and other GM ignition and 
brake parts through its own whole- 
sale organization of 180 bulk plants 
to some 4,500 Richfield stations. 

He said Delco-Remy also is 
planning to furnish Richfield and 





Jack Weed discusses UMS- 
Richfield program in his Back- 
shop column on Page 24. 





other UMS wholesale outlets with 
replacement ignition parts for Ford 
and Chrysler vehicles. 

The 14 questions follow: 

1. Do you now handle AC or 
UMS products? If you do not 
now handle them, did you handle 
them in the past? If you did 
handle them, why did you discon- 
tinue? 

2. If you are now handling AC 
or UMS, what percentage of your 
total business is from AC %; 
UMS_ %? 

3. If you have never handled AC 
or UMS, have you ever been offered 
a distributor's contract? If yes, 
why did you turn it down? 

4. Did you sign up for the late 


GM parts program? If no, was it 
offered to you? 

5. In your opinion will this 
UMS-Richfield tieup help your 
business on those lines or hurt it? 
6. Do you think this will enable 

your salesmen to get into more ac- 
counts for fill-in business? 

7. Do you believe an oil company 
will be able to properly service 
their ignition accounts? 

8. Based on your experience, can 
you sell in competition with oil 
companies to their “controlled” out- 
lets? 

9. Do you believe UMS can or 
will insist on “open markets” in 
the sale of its products to service 
stations? 

10. If UMS completes its igni- 
tion line so as to furnish replace- 
ment parts for vehicles in which 
they are not original equipment, 
would you consider them as an 
original equipment line? 

‘11. Should Auto-Lite and Holley 
complete their lines, whose line 
would you prefer handling? 

12. Profit margins being equal, 
whose line would you prefer—inde- 
pendent or UMS? 

13. If the independents offered a 
higher margin of profit, whose line 
would you prefer—independent or 
UMS? 

14. What bearing, in your opin- 
ion, should manufacturers’ multi- | 
ple and often indiscriminate poli- | 
cies of distribution have on their 
being in one and the same associ- 
ation with wholesale distributors? 
Ruark said Auto-Lite has in- 
formed its distributors a definite 
decision will be announced “within | 
the near future with regard to a| 
program to put its wholesaling 
accounts in position to meet the 

UMS move.” 











Flaherty Pontiac Closes 

MILWAUKEE.—Les Flaherty 
Pontiac, Inc., has discontinued new- 
car operations because “the trend 
is against downtown dealerships,” 
according to Lester H. Flaherty, 
president. He said the used-car lot 
next door would remain in business, 








LOST ANOTHER 
NEW CAR SALE? 


Did you lose the deal by a few dol- 
lars? Or don't you know by what 
amount you lost the deal? Don’t lose 
sales because you're selling in the 
dark—discover your competitors’ costs 
and you'll know the kind of dec! it 
takes to beat them! 


Order the 1958 edition of “AUTO 
COSTS""—the dealers’ wholesale cost 
encyclopedia—the authoritative book 
that gives the complete listing of the 
wholesale costs of ALL 1958 cars, ac- 
cessories and equipment. 


“AUTO COSTS” is priced at $10 per 
copy which includes FREE supplements 
containing all price and model 
changes. Send $10 for the ‘58 edition 
or only $18 for an economy 3-year 
subscription. 


AUTO COSTS 


Box 224— Dept, 8/2 
New York 1, N. Y. 
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1958 LIST 
OF NEW CAR DEALERS 


We will address your envelopes or post cords 
and return them to you within five days. 


FOR ONLY 1* PER NAME 


Complete State Lists or by Car Make 
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A TRADE 4 


UTE Lee Pte Ut 
P.O. BOX 2183, KETTERING, OHIO 








WANTED—An Ambitious 
Executive Sales Manager 
with ability to build, organize, train, 
direct and inspire a quolity sales 
organization. Excellent future, por- 
ticularly if desirous of owning your 
own deal. You may qualify if you are 
now an assistant to a topnotch sales 
monager. This is a Ford dealership 
in Southern California with a 1,200 to 
1,800 car annual potential. Please 
submit qualifications and picture to 
Box AN-1! c/o Automotive News, De- 

troit 26. 











Send for 
free folder. 


AMER- STAGE 


805 East 134 St. 
Bronx 54, N. Y. 





MOTOR MASTER PRODUCTS CORP. 
BOX 96., DEFIANCE, OHIO 


| UNDERSTAND | CAN MAKE MORE 


||MONEY BY HANDLING THE FOLLOW- 


ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
PLUGS. 
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JOINT KITS. 
NAME 
STREET 
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Market Too Low—Colbert 


Small Car? Chrysler 
Still Marking Time 


By Maynard M. Gordon 
News Editor 

FIRST-QUARTER loss and a 
A bleak near-term sales outlook 
have not convinced Chrysler Corp. 
of the smaller car as a profit item, 
President L. L. Colbert declared 
last week. 

Colbert told the annual stock- 
holders meeting that domestic pro- 
duction of an economy car is not 
feasible if sales of such vehicles 
reach “only 300,000 or 400,000 a 


Obviously prepared for a ques- 
tion on Chrysler’s smalli-car 
plans, Colbert predicted that no 
U. S. manufacturer could afford 
to tool up for a Volkswagen- 
sized car. 

What might emerge from the 
Big Three, he added, is a smaller, 
more economical Plymouth, Ford 
or Chevrolet. But he said the larg- 
est long-range projection for small- 
car business in this country is one 
million sales by 1963, including 
imports. 


* * + 


< VERY substantial 


situation closely but have as yet 
made no decision to go into this 
business.” 

Colbert, as he has before, 
called Chrysler’s sales setbacks in 
1953 and 1954 with shorter wheel- 
base Plymouth and Dodge cars. He 
agreed, however, that a trend to- 
ward smaller cars had arisen in 
the last year-and-a-half. 

In confirming reports that 
Chrysler suffered a red-ink first 
quarter, Colbert declined to dis- 
close the extent of the loss. The 
first-quarter report will be made 
known next week when Chrys- 
ler’s board of directors decides 
whether to continue the com- 
pany’s long-standing 75-cent 
quarterly dividend. 

It was reported reliably that the 
regular dividend would be paid de- 
spite the loss. Disbursement of the 
dividend would cost the company 
about $6%% million. The company 


on Dec. 31 had over $530 million in| 


cash and short-term marketable 
securities. 

“There has been some slight im- 
provement in retail sales so far 
this spring,” Colbert reported, “but 
there is nothing in the general eco- 
nomic picture that indicates a 
sharp rise in demand for cars and 
trucks in the months immediately 


ahead. 
“A§ IT looks right now any in- 
creases in automobile sales 
are going to be generated out of 
intensified selling activities.” 
Beyond a statement that “prac- 
tically the whole economy” was 
struck by recession, the Chrysler 
president did not pinpoint the rea- 
sons for the automotive slump. 
Chrysler Corp. sales in the first 


7. . 7 


quarter totalled 165,059 cars and/| 


trucks, which was nearly 50 per- 
cent below the same period of last 
year, he said. 

“GM and Ford have not fallen 
as much, but we're all down,” he 
said. 

Asked whether he would favor 
a higher tariff on imported cars, 
Colbert said the question was a 
Political one for the U. S. govern- 
ment to decide. 
se staying out of that,” he 


EFERRING to the spread of 

Auto Buy Now selling cam- 
paigns, Colbert said the industry 
is not sitting around waiting for 
& demand to develop.” 

“It is responding to the present 
situation with action — meeting it 
head-on with imagination and 
energy.” 

Colbert told a stockholder that 
the company was working to im- 
_Prove its share of the replace- 


Governor Names Dealer 


YOUNGSTOWN, O. — Lester F. 
Donnell, president of L. F. Donnell 
Ford, has been appointed to a Gov- 
ernor’s commission which will di- 
rect construction of a State office 
building in Columbus, 





invest-| 

ment,” he stated, “would be) 
needed to undertake an economy-| 
car program. We are watching the} 


re- | 


ment parts business, which was 
6 percent last year. 

Questioned about reports that 
Prudential Insurance was exerting 
policy pressure because of its $250 
million loan to Chrysler, Colbert 
denied any involvement of the in- 
surance organization in company 
policy-making. 

“Prudential wants the company 
to prosper,” he said. “They told us 
they would refuse a seat on the 
board if we offered them one, They 
have nothing at all to do with our 
operations.” 

* = = 
= negotiated the Pru- 
dential loan in 1954 on a 100- 
year basis payable in five install- 
|ments at 3% percent. The interest 
}can be cut to 3% percent if Chrys- 
ler decides in 1961 to “trigger” the 
| loan and pay it off in 20 years. 
| A woman stockholder who asked 
| why dividends were not raised last 
|} year when over $10 million in ex- 
| ecutives’ bonuses were paid was 
| told by Colbert that in 1956, when 
low profits ruled out the bonuses, 
| “you got your dividends.” 
“Yes,” she called out from the 


Rayco Advertising 
Called Deceptive 


WASHINGTON. — The Federal 
Trade Commission has accused 
Rayco Mfg. Co. of using fictitious 
pricing claims and other misrepre- 
| sentation to sell its auto seat covers 
|}and convertible tops. 

An FTC complaint alleges that 
Rayco furnishes deceptive adver- 
tising material to its independently 
owned retail outlets. 

Joseph Weiss, Julius Stern and 
Burton B. Weiner also were charged 
with violating the FTC Act. The 
firm was given 30 days in which to 
file an answer. A hearing is sched- 
uled in New York City June 11. 


On Price Tag 
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floor, “but even without bonuses, 
you’re not working for peanuts.” 

Looking over at the seats where 
Chrysler officers were sitting, Col- 
bert replied: 

“The bonus program for execu- 
tives is a sound one worked out by 
a committee of directors, but this 
year it looks like there will be no 
bonuses again.” 

A stockholder who identified him- 
self as a Chrysler Corp. dealer then 
defended employe bonuses as a de- 
vice that “boosts the sales pie.” 

* * + 


THER individual stockholders 
questioned Chrysler’s decision 
to sell its Conner Ave. plant in De- 
troit, asked why Ford and GM 
used more direct mail ads than 


‘Chrysler, proposed open UAW ne- 


gotiations and wondered rather in- 
dignantly why no public-address 
system was used at Chrysler stock- 
holders’ meetings. 

Colbert’s replies were as follows: 

“Our studies show no place for 
the Connor Ave. plant (formerly 
used by Packard) in Chrysler pro- 
duction operations.” 

“We feel other media are more 
useful for advertising than direct 
mail or outdoor posters. Ford and 
GM have been using these media 
more than we.” 

“This is the first time anyone has 
asked for a public address system. 
We will consider it for next year.” 

Colbert passed over the open- 
negotiations proposal, having com- 
mented on the UAW talks in his 
prepared statement than union de- 
mands creating new cost pressures 
present “dangers” for the busi- 
ness. 

~ > = 
most optimistic statement from 
Colbert during the hour-long 
session came in reply to a question 
about the company’s missile work. 

“Our Jupiter missiles are in the 
lead in a business that is going to 
grow tremendously,” he said. 

Stockholders reelected 20 direc- 
tors and named George H. Love to 
the board, replacing L. A. Van 
Bomel, who is retiring. Love is 
chairman of Pittsburgh Consolida- 
tion Coal Co. 

An amendment amplifying the 
provisions of the indemnification 
plan for officers, directors and em- 


ployes was approved. 





Monroney Opens Hearings 


Bill Today 


(Continued from Page 1) 


the fog of uncertainty about what 
car prices really are can be lifted.” 
> > > 





crease in GM's share of U. S. auto 
production from 46.5 percent in the 
first quarter of 1957 to 55.9 percent 


‘Te WE can solve the mystery of |in the first three months of this 


what a new car costs with this 
legislation,” Monroney said, “I 
think we can restore confidence to 
the buyer of an automobile and 
self-respect to the honest dealers 
who want to see the prices put 
forward in plain, honest figures.” 
Subcommittee sources said that 
of the many communications re- 
ceived from the public and dealers, 
only one opposed the bill which is 
designed to strike at price packing 
and bootlegging. 
=e a 


Antitrust Probe of GM 
Suggested by Kefauver 


| ASHINGTON. — Senator Estes 


Kefauver, Tennessee Democrat, 
last week asked the Justice Depart- 
ment to consider an inquiry into 
possible antitrust violations by 
General Motors to accompany its 
recently announced case into al- 
leged illegal pricing practices by 
auto dealers in the District of 
Columbia. 

In proceedings against local 





dealers and ignoring GM, 
Kefauver remarked, the depart- 
ment is trying “to catch a min- 
now while ignoring a whale.” 
Kefauver noted that an auto 
dealer recently told his Antitrust 
and Monopoly subcommittee that 
dealers are captive. Other evidence, 
Kefauver said, indicated that whole- 
sale auto prices are at an alltime 
high, with comparative models 
similar in price. 
* * . 
N VIEW of this information,” he 
wrote Attorney General Wil- 
liam P. Rogers, “to proceed against 
dealers without investigating the 
activities of the automotive manu- 
facturers appears to be an over- 
sight.” 
The senator pointed to an in- 


year. 

“Does it not bring GM’s share 

of the total market perilously 
close to that percentage indicated 

as ‘doubtful,’ in and of itself?” 
he asked Rogers. 

It was announced that two Uni- 
versity of Michigan economists 
have been invited to testify at the 
Kefauver hearings on the automo- 
tive market in Washington, Apr. 30. 

They are George Katona, head of 
the economic behavior program at 
the school’s Survey Research Cen- 
ter, and Daniel B. Suits, co-director 
of the research seminar in quanti- 
tative economics. 


President Signs 
Highway Bill 
Despite Doubts 


WASHINGTON. — President 
Eisenhower, although he voiced 
misgivings, last week approved leg- 
islation authorizing a $1.8 billion 
increase in Federal spending on 
highway construction this year. 

The President said the bill had 
certain “grave defects” which could 
create unfortunate precedents. He 
mentioned the departure from 50-50 
sharing of costs between the U.S. 
and state governments, in favor of 
a new ratio of 2-1, with the Federal 
Government bearing the lion’s 
share, 

He termed the new cost-sharing 
ratio “a departure from a sound 
arrangement.” 

The President said he signed 
the bill because he hoped that 
stepped-up construction would in- 
crease employment and because the 
nation needed a speedup in the 
highway program. 











San Francisco Dealers Elect— 

Newly elected officers of the Motor Car Dealers Assn. of San Francisco are, from 
left, Ray Ely (Buick), treasurer; Clarence Krieger (Oldsmobile), president; Robert A. 
Waters jr. (DeSoto-Plymouth), vice-president, and Carl R. Carlsen (Plymouth), secretary. 


Obituaries 


J. Lance Rumble, 62; 
‘Mr. Truck Salesman’ 


TORONTO. — J. Lance Rumble, 
who has been called the world’s 
greatest truck salesman, died Apr. 
9 in Florida at the age of 62. 

Mr. Rumble, a noted public 
speaker and a pioneer traffic or- 
ganizer of the Alcan Highway, was 
for 17 years manager of the GMC 
truck branch in Toronto. He had 
been with GMC since 1927. At one 
time he was said to have averaged 
one truck sale a day for 11 years 


in a row. 
= > = 


William J. Cook 
LANSDALE, Pa.—William J. Cook, 68, 
who last month retired as president of 
Hunter Spring Co., died Apr. 6 at North 
Penn Hospital here. 
* * * 


Owen S. Motteler 
LOUISVILLE.—Owen 8. Motteler, 73. 
died Apr. 8 at a Louisville hospital, He 
opened a Pierce-Arrow dealership here 
more than 40 years ago and retired about 


10 years ago. 
, = * 


Gordon C. Clay 
ATLANTA.—Gordon C. Clay, 35, who 
was associated with Capitol Motors Co., 
died here. He formerly had been with Hix 
Green Buick Co.. and for a time owned 
a dealership in Buford, Ga. 
* * * 


Horace M. Woodward 
DETROIT.—Horace M,. Woodward, 69, 
died of a heart attack March 24 at his 
home here. Mr. Woodward started the 
used-car department at the Packard fac- 
tory branch in Detroit in 1916 and re- 
mained there 29 years before joining Cad- 
illac. 
* * * 
Harry M. Baxter Sr. 
GEORGETOWN, 8. C.—Harry M. Baxter 
sr., 60, an auto dealer in Panama City, 
Fla., for 10 years, died at the Georgetown 
County Memorial Hospital. 
* * * 
David A. Kivett 
GIBSONVILLE, N. C.—David A. Kivett. 
60, retired automobile dealer of Gibsonville, 


died Apr. 7 in Alamance County Hospital. 
* * - 


Harry E, Walther Sr. 

THE DALLES, Ore.—-Harry E. Walther 
sr., 69, a pioneer auto dealer, is dead of a 
heart attack. Mr. Walther, associated with 
Walther-Williams Co. from 1909 until his 
retirement in 1948, first handied Marion 
and Overland. He also handled Ford for a 
time and was a Dodge dealer for many 
years. 

* * * 
John D. Arrington 

ALEXANDRIA, La.—John D. Arrington, 
66, sales vice-president of Southern Chevro- 
let Co. prior to his retirement two years 
ago, died Apr. 3. 

. 


Hall 
MEMPHIS.—Hall Ballinger, 44, operator 
of City Car Market, died Apr. 6. He had 
been in the used-car business -here for 20 
years. 


Guerden M. Callaway 
BRADSFORDSVILLE, Ky.—Guerdon M. 
Callaway, 82, who operated Callaway 
Motor Co, here, died Apr. 10 in a Shelby- 
ville (Ky.) hospital. He had been in the 
hospital for two wore. pe 
. 


Nicholas C. Wright 
NORFOLK, Va.—Nicholas C. Wright, 63, 
president of Nick Wright Motor Co., died 
Apr. 8 at his home here. 
* * . 


dames F. Moriarty 

KANSAS CITY.—James F. Moriarty, 80, 
@ partner in Kansas City’s first auto deal- 
ership, died here Apr. 12. He and his late 
brother, Edward, began by selling Mil- 
waukee Steamers in 1901. They later han- 
died Pierce-Arrow, Oldsmobile, Packard 
and Peerless. ‘ < 


* 
Charles T. Fisher Jr. 
GROSSE POINTE, Mich. Charlies T. 
Fisher jr., 51, president of National 
Bank of Detroit and a director of General 
Motors, died Apr. 14 of lung’ cancer. He 
was a son of one of the seven famed 
Fisher brothers and a son-in-law of the 





late Walter O. Briggs sr. His father and 
four uncles are among the survivors, 

cd x ” 

John S. Coleman 
DETROIT.—John 8. Coleman, 60, presi- 

dent of Burroughs Corp. (office equipment) 
and president of the U.S, Chamber of 
Commerce in 1956-57, died Apr. 13 after a 
heart attack, A director of American 
Motors and Fruehauf Trailer, he was 
active in Detroit civic affairs and figured 
prominently in United Foundation charity 
drives. 

* * * 


John C. Caps 

COLORADO SPRINGS.—John C. Caps, 
90, who built autos in Kansas City at the 
turn of the century, died here Apr. 14, His 
Kansas City motor Car Co. went broke 
after an investment of $357,000. He blamed 
his failure on the building of 14 experi- 
mental models instead of sticking to one. 


S-P Holders V. ote 
Thursday on Bevy 
Of Dann Proposals 


SOUTH BEN D.\Studebaker- 
Packard shareholders again will be 
faced with a bevy of proposals by 
Sol A. Dann when they meet here 
Apr. 24 for their annual discussion 
of corporate affairs. 

Dann, a Detroit attorney who 
owns 100 shares of S-P common 
stock, is the sternest critic of the 
corporation’s management. He also 
is a participant in a Federal Court 
suit which seeks to upset the 1956 
management agreement between 
S-P and Curtiss-Wright. 

His current proposals, all of 
which are opposed by manage- 
ment, include the site of meet- 
ings, a request for a list ef share- 
holders and a change in the 
method of counting proxy votes. 
There’s also a suggestion regard- 

ing the method of transcribing min- 
utes of shareholder meetings and 


|of the availability of such docu- 


ments, plus a plea for an audit of 
the matters pertaining to the meet- 
ing held Oct. 31, 1956. The Curtiss- 
Wright agreement was approved at 
that session. 

The remaining proposal is per- 
haps the most interesting of all. 
It urges that no S-P employe be 
qualified for reelection as a di- 
rector if the company has not 
paid a dividend during his three- 
year term on the board. 
Further, no one would be eligible 
for election to the board unless he 
owned 3,000 shares of the corpora- 
tion’s stock. 

This would eliminate all 11 candi- 
dates for the board. S-P has not 
paid a dividend since it was formed 
in 1954, and none of this year’s 
nominees owned more than 300 
shares on March 1, 1958. 


Oregon Dealers 
Urge Removal 
Of Auto Excise 


PORTLAND, Ore.— Members of 
the Automobile Dealers Assn. of 
Portland and the Oregon Automo- 
bile Dealers Assn. have sent tele- 
grams to Congress backing legisla- 
tion to remove the auto excise tax. 

The messages contended that the 
tax no longer is justifiable, since it 
was imposed as a wartime measure 
with the understanding it would 
not be continued as a regular tax 
after the war. 
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Imperial Wins 3rd Economy Run 


(Continued from Page 1) 


in history to win the Sweepstakes 
prize three times. 


The only other car ever to win 
the Sweepstakes three years in a 
row was the Graham Super- 
charger Six, which turned the 
trick in 1936, 1937 and 1938. 

George Alsbury duplicated his 
division victory of a year ago. 
Paola, by placing his Oldsmobile, 
prevented this year’s run from be- 
ing another sweep for Chrysler 
Corp. cars. Last year, a Dodge Cor- 
onet was the winner in this class. 

> * * 

EORGE ALSBURY, with a rec- 

ord of 58.4928 ton-miles per 
gallon.and 21.0217 actual miles per 
gallon, was runner-up for Sweep- 
stakes honors as well as winner in 
his class and best actual miles per 
gallon. The victory was in the 
nature of a birthday present for 

George, who turned 21 on the last 
day of the run. 

Last year, George won first 
place in his class with a Chrys- 
- Saratoga—on his 20th birth- 

y. 

The Alsbury brothers defended 
the family’s record alone this year. 
Their mother, Mrs. Millie Alsbury, 
a driver last year, and their father, 





Mel Alsbury sr., a co-driver last 
year, were not entered in the 1958 
run. 
> 7 * 
ABLE’S record in the run 

was 48.3264 ton-miles per gal- 
lon and 20.0088 actual miles per 
gallon. Paola rang up 50.5951 ton- 
miles and 19.2377 actual miles per 
gallon. 
Overall averages for all cars 
the run were 48.8693 ton-miles 
and 18.7529 actual 
gallon. Male drivers 
out women in perform- 
For men: 49.2908 ton-miles 
gallon and 18.8598 actual 
For women: 47.5447 ton- 
per gallon and 184171 ac- 
tual miles per gallon. 

Best performances on actual 
miles per gallon were turned in by 
a Chrysler New Yorker with 21.0217 
miles per gallon; a Ford Custom 
Six with 20.8870 miles per gallon, 
and a Chevrolet Delray Six with 
20.6441 miles per gallon. 

> > > 
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THER cars and drivers in the 
run included: 

Chevrolet Bel 
man. 

Chevrolet Delray, Gus Retzlaff. 
.  acaeas Impala, Dorothy Retz- 
— Custom Six, Marshall Mar- 

n. 

Ford Fairlane, Ivan R. Lewis. 

Plymouth Belvedere, Mary Davis. 

Buick Special, Joe Hill. 

Dodge Custom Royal 500, Bob 
Donkin. 

Dodge Custom Royal 500, Joan 
Fischal. 

DeSoto Firedome, Myra Bu- 
chanan. 

Pontiac Super Chief, Lynn Paul- 
ette. 

Studebaker President, Pete 
Novotny. 


Pillsbury Cited 
As Dean of U.S. 
Contest Officials 


LOS ANGELES. — Arthur C. 
Pillsbury, chief steward of the Mo- 
bilgas Economy Run since it was 
started in 1936, was honored as the 
“dean of American automotive con- 
test officials” prior to the start of 
this year’s run. 

Pillsbury also has been western 
regional director of the United 
States Auto Club and its predeces- 
sor AAA affiliates for 31 years. 

The tribute, in the form of a 
scroll, was presented to Pillsbury 
at a surprise luncheon by Thomas 
W. Binford, president of USAC. 

Pillsbury has supervised the es- 
tablishment of more auto records 
than any other person since he 
began officiating 46 years ago. The 
total exceeds 1,000. 


Finke Buys Ford Deal 
David Finke has opened Finke 
Ford Motor Sales, Glenwood, 
Minn. Finke purchased the Ford 
firm from A. E. Kvam, who had 

operated K & R Implement Co. 


Air, John Hart- 









Mercury Montclair, Fran Her- 
nandez. 

Edsel Pacer, Don Rice. 

Edsel Pacer, Loretta Colange. 

Buick Century, R. M. Flanagan. 

DeSoto Fireflite, Ruth Doush- 
kess. 

DeSoto Fireflite, Hart Fullerton. 

Oldsmobile 98, Ray Brock. 

Mercury Park Lane, Verne Houle. 

Mercury Turnpike Cruiser, Bill 
Stroppe. 

Edsel Citation, Art Rene. 

Buick Roadmaster, Don Bridges. 

Lincoln Continental, Danny 
Eames. 

Lincoln Continental, Nicky Grif- 
fen. 

* + = 
WENTY-NINE cars started the 
run this year, compared with 

24 a year ago. Of the 29, ten were 
Ford Motor Co. products, nine were 
GM and nine were Chrysler. There 
was also a Studebaker. 

At the end of the first day’s 
run, from Los Angeles to Phoe- 
nix, the leaders were the Alsbury 
brothers, Miss Davis and Paola. 


Included in the first day’s route 
were 50 miles of twisting, switch- 
back road, including a 40-mile 
stretch of climb toward 4,917-foot 
Keene Camp Summit, the second- 
highest point encountered in the 
road. Ten miles of mountain road 
then led downhill to Indio, Calif., 
22 feet below sea level. 

Rene ran into trouble when a 
wire came out of the distributor 
on his Edsel, causing a short in the 





Dyer Truck Auction 
To Be Held Weekly 


DYER, Ind.—Success of his 
first truck auction has prompted 
Len Pollak, of Dyer Auto Auc- 
tion, to make the used-truck sale 
a weekly affair. 

Pollak said that 87 percent of 
the 67 trucks consigned at the 
first auction were sold. Said Pol- 
lak, “The significance of this high 
percent to me is the fact that 
there is a definite demand for 
trucks of all types, indicating a 
strong market. The only thing 
that I would like to see is more 
trucks consigned.” 





ignition switch. After standing 
dead for nine minutes, Rene got 
going and finished the day’s run 
holding the switch “on” by hand. 

Rene found out that the short 
had burned out a solenoid. As soon 
as he was given the starting flag 
on the second day’s run, he in- 
stalled a new solenoid and lost 
only two minutes on the day’s time. 

+ + * 
] Pyeng held their places on 
the second day’s run from 
Phoenix to El Paso, Tex. Mel 
Alsbury jr., however, widened his 
lead for the Sweepstakes trophy. 
After a brunch stop on the 
second day’s run, Joan Fischal’s 

Dodge refused to start. Bill 

Stroppe, driving a Mercury, found 

the trouble and got her going 

again. 

Only bad condition encountered 
on the second day was 6%4 miles of 
dirt road under construction. Dust 
was so bad that drivers could see 
only tail lights of the cars they 
were trailing. 

When contestants reached the 
compound, they were entertained 
by the 126-piece Ysleta High School 
band. 

On the third day, from El Paso 
to Lubbock, all leaders held their 
places, although Mary Davis in the 
low-price class began to get hotter 
competition from Venable. 

= = > 


T= day’s run took contestants 

over the highest point on the 
route, 7,540-foot Apache Summit on 
the Mescalero Indian Reservation 
in New Mexico. 

On the fourth day’s leg, from 
Lubbock to Dallas, all divisional 
leaders held their positions. In the 
low-price class, however, Miss 
Davis and Venable were running 
virtually neck-to-neck at the end 
of the day. 


This year’s run was the first 
time that women had competed 
directly against men. Last year, 
women were permitted to enter 
only if another car of the same 
make and model was driven by a 
male competitor. 

This year’s run, covering 1,883 
miles, was by far the longest ever 
covered. Last year’s run, stretch- 


‘Auto Week’ Planners— 


These dealers and city officials are directing the “Auto Buy Now" campaign in 
Holyoke, Mass. Seated, from left, are Robert Krumpholz (Dodge-Plymouth), Fred 
Marion (Rambler), president, Holyoke New Car Dealers Assn.; Russell W. Magna 
(Buick), Mayor Samuel Resnic and Edgar Nacke (Chevrolet). Standing: Philip lL. Kay 
(Lincoln-Mercury), William Alderman (Chrysler-Plymouth-Imperial), Karl F. Seiler (Ford), 
Clifford V. Bowen, Lester R. Bowen, and Louis Reiter and Peter J. Corey (Oldsmobile), 


Manufacturing Divisions 


Are Consolidated by Ford 


(Continued from Page 8) 


to head the aircraft engine divi- 
sion. 

Dykstra now will have responsi- 
bility for defense planning and 
sales, the production programming 
and control office, plant engineer- 
ing, manufacturing engineering and 
quality control, as well as func- 
tional control of Aeronutronic Sys- 
tems, Inc., a company subsidiary. 

The realignment organizationally 
arranges plants so that they are 
more closely related in respect to 
processing techniques, engineering 
requirements and products manu- 
factured, the company said. 

C. H. Patterson has been elected 
a vice-president of the company. 
He formerly was group executive 
for the engine and foundry group 
and will now head the new power 
train group, which will include the 
engine and foundries division, with 
M. L. Katke as general manager, 
and the transmission and chassis 
division, headed by R. J. Hampson. 

The body group will be directed 

by Irving A. Duffy, a vice- 


ing 1,568 miles, was the longest pre-| president. The tractor and imple- 


vious route. 


ment division, with Merritt D. 


AC Parts Sales Top Record Pace of ’57 


By John E. Walsh 
Staf! Writer 

DETROIT.—A record year for 
replacement parts in the wake of 
the sharp drop in new-car sales 
has been predicted by Joseph A. 
Anderson, general manager of AC 
Spark Plug. 

Addressing a meeting of Detroit 
regional AC distributors, Ander- 
son said reports for the first quar- 
ter of 1958 show parts sales 
running from 8 to 14 percent 
ahead of the similar period a 
year ago. 

AC’s replacement business, he 
added, is well ahead of its record- 





‘breaking pace of 1957. These gains 
have helped to offset a loss in 
original-equipment business due to 
the new-car slump, Anderson said. 

“AC’s sales of spark plugs, oil 
filters and fuel pumps in March 
were 25 percent ahead of sales in 
the corresponding month last year,” 
he continued. 

Commenting on the economic 
outlook, Anderson said there “is 
no basic reason for pessimism.” 

“Recession is a state of mind 
and as such it can affect the 
economy,” Anderson declared. 
“We at AC are not subscribing 
to recession talk. We do feel the 


Cleveland Opens New Sales Drive— 


W. Heartsill Wilson, assistant to the Plymouth sales vice-president, was the principal 





speaker at a breakfast rally launching a “Buy Now" sales drive in Cleveland similar 
to the campaign staged by the city's auto dealer in February and March. More than 
1,200 leaders in sales and promotional activities, automotive and business fields 
attended. Around this table are Leo Conway, co-chairman of Cleveland's “You Auto 
Buy Now” campaign (left foreground), and, reading clockwise, Walter Stearns, Cleve- 
land Automobile Dealers Assn. public relations committee; Wright Bryan, Cleveland 
Plain Dealer editor; R. Earl Burrows, CADA executive secretary; E. Peerce Lake, former 
CADA president; Dave Biaushild, CADA president; Louis B. Seltzer, Cleveland Press 
editor; Curtis Lee Smith, Cleveland Chamber of Commerce president; Wilson and 
Paul Brokaw, Gallagher, Samuel & Veeck. F 


‘ 


current market calls for every 
salesman to redouble his efforts 
and we feel our sales people are 
stepping up to the challenge.” 

The gain in car sales during 
Auto-Buy campaigns is an example 
of what added selling efforts can 
accomplish, he said. 

Anderson cited six reasons for 
his belief that the economy will 
embark on further expansion in a 
short time. They were: 

A predicted increase of 22 million 
in population over the next eight 
years, new products aimed at 
sparking consumer desire to buy, 
continuing reduction of long-term 
notes, easier credit, lower inven- 
tories and increase.in housing 


starts. 


He said the scrapping of old 
cars was running ahead of new- 
car sales and should result in a 
pickup of auto business. 
Anderson also pointed out that 
the present car market is far from 
saturated. 

“Surveys show that 27 percent of 
the families in the nation today 
do not own one car,” he said. “The 
two-car family market is another 
field than has not been worked with 
‘hard sell!” 


2 Oregon Dealer Groups 


Elect New Officers 


SALEM, Ore—Two new-car 
dealer groups in Oregon have 
elected new officers. The Grants 
Pass New Car Dealers Assn. named 
Marshall C. Glos, Glos Buick Co., 
president; Robert Holzgang, H&H 
Motors, vice-president, and Sam 
Mock, Mock’s Ford Sales, secre- 
tary-treasurer. 

Duncan Wilson, Inland Chevro- 
let, was elected president of the 
Umatilla County Automobile Deal- 
ers Assn. Jerry Leckie, Leckie 
Dodge Co., was elected vice-presi- 
dent and Ray Fayne, Fayne Mo- 
tors, secretary-treasurer. 


Hill as general manager, will 


continue to report to Duffy. 

K. D. Cassidy, formerly group 
executive-general products, was ap- 
pointed group director to act as 
Duffy’s general assistant of the 
body group, made up of the follow- 
ing divisions and general man- 
agers: metal stamping, A. J. Hole; 
hardware and accessories, J. §. 
French; steel, W. J. Reilly, and 
glass, A. R. Wardrop. 

The central purchasing office 
will continue under the direction 
of Earl G. Ward, vice-president, 
who now will report directly to the 
board chairman and president. 
Ward also will direct the mining 
properties department and the cen- 
tral traffic office. 

A new manufacturing research 
office has been established with re- 
sponsibility for advanced produc- 
tion engineering projects, manufac- 
turing research and development 
of manufacturing processes. 

This office will be headed by D. J. 
Davis, who continues as a com- 
pany vice-president, and who will 
report to the manufacturing vice- 
president. 

Harder, who was 66 years old 
in March, would devote his full 
time to advising and counseling 
with line and staff executives on 
plans and programs and assist- 
ing them in the assumption and 
discharge of newly assigned re- 
sponsibilities. 

Harder joined Ford in 1946 as op- 
erations vice-president -operations. 
He was elected executive vice- 
president-basic manufacturing di- 
visions in January, 1955. He began 
his career in the automobile indus- 
try in 1912 with Yellow Cab and in 
later years he held many executive 
posts with automotive and related 
firms until he was named president 
of E. W. Bliss Co. in 1945. 

Sullivan became a company vice- 
president in 1950, two years after 
joining Ford, and has since headed 
all engine and stamping produc- 
tion. In his new staff position, he 
will collaborate with Harder on 
projects relating to the metal 
stamping field, the relationships be- 
tween product and production en- 
gineering activities throughout the 
company and others. 

Dykstra, named to direct the 
enlarged manufacturing staff and 
other activities, 
automotive-manufacturing execu 
tive. He joined Ford in March, 1947, 
serving as general production 4s 
sistant to Harder. 

The following year, he was 
named general manager of the 
former general manufacturing 
division and he was elected % 
Ford vice-president in 1950. 

Patterson, newly elected vice 

president, joined Ford in 1927 in 
the Rouge plant die room, During 
World War II, he held supervisory 
posts at the company’s Willow Run 
bomber plant and he became super- 
intendent of all assembly opera- 
tions there in 1944. 

He was appointed general man- 
ager of the engine and foundry 
division in 1951 and named a group 
executive in 1957. 


is a veteran, 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 






































Week Week dan. 1 dan. 1 
Ended Same Ended = hin i hee. 10 
“Sas” = seer’ Aree’ ToDate 1967° | 1988" 
AMER. MOTORS** 3,220 2,276 3,063 8,742 31,748 49,925 
“Rambler ...............00006 3,220 2,076 3,063 8,742 28,775 49,925 
CHRYSLER CORP 10,850 21,897 13,809 32,776 447,409 190,439 
1,613 2,676 46,052 18,046 
480 7136 14,906 5,423 
553. 1,041 51,582 11,732 
3,465 6,847 104,426 32,234 
7,698 21,426 230,443 123,004 
21,795 45,457 655,344 383,139 
14 ee 4,887 
17,343 39,382 519,000 328,350 
511 1,321 16,751 10,972 
PROTOUTY  n...ecererrccsscsseees  seecesseee 5,701 3,927 3,927 119,234 38,930 
GENERAL MOTORS .. 48,113 57,324 45,720 120,697 1,008,030 813,359 
TEE advecnseeesccnsensecetonees 5,185 8,705 4,925 10,499 167,291 92,086 
GED ccccccerccccccscrcescesece 3,200 3,340 3,233 8,969 52,774 48,021 
Chevrolet ..................0. 27,700 30,706 27,115 75,889 496,669 469,756 
Oldsmobile .................... 7,128 7,651 6,543 16,129 155,391 119,060 
BOERD  occcseccccseccccscrsescoce 4,900 6,922 3,904 9,211 135,905 84,436 
BP CTR. cccccccccccesceescecee 1,240 BPE euieninies 2,375 25,298 11,895 
TEIGD  ccecccsvesccccevscsesee 70 o_o 121 5,675 1,248 
Studebaker .................. 1,170 EAGGD  — tensiccns 2,254 19,623 10,647 
Total Cars, U. S........... 73,638 118,327 84,387 210,047 2,167,829 1,448,757 
“Revised 
**american Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
Apr. 19, Week, Apr. 12, April, Apr. 20, Apr, 19, 
1958 1957* 1968* To Date 1957* 1958 
CHEVROLET ..............-.. 6,100 7,834 6,606 17,795 116,205 92,866 
SGD GE ccrcccsnsctssccess 110 102 119 316 1,326 1,715 
IIE isscsdsentsunscemeniininiinies cise 62 167 1,166 913 
OO, ew 1,200 1,430 1,130 3,184 27,451 16,553 
ee 3,600 8,837 4,230 10,846 109,423 70,769 
ies cereniteidnmshinsiinieniialls 1,130 1,323 1,146 3,197 23,139 19,759 
INTERNATIONAL ...... 1,825 2,818 1,768 5,028 30,239 33,034 
en 320 284 334 863 5,791 4,690 
STUDEBAKER.  ............ 184 216 emtanpenn 302 3,807 2,039 
III , hssigusissipisinninsenisiinnne 340 370 356 7137 6,292 5,555 
III > isicntinsncthopsieamiaasse i (ketenes 996 4,047 19,574 23,961 
MISCELLANEOUS*** 85 59 85 238 869 1,034 
Total Trucks, U. S..... 16,634 23,273 16,832 46,770 345,282 272,888 
Total Cars, Trucks, 
TO, Bo voovocococcceccseeeeeeeeeeee 90,272 141,600 101,219 256,817 2,513,111 1,721,645 
Total Cars, Trucks, 
asteleiisiaiiistataibliie 8,890 9,664 8,303 21,432 154,939 121,406 
Grand Total, 


Cars and Trucks, 


U. S. and Canada... 99,162 ~151,264 110,022 278,249 2,668,050 1,843,051 





*Revised, 


**Miscellancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


N.B. All U. S, totals include cars and trucks for military orders. 





Dealers’ Dollar Sales Drop 
16 Pct. During Month 


WASHINGTON. — Franchised 
auto dealers’ dollar sales in Febru- 
ary were off 12 percent from 
January and 16 percent from the 
figure for the like month of 1957, 
the Commerce Department re- 
Ported. 

The department placed the 
dealers’ sales in February at $2,- 
073 million, compared with $2,357 
million in January and $2,482 
million in February, 1957. 

Dealers’ sales were off more 
sharply than those of retailers gen- 
erally. Overall retail sales for 





Inspection Procedure 


Attacked in Colorado 
DENVER.—A suit challenging 


filed in District Court here by a 
Denver attorney. 

The suit charged that inspec- 
tion stickers are being issued 
which will expire Oct. 31, al- 
though the law requires that all 
Stickers expire on Nov. 30 and 
May 31 of each year. It asked 
that current stickers expire Nov. 
30 and that the present inspec- 
a period be extended to May 
1. 





| 


February were 10 percent below 
the January total and 2 percent 
below the February, 1957, figure. 

All retail sales totalled $13,807 
million in February, compared with 
$15,286 million in January and $14,- 
058 million in the like month a year 
ago. 

Gasoline service stations showed 
an increase in dollar sales in Feb- 
ruary over the year-earlier total. 
The stations did $1,122 million in 
business in February, up 5 percent 
from the $1,067 million in Febru- 
ary of last year but down 7 percent 
from the $1,209 million in January 
of this year. 

The Commerce Department's 
report on wholesale dollar sales 
showed that automotive whole- 
salers did better in February 
than wholesalers generally. 

Total wholesaler sales for the 

month were put at $8,179 million, 
down 9 percent from the $8,972 
million in January and 10 percent 
below the $9,097 million in Febru- 
ary, 1957. 

Automotive wholesalers did $379 
million in business in February. 
This was 8 percent below the $412 
million in January but 4 percent 
above the $366 million for February 
of last year. 
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At Governors’ Visit .. . 
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along the road toward cooperation 
on uniform laws and enforcement 


Plea for ‘Safer’ Cars 


Disputed by Makers 


By John K. Teahen Jr, 

Staff Writer 
ETROIT.—Gov. Abraham A. 
Ribicoff, of Connecticut, wants 

automobile manufacturers to take 
some of the chrome and other 
“gingerbread” off their products 
and substitute seat belts and crash 
padding—at no increase in price. 

He was informed that safety 
items do not sell cars, and that 
there must be a tremendous up- 
surge in buyer demand for these 
articles before the factories will 
consider making them standard 
equipment on all models. 

The seat-belt issue was one of 
the few. thorns in the garden of 
amicability that surrounded the 
auto makers and the state execu- 
tives during a 2%-day conference 
here. 

The visitors were members of 
the Governors Conference Special 
Committee on Traffic Safety and 





were invited to Detroit by the 

directors of the Automobile Manu- 

facturers Assn. 
* * > 

TTENDING were Ribicoff, com- 

mittee chairman, and Govs. G. 
Mennen Williams, Michigan; Rob- 
ert B. Meyner, New Jersey, and 
Milward L. Simpson, Wyoming. The 
governors of Indiana, Ohio and 
Tennessee sent representatives. 

Their tour included Ford Motor 
Co.’s test track and Engineering 
and Research Center, the General 
Motors Proving Ground, the GM 
Technical Center and Chrysler 
Corp.’s engineering laboratories. 

During panel discussions at these 
sites, each of the governors de- 
clared that he was greatly im- 
pressed by the work that the in- 
dustry is doing to make its cars 
ever safer. They were told that 
only 3% percent of auto accidents 
are attributable to vehicle failure. 

Seat belts played a big part in 
these discussions. Panelists at Ford 
Motor Co. had scarcely settled 
themselves in their chairs before 
Ribicoff inquired why belts and 
crash pads were not standard 
equipment. 

= > 

O. WRIGHT, Ford division 

* general manager, explained that 
it would mean a price increase and 
that customer demand is not great 
enough to justify such a move. 

He noted that in 1957, only 45 
percent of Ford customers ordered 
padding and only 2 percent asked 
for padding and seat belts. In fact, 
he said, seat-belt installations 
dropped from 115,000 in 1956 to 
about 50,000 last year. 

Wright said s such 
items would place the first maker 
to do so at a competitive dis- 
advantage pricewise. 

When Gov. Williams suggested 
that the disadvantage would be 
removed if legislation made these 
safety items mandatory, Wright 
declared that it is not wise to force 
something on cars unless the public 
wants it. 

* . o 

H®= SAID he didn’t think Ford 

would object if all cars were 
required to have a certain safety 
feature, but he doubted that such a 
day ever will come “because the 
manufacturers will put such a fea- 
ture on the cars themselves if the 
buyers show that they want it.” 

A suggestion that the nation’s 
governors take the lead by mak- 

mandatory 


from Charles F. Moore jr., Ford’s 


L-O-F Plans Drive 
To Halt Sales Dip 


TOLEDO. — Libbey-Owens-Ford 
Glass Co. is launching an “extra- 
ordinary campaign” to boost sales 
this year and has called a meeting 
of distributors to give them the 
special sales plans. 

The company said it was also 
relying on new products to stimu- 
late sales which were off in the 
first quarter, executives told the 
annual stockholders meeting. 

LOF reported its first-quarter 
profit was $3,785,406, down from the 
$8,242,324 for the like period of last 
year. 


public relations and advertising 
vice-president. 

“We'd be glad to publicize that 
in our advertising,” he said. 

Another opinion on seat belts 
came from George Romney, Ameri- 
can Motors president, who ad- 
dressed an AMA dinner for the 
governors. Romney also is 
president of AMA. 

He recalled that “we (Nash) 
made seat belts standard in 1949 
and found no competitive advan- 
tage in them. Drivers and dealers 
complained so loudly that we took 
them off.” 


* = * 

T CHRYSLER CORP., Paul C. 

Ackerman, vice-president and 
engineering director, told the gov- 
ernors that legislation on automo- 
tive design could restrict engineer- 
ing research and development. 

He said the decision on whether 
to make certain safety equip- 
ment standard usually rests on 
two basic considerations — cost 
and customer acceptance. 

It would cost the buyer of a 
Plymouth Plaza nearly $550 extra 
if certain safety options were made 
standard, he said. Ackerman in- 
cluded automatic transmission, 
power steering and power brakes 
in this hypothetical safety package. 

Ribicoff suggested a joint safety 
advertising campaign under AMA 
direction, but L. L. Colbert, Chrys- 
ler president, doubted whether GM 
and Ford would be amenable to 
such an idea. 

> > - 

OLBERT mentioned Ford's dis- 

appointing experience in trying 
to sell safety on its 1956 models and 
said Chrysler had had a similar ex- 
perience three or four years ago. 

“Many dealers asked us to dis-| 
continue advertising seat belts,” he | 
recalled. “They said it was a deter- 
rent to sales.” 

Ribicoff contended that there 


the 
intelligence of the American 


people. 

Colbert bristled at that remark. 
“We have a high regard for the 
buyers’ intelligence,” he said. 
“When we make a mistake in 
judging them, they tell us about it 
—by not buying our products.” 

The other governors apparently 
were inclined to let the auto makers | 
decide the standard-equipment | 
question. 


> > > 
Wy raaanes Simpson remarked | 
that it would be a fine thing) 


as the auto industry is” on safety 
research and engineering. 

“It’s more a question of how we 
(the states) are going to catch up 
with the industry,” Simpson added. 

Throughout the conference, the 
governors emphasized that “we 
are not here to tell you how to 
run your business or to make the 
auto industry the scapegoat in 
the traffic-accident problem.” 

There were several pleas from 
both sides for close cooperation in 
efforts to reduce the death and 
injury toll. 

At the Proving Grounds, GM 
President Harlow H. Curtice argued 
against Federal intervention in the 
field of causes and cures of acci- 
dents. He urged more competition 
between state and local government 
units to “do a better safety job 
than the others.” 

> 


+ . 
7s biggest single need today, 

Curtice said, is for increased 
recognition of human behavior as 
a safety problem. 

“We need not only better licen- 
sing of drivers, more driver train- 
ing, better enforcement, but also 
more productive research on what 
makes drivers get into trouble be- 
hind the wheel,” he declared. 

He assured the governors that 
the industry will continue to 
support efforts along these and 
other lines, “just as we shall 
continue to strive to make our 
Own products even safer.” 

In a closing statement issued 
after conferring with the other 
members of the committee, Ribicoff 
urged that auto makers work “even 
more closely” with the American 
Assn. of Motor Vehicle Adminis- 
trators and other state agencies 
“for the purpose of improving 
safety features and adding agreed- 
upon safety features to their auto- 
mobiles.” 


Collins Named 


‘Reo Sales Chief 


LANSING. — George R. Collins 
has been appointed general sales 
manager of Reo. He succeeds Jack 
Adams, who resigned to become 
sales director for 
Midland Ross 
Corp.'s Owosso 
division. 

Collins joined 
Reo in 1947 in 
the industrial en- 
gineering depart- 
ment and left in 
1951 to become 
assistant to the 
president of 
Boyce Motor 
Lines, New York. 





G. R. Collins 
When Reo purchased Pal Prod- 
ucts Co. in 1953, Collins was made 
assistant general manager of that 
plant in Michigan City, Ind. In 
1954 he returned to the Lansing 





“if the states were one-tenth as far | 


factory as assistant sales manager. 


Output Dives to New Low 
As Chevy Shuts 9 Plants 


(Continued f; 


a shortage of parts brought about 
by a now-settled strike at 


The firm also makes parts for 
Ford, Mercury and Chrysler Corp. 

Lowest weekly total thus far this 
year was 64,358 units in the week 
ended Apr. 5. 


7 > 

On bright light in this week's 

forecast is another possible in- 
crease in assembly operations at 
American Motors Corp., which an- 
nounced two weeks ago that it 
planned a 10 percent boost in pro- 
duction schedules. 

Last week’s output of 3,220 


AMC, S-P and GM were the only 
makers to show output gains last 
week as industry-wide assemblies 
dwindled to an estimated 73,638 
units, or a 12.8 percent decline from 
the previous week’s output of 84,- 
387 cars. Last week’s output also 
was 37.8 percent off the week 
ended Apr. 19 a year ago, when the 
manufacturers rolled 118,327 cars 
from the lines. ‘ 

Last week’s estimated 73,638 as- 
semblies represented 57.8 percent 
of Automotive News’ three-year 
index, compared with the 66.3 per- 


rom Page 1) 


cent compiled on the previous 
week's 84,387 assemblies. 
Manufacturers showing out put 
losses from the previous week were 
Ford Motor Co., off 53.1 percent 
and Chrysler Corp., off 21.4 percent. 
” 


Chrysler Dailies 
St. Louis Plant 


ST. LOUIS.—First shipments of 
the 13,000 tons of structural steel 
for Chrysler Corp.’s new St. Louis 
automobile assembly plant arrived 
last week at the 225-acre plant site 
as Chrysler officials reported “ex- 
cellent progress” on the new pro- 
duction facility. 

Arrival of the steel marked the 
start of the second major construc- 
tion phase of the 1,300,000 square- 
foot plant. More than 250 railroad 
cars of steel will be used in con- 
struction. 

W. C. Newberg, automotive group 
vice-president, said he expects the 
facility to be ready for the installa- 
tion of machinery and equipment 
by the end of 1958. The plant will 
produce Plymouth automobiles for 
shipment to the company’s 1,400 
dealers in the southern and south- 
western market area. Production 
is scheduled to start in mid-1959. 
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Illinois Dealers Eager T@ O63 515° A" 7-N Lee: 


Reaching an estimated 150,000 readers engaged in all branches of the nation’s automotive industry 
INSERTION 
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For Practical Ideas 


(Continued from Page 3) 


move early to prevent any break- 
down in labor relations. 


Introduction of tape recording 
equipment to record each speaker’s 
remarks was new, at least for the 
IATA meetings, and Sander said 
the speeches will be reproduced in 
written form and sent to all mem- 
bers. 


He said that this will enable 
those interested to study at their 
leisure the address of Reese who 
used numerous charts to illus- 
trate his arguments. 

They were intended to prove 
“Why a realignment of dealer or- 
ganization, facilities and expenses 
are an absolute must for 1958 in 
line with downward trend of units 
and gross profit.” 

It was announced that regional 
meetings to assist dealers with 
keeping-in-the-black problems will 
be inaugurated by IATA within 
four to six weeks. Sander said that 
the future programs will embrace 
management seminars with the co- 
operation of the University of Illi- 
nois and Southern Illinois Univer- 
sity. 

Two-day programs at both 
Champaign-Urbana and Carbon- 
dale, at the universities, will prob- 
ably start in the fall. There will be 
a variety of subjects offered 
including automobile financing, 
automobile leasing, training sales 
managers and compensation for 
salesmen. 

Dean Chaffin, Bozeman, Mont., 
NADA president, reported to the 
Illinois membership his disap- 
pointment in the reaction of the 
automobile manufacturers to the 
NADA attempts to interest the 
makers in a program of factory- 
dealer relations which apparently 
must go to Congress for any 
action. 

Chaffin said that a change in pol- 
icy concerning NADA-factory con- 
ferences also is taking place. 

He said that when NADA officers 
meet with factory representatives 
in the future to discuss factory- 
dealer associations and relations, 
the head of the dealers’ group sell- 
ing that factory's car will also at- 
tend the conference. 

At the conclusion Sander, in 


Alabama Parley 
To Stress Dealer 
Profit Picture 


MONTGOMERY, Ala—tThe auto- 
mobile dealer profit picture will 
have priority in addresses and dis- 
cussions at the 23rd annual con- 
vention of the Automobile Dealers 
Assn. of Alabama at Biloxi, Miss., 
Apr. 27-29. 

Frederick J. Bell, NADA execu- 
tive vice-president, will talk on 
“The Automobile Dealer and the 
American Economy,” and Alan G. 
Rude, president, Universal CIT 
Credit Corp., will discuss the 
topic, “Courage and Confidence 
Can Decide the Consequences.” 
Other speakers and their sub- 





, jects will be: Dr. Ernest Dale, 


management consultant and pro- 
fessor of economics and business 
administration, Cornell University, 
“How to Improve Dealer Manage- 
ment and Operating Profits,” and 
Robert J. Alander, advertising di- 
rector of the Charlotte (N. C.) 
Observer, “Company Public Rela- 
tions.” 

Frank R. Broadway, AADA exec- 
utive vice-president, reported that 
a survey of association members 
disclosed that dealers blame the 
following factors for an unfavor- 
able profit situation: 

1. Misleading, high-pressure ad- 
vertising which has convinced the 
public that dealers can “give ’em 
away” and that there is no neces- 
sity for paying a price required to 
give the dealer a profit. 

2. High costs of operation, includ- 
ing labor, rent and selling costs. 

3. A general slowdown in sales in 
all categories as a result of reces- 
sionary trends. 

An annual award will be made 
to “Mr. Alabama Automobile Dealer 
of 1958” by a jury of awards. 


SS 


commenting on the increased 
interest in the sessions on the 
part of members, said that in the 
last four months, “48 dealers in 
downstate (all of Illinois except- 
ing Cook County and Chicago) 
Illinois have gone out of busi- 
ness—and only 14 were replaced 
by others.” 

Sander explained that “the 34 
lost would represent about 9 per- 
cent of our dealers going out of 
business in the year, if that trend 
should possibly continue.” But, he 
added, the situation has “awak- 
ened” the others. 


“Now, everyone is looking over 
his operations and trying to see 
where the money which should be 
profit is slipping away and what 
better business methods can be 
utilized to stay in business.” 


Some of the dealers who closed 
their doors, Sander said, were 
solvent but “just tired of fighting 
the battle.” 


In some Illinois cities, the deal- 
ers are working on the “Buy Now” 
campaigns but the IATA official 
said it is too early to judge the 
worth of such campaigns in the 
state. The campaigns did, however, 
manage to prevent some of the 
dealers in the IATA from getting 
to the convention. 
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HELP WANTED 





Management 
Personnel 


Nationally recognized avtomotive 
service management company has 
been engaged to locate 


3—General Managers 
5—New Cor Sales Monagers 
5—Used Cor Sales Managers 


Applicants for these positions must 
have successful backgrounds in the 
automobile business, and stand 
rigid investigation after interview. 
Unless you possess all these quali- 
fications, please do not reply. 


P. O. Box 8131, c/o Automotive 
News, Detroit 26, Michigan. 





YOU CAN EARN a better than average 
living in an established territory with us 
if you are a salesman between 26 and 
45, have car, and are interested in 
selling automotive hardware to dealers, 
fleets and contractors. Write L. O. 
Braden, Fullwell Motor Products Co., 
4005 Clark Ave., Cleveland 9, Ohio. 


PARTS MANAGER—Executive parts man- 
ager volume San Francisco Bay area 
dealer. Must be mature and experienced 
in all phases of management of large 
parts operation. Salary commensurate 
with ability. Send full resume with re- 
cent photo. Replies confidential. Box 
8088, c/o Automotive News, Detroit 26. 


SALESMEN to sell the book “AUTO 
COSTS’ which gives factory invoice 
prices of 1958 American and foreign cars 
and trucks. Huge demand. High com- 
missions—No territory restrictions. Auto 
Costs, Box 224, New York 1, N. Y. 


GENERAL SALES MANAGER, capable of 
taking complete charge Ford dealership, 
New Jersey. Salary plus percentage. Op- 
portunity to buy-in. Box 8138, c/o Auto- 
motive News, Detroit 26. 


REPRESENTATIVES—Calling on dealers 
in upstate New York and Connecticut to 
carry good sidelines. Mayflower, 614 
Bergen St., Brooklyn, New York. 


WANTED © 


An Ambitious Executive 

Sales Manager 
with ability to build, organize, train, 
direct and inspire a quality sales or- 
ganization. Excellent future, particu- 
larly if desirous of owning your own 
deal. You may qualify if you are now 
an assistant to a topnotch sales man- 
ager. This is a Ford dealership in 
Southern California with a 1,200 to 
1,800 car annual potential. Please 
submit qualifications and picture to 
Box 8158, c/o Automotive News, De- 
troit 26. 








RATES: TWENTY-TWO CENTS 


(22¢) 


PER WORD FOR EACH 
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HELP WANTED 


PARTS AND SERVICE 
MERCHANDISER 


Large manufacturer with nationwide 
service facilities requires man to head 
up Service Merchandising Depart- 
ment. Must be aggressive and capable 
of developing own promotions and 
follow-through. Experience in automo- 
bile, truck or trailer field highly de- 
sirable. Compensation adequate for 
highest type man. Excellent retirement 


plan and other benefits. 


Box 8120, c/o Automotive News 
Detroit 26 
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ACCOUNTANT-BUSINESS MANAGER de- 
sires change, preferably Washington, 
D. C. area. Ten years’ experience with 
Ford dealer. Thoroughly experienced 
daily operating control, credit—also com- 
petent stenographer. Can furnish excel- 


lent character and ability references. 
Box 8140, c/o Automotive News, De- 
troit 26. 





SERVICE, PARTS OR SALES MANAGER 
14 years’ experience Ford and Chrys- 
ler; volume dealer experience. Familiar 
all phases of dealership. Complete re- 
sume on request. Records to substantiate 
ability. Box 8141, c/o Automotive News, 
Detroit 26. 


AVAILABLE SOON—High caliber service 
manager, complete knowledge of man- 
agement principles, promotion activities, 
customer relationship. Accustomed 
earn over 
metropolitan area, Westchester, north 
New Jersey, Long Island. Box 8134, c/o 
Automotive News, Detroit 26. 


BUSINESS MANAGER—Accountant. GM, 
Ford, Chrysier 





ness management responsibilities. Uni- 
versity graduate, good references. Box 
8136, c/o Automotive News, Detroit 26. 


WANT TO RETIRE? If you want to re- 
tire and retain your business on the high 
level of respectability it has taken years 
to build, I am your man. I have had 12 
years’ experience. I started in a small 
town and worked up to the head of a 
million and a half dollar volume deal 
that is now being sold due to a major 
stockholder’s health. I can furnish the 
best references. Interested only in a 
high type, well financed deal where I 
answer to the owner only. Box 8137, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER—Desires position in 
Southern California or surrounding area. 
Fifteen years’ experience GM and other 
dealers. Consider shop foreman, service 
sales, with opportunity to ‘‘step up.”’ 
Efficient and hard worker. Write 1415 
N. Poinsettia Pil., Hollywood, Calif. 


SERVICE MANAGER—Desires permanent 
position in New York City or Boston 
area, 25 years’ GM experience—Profit- 
able, efficient and courteous manager. 
Resume on request. Box 8091, c/o Auto- 
motive News, Detroit 26. 


AUTOMOBILE GENERAL SERVICE 
MANAGER—ATTENTION — Would you 
like to have a mature man to handle 
your owner complaints at service repre- 
sentative level? Twenty years’ experience, 
wholesale and retail. Top references. 
Personal interview easily arranged at 
your convenience. Write Box 8139, c/o 
Automotive News, Detroit 26. 


TRUCK SPECIALIST with over twenty 
years’ experience with new and used 
units; excellent background in heavy and 
extra heavy duty operation, desires to 
relocate. Prefer south or eastern area. 
Can furnish performance history and 
best references to interested parties. Cur- 
rently employed as Truck & Fleet Man- 
ager with major ‘‘Big Two’’ distributor. 
Reply Box 8124, c/o Automotive News, 
Detroit 26. 


UTILITY MAN—Low volume dealers rec- 
ognize necessity of management consoli- 
dation. The right man can accomplish 
duties of several, thereby lowering deal- 
ership overhead considerably. I’m 36 
years old, family man. Nine years’ ex- 
perience with Ford products; bookkeep- 
ing and accounting; business and sales 
management, used car buyer and bond- 
able, Not afraid of hard work or long 
hours. Past history and references pro- 
vided on request. Box 8135, c/o Auto- 
motive News, Detroit 26. 





to! 
$10,000 yearly—must stay in| 


dealer experience. Can | 
manage efficient office and execute busi- | 
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IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


DEALERSHIPS AVAILABLE 





GENERAL-SALES MANAGER, Married, 
three children, 32 years old, Ten years 
as Chevrolet dealer in suburban Chicago; 
900 new Chevrolets last year. My agency 
is one of most successful in Chicago zone 
in all departments. University degree in 
Business Administration; graduate of 
Chevrolet Dealers’ Sons School, Can fur- 
nish references and recommendations 
from various sources. I must move to 
Fiorida west coast because of eight year 
old son’s health. Will be available for 
interview in Florida after July ist. Will- 
ing to invest if necessary. Box 8122, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 





DEALERSHIP HANDLING CADILLAC: 
In a city of over 70,000, located on Lake 
Erie in northern Ohio—Over 150,000 in 
the trading area. In business at the 
present location for over 36 years, Owner 
retiring due to ill health, willing to sell 
for the inventory of parts, also the shop 
and office equipment, which will run to 
about $30,000, Favorable lease will be 
given on the building and used car lot. 
Must have Cadillac approval, In reply 
give your business experience and refer- 
ences, including your bank. Box 8153, 
c/o Automotive News, Detroit 26. 

NO DISTRESS DEAL — Well established 
deal handling Buick-Opel, located in cen- 
tral Florida, 30 minutes from beach. 
Very substantial profit for many years, 
including ‘57. Excellent shop business. 
$25,000 includes parts, shop equipment, 
fixtures and improvements. Factory ap- 
proval and cash required. Box 8081, c/o 
Automotive News, Detroit 26. 

REAL OPPORTUNITY .. . own or buy-in 
topnotch dealership handling Plymouth, 
Dodge, DeSoto, eastern Nebraska county 
seat. Consistent money-maker. Low 
overhead, high service absorption. Buy 
only parts and equipment, Excellent op- 
portunity to take over management. 
Selling reason . Other interests. Box 
8152, c/o Automotive News, Detroit 26. 





AUTO SALES & RENTAL BUSINESS IN 
COLORADO with the ‘‘Red Hot’’ fran- 
chise handling Rambler. Only auto rental 
in prosperous university, manufacturing 
and scenic town—Located between moun- 


tains and very rich agricultural and 
feeding area. Excellent facilities; rea- 
sonable lease. A real opportunity in a 
dry climate. Box 8154, c/o Automotive 


News, Detroit 26. 


SIMCA 
America's Best Import Buy 


Consumers Report Jan. 1958 
Tom McCahill’s Reports 
E. B. Jones Motor Co. 


Distributors for 


ILLINOIS, INDIANA, OHIO & 


MICHIGAN 
East St. Louis, Ill. 
BR 1-2782 





2007 State St. 
UP 48532 





SOUTHWEST—HANDLING BUICK-OPEL. 
Buy parts only—Will lease equipment, 
fixtures, building. 300-500 new units. 
Substantial profit 1957. Buick’s approval. 
All replies in strict confidence. Box 8155, 
c/o Automotive News, Detroit 26. 


FLORIDA DEALERSHIP — Handling 
Chrysler-Dodge dual available in Tampa, 


Florida. Death of owner makes sale 
mandatory. Will sell assets for $20,000 
plus inventory. Approximately $35,000 


will handle. Very attractive lease. Con- 
tact Mrs. Ben Goodman, 1201 Florida 
Ave, Tampa, Fla. Phone: 2-2671. 


DEALERSHIP IN THE MIDWEST han- 
diing M-E-L. 400 car deal, no real es- 
tate to buy. No used cars or accounts to 
buy. Not distressed—has been profitable 
for many years. $65,000 will handle. 
Send credit report first letter. Reply Box 
8142, c/o Automotive News, Detroit 26. 


DBALERSHIP HANDLING PONTIAC- 
VAUXHALL, midwest city, heavy agri- 
cultural and industrial, 125,000 . 
Parts and equipment at inventory value. 
No real estate. Real opportunity for 
anyone with good management. Must 
have factory approval. Send bank ref- 
erences in first letter, Box 8143, c/o 
Automotive News, Detroit 26. 


HANDLING FORD in southern city of 
28,000 population, High per-capita, in- 
come, stable employment, Dealership has 
good facilities and equipment. Will lease 
building. Sold 400 new units in 1957. 
a 8144, c/o Automotive News, Detroit 


DEALERSHIP HANDLING DODGE- 
PLYMOUTH, southwest city 40,000. Long 
established. Box 8145, c/o Automotive 
News, Detroit 26. 


ee eng ein pereetellpeieeneerectemneestnestenieteeencnentnaieantenioneaiaaamia 
DEALERSHIP HANDLING BUICK — 
FLORIDA. One of the best towns in 
Florida, approximately 15,000. Signed my 
first Buick contract in 1929 and want to 
retire. It will be necessary for you to 
have Buick’s approval and sufficient capi- 
tal. In reply give your entire business 
experience and banking references. Box 
8157, c/o Automotive News, Detroit 26. 





SOUTHERN CALIFORNIA DEALERSHIP 
—One of the largest dealerships handling 
Continental-Lincoln-Mercury in metro 
politan Los Angeles. Did $450,000 in 
parts and service in year of 1957. Ideaj 
facilities and location, Lease property to 
right party Will sell at inventory, 
Owner retiring. Box 8128, c/o Automo- 
tive News, Detroit 26. 





WANTED 


Men between 21 and 40 years of age 


With experience in establishing auto dealer- 
ships. Nine states to work. We are distribu- 
tors for the famous GERMAN GOLIATH, 
complete line of cars, station wagons, con- 
vertibles, buses, panels and pickups. You can 
earn big money with unlimited opportunity 
if you qualify. Contact in person, by letter 
or phone: M. 8B. or Glenn Thomas. 


M. B. THOMAS AUTO SALES 


275 Lemay Ferry Rd. St. Louis 23, Missouri 
Phone: Flanders 3-7393 





SOUTHERN FLORIDA: Dealership han- 
dling Mercury in good location. Well 
equipped shop, clean parts inventory, 
adjacent used car lot. Owner desires to 
devote more time to other interests. Will 
sell assets for $20,000 plus inventory. 
Will sell or lease facilities. Box 8080, 
c/o Automotive News, Detroit 26 

CENTRAL SOUTHWEST—Dealer handling 
Ford, selling 350 to 400 new units an- 
nually, 400 used. Service absorption 
100%. Desires investor for percentage of 
stock—-$20,000 required. Recession not 
affecting profit. Box 8126, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING _ FORD- 
MERCURY by owner who wishes to re- 
tire. Potential 200 to 300 new units per 
year. Buy parts and equipment . only. 
$30,000 should handle. Excellent loca- 
tion, facilities and Jease. Write or phone: 
A. G. LaMontagne. Palmer, Mass. 
Phone: PAimer 87 or 1017. 








GOGGOMOBIL 
& SKODA 


Some Franchises Open 


Two of Europe's most wanted cars. Write or 
call for distributorship or dealership in your 
territory. 


Continental Car Combine 
1726 Broadway New York City 
Plaza 7-7790 





ILLINOIS DEALERSHIP, 100,000 city ex- 
clusive handling Pontiac and Vauxhall. 
Established 20 years. Service absorption 
high. Will lease building, paved used-car 


lot, service lot and/or extra parking 
area. $50,000 should handle deal. Pur- 
chaser must have factory approval. In- 


spection at your convenience. Write Box 
8099, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING FORD, subur- 
ban New Jersey. Excellent location, com- 
pletely equipped, fine facilities, good 
lease. Inventory and equipment $45,000. 
Reply with business experience and ref- 
erences. Box 8100, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING DeSOTO- 
PLYMOUTH, west coast beach town 40 
miles from San Diego. Buy only parts, 
equipment, signs, etc. Excellent lease 
with option. $15,000 will handle. Box 
8104, c/o Automotive News, Detroit 26. 








GOLIATH 1100 
DEALERSHIP FRANCHISES AVAILABLE Wis- 
consin, Upper Michigan, Minnesota, North 
Dakota, South Daketa, lowa, Nebraska. Cars, 
tools and parts available for immediate 


delivery. 
COUNTRY CARS, INC. 
Upper Midwest Goliath Distributors 
P. O. Box 122 Thiensville, Wis. 
Phone: Milwaukee, Flagstone 2-9408 


crc 


HANDLING RAMBLER in city of 38,000, 
next to city 29,000 across river; 1,000,000 
population in area—Western New York. 
Sold 150 new last year, 90 this model 
year, Good used car turnover, Wil! sell 
or lease building; can also finance with 
minimum down payment. A real money 
maker—$42,000 gross last year, Owner 
retiring due to health, Write Box 8119, 
c/o Automotive News, Detroit 26. 


DEALERSHIP handling Plymouth dual on 
Florida’s Gulf Coast. 200-300 potential. 
Box 8086, c/o Automotive News, Detroit 
26. 


— 





FLORIDA GOLD COAST— 
METRO CITY 


Handling GM and Foreign Cars. Buy parts, 
accessories, equipment, some attractive real 
estate and excellent leases. Approx. $225,000 
will handle. Factory approval necessary. 80x 
8151, c/o Automotive News, Detroit 26. 
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DEALERSHIPS WANTED 


DEALER SERVICES 





AGO AUTO DEALER—Very progres- | 
give, seeking an auto agency with good | 
building and facilities. Will pay top dol- 
jar rent for right place. Box 8156, c/o 
Automotive News, Detroit 26, 





oR CHEVROLET within 50 miles 
of Indianapolis. All replies confidential. 
Have cash and qualifications, Box 8146, 
¢/o Automotive News, Detroit 26. 








INVENTORY SERVICE 


Parts and Accessories 
ca CERTIFIED REPORTS se 


@ Obsolescence Disclosed 

@ Shortage or Overage Established 

@ Inventory Investment Evaluated 

@ Analysis of Methods and Procedures 


ROLET SINGLE OR DUAL located | Fyil time experts. No pick-up part time help. 


gorthern half Illinois or Indiana, south- | 
em half Minnesota, Wisconsin, Michi- | 
Box 8147, c/o Automotive a 


Betroit 26. 





—————_— = 
FORD SINGLE point in midwest. t. All re- 
plies confidential. Box 8148, c/o Auto-| 


tive News, Detroit 26. 


FORD OR CHEVROLET, single point, | 


Call or write for service details 


Automotive Inventory Service Co. World’ 


10040 Freeland Detroit 27, Mich. WE 3-6445 


MILITARY BUSINESS 


within 300 miles of Detroit. Cash. All| am cae 
replies answered and kept confidential. Got Your Share? 
Box 26, Birmingham, Michigan. Military people will want to: 

> OR CHEVROLET—Phiadepata or| vance for 0 to 50 mente. 

u lac a 

ten area. All replies adeiphia or Register and Title car out of state. 
Have cash and qualifications. Box 8102, Take car overseas without refinancing. 
c/o Automotive News, Detroit 26. 





BUSINESS OPPORTU NITIES 





Franchises 
Available 


large national automobile warranty 
company has openings in Providence, 
R, |., Buffalo, N. Y., Pittsburgh, Pa. and 


West Virginia. 
Here is your opportunity to use your 
background 


managership for 


Ours is a 


Get low, money saving, financing rates. 
Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis for 
officers and first three grades enlisted per- 


Military Military 
Finance Co. Acceptance Corp. 
502 Tioga Bidg., P. O. Box 2166 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif. CApitol 6-268! 


THornwall '3-7423 
“Worldwide Financing for Military 
Personnel” | 





in a lucrative franchise 
an established na- Watch 
tionwide auto warranty company. the , 
repeat service that every Sten, OCDE 


auto dealer ““must"’ offer his customers. 
The men selected must have heavy 
soles experience, plus proven admin- 
istrative ability. 
holders are men with auto experience 
accustomed to earning $15,000-plus 
per year. No investment required. 
Write fully giving quolifications to 
Box No. 8109, </o Automotive News, 
Detroit 26. 


BUSINESS FOR SALE. Aircraft service 
and sales organization in large midwest 
tower 


Small Night Club 
Miami, Florida 


FOR SALE by owner—Seautiful _ 
iquor store. Food 
tional. ing, entertainment fociti- 
ties. Established 12 years. Recently 
remodeled, redecorated. Air condi- 
tioned. Nicest “spot” in the area. 
a location. Excellent lease. 
s 


: less . 
Present franchise la sere 
on od in this section. 





(See rates, opposite 
$100 REWARD for information leading to 
recovery of 1956 Chevrolet V-S, 3104, 
%-ton pickup—Motor No. 0435441F56A— 
Serial No. V3A56K016718. Was light | 
green, red seat covers, two holes in steel | 
hitch for pipes. Contact. Teel Chevrolet, 
Clinton, Oklahoma. Phone: 133. 


leading to the actual re- 





city, located on municipal airport, $100 REWARD | 
controlied. Beautiful facilities recently covery of 1956 Lincoln Hardtop, Serial 
modernized, including shop space for 10 No. 56WA 39367L. color maroon pos- 
airplanes, parts department, aircraft sible Florida license plate, Registered | 
paint department and hangar storage owner man known as Edward T. Cas- 
for 36 airplanes. Pumping approximately sidy, age 40, white; possible employment 
20,000 gallons a month, Cessna dealer- bartender, hotel clerk. Call collect: TEm- 
ship : on Total assets approxi-| pie 3-161i1, General Finance Corp. 2409 
mately 25.000. A real opportunity for | z ” we . Ae 
qualified purchaser. Write Box 8150. ¢/o No. Dixie, West Pale Beach, Florida. 
Automotive News, Detroit 26. DECAL TRANSFERS 
AUTOMOBILE AUCTION for lease in| TRUCK DECALS: no charge for setae: | 
New York area. Illness forces sale. Very | durable, brilliant colors. Write for sam- 
profitable situation. $25,000 will handle ples. Allied Decals, Inc., 8456 Hough, 
deal. Write Box 8149 c/o Automotive| Cleveland 3, Ohio. 
News, Detroit 26. | —— cocenitiniies 





c ‘ARS FOR } SALE 





Fleet Leased Cars 
1955-1956-1957 
At Wholesale 


All Makes & Models - Factory Equipped 
Available in All Major Cities 


HERTZ CAR LEASING DIVISION 


operation. Experience not nec- 

essary. Selling for personal reasons. Addre 
money-maker. Priced below 

merket valve. Terms to L E. SPATIG 


a 

party. Contact A. C. Barrow, 

— 4897 S. W. 8th St., Miami, 
Phones: Highland 8-1003 or 

FRanklin 9-4427. 


DEALERSHIPS AVAILABLE 


218 So. Wabash Avenue 
Chicago 4, Illinois 
PHONE: WAbash 2-1600 








DEALER FRANCHISES AVAILABLE FOR 


“THE LEADING FRENCH LINE” 


Sell the fabulous Citroen and Panhard quality and economy automobiles. 
A car in every price range from $1,395 P.O.E. 





2830 NE 2nd Ave. 





Dealerships available in the states of Texas, Oklahoma, Lovisiana, Arkansas, 


Kansas and Missouri. 


For further information wire, write or call: 


LONE STAR MOTOR IMPORT, Inc. 


1901 MILAM 


CA 4-9456 


HOUSTON, TEXAS 


4 id 
CARS FOR SALB 


DO YOU WANT 


PROFITS NOW?? 
Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 





1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 


Shipped by the 


Volkswagen Operation 


All Cars Selected, Serviced, Cleaned 
and Expertly Shipped Directly to 
All U. S. Ports. Contact our Ameri- 
can Representatives for Details. 


Expincorp, 
Lyndhurst, New Jersey 


Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 


(Bank References Furnished 
Know Your Supplier) 


Also Supplying Station Wagons, 


Panels, Pick-ups, Buses, Etc. 
Export Industrial Corp., S. A., 
Hamburg |, Germany 


1958’s 


Dealers Only 


Chevrolets, Fords, 
Plymouths, Buicks, 
Oldsmobiles, 
Pontiacs, Edsels, 
Cadillacs 


All with automatic transmissions, power 
steering, radio, heater. Buicks, Olds- 
mobiles, Edsels and Cadillacs have 
power brakes. Mileage 600 to 5,000— 
like new. Also Ramblers and sports 
cars. 


George York c/o 


OLIN'S 


Florida's Largest U Drive it 
Miami, 
Phone: FRanklin 1-659! 


Florida 





DEALERS! 
We hove a 
LARGE STOCK 
of continually changing 
CLEAN USED CARS 


for wholesale buyers. 
Drop in any time te buy; we'll be 
happy to see you! Ask for ED HOGAN. 


CURRY CHEVROLET 


Broadway & {33rd St. New York City 
ADirondack 46000 





_ CARS WANTED 


SELL YOUR 
USED CARS 


to 


R. S. HENRY 


New Brighton, Pa. 


Premium prices paid for pickups 


and station wagons. 


Call New Brighton, Pa. 5077 





CARS WANTED 


s Largest Independent 





; 1958 





PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up, Passenger 
cars and trucks, Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 492 
Main &t., Fort Lee, New Jersey. 


ACCESSORIES FOR SALE 


NEW AUTO RADIOS 











1953-4 Chev., 6 tube manual, 

model CTM4M ............0.005 $29.95 
1955-6 Chev., 6 tube manual, 

model CTM6M ..............006 29.95 
1957 Chev., transistor powered, 

model CIM7X ............cceees 32.95 
1958 Chev., transistor powered, 

model CTIMEX ............cecees 44.95 
1957 Chev., PB, model CTA7X ....... 41.95 
1954 Ford, 6 tube manual, 

MOE FOE cccccccceccccesscese 29.95 | 
1957-8 Ford, 6 tube manual, | 

SEE MEE pckds bivsanessesvous 29.95 
1955 Plymouth, 6 tube manual, | 

model PHSM vee 29.95 
1956 Plymouth, 6 tube manual, 

model PH6éM 29.95 
1957-8 Plymouth, 6 tube manual, 

model PH8M vévesecscs, GE 
1955 Mercury, PB, 8 ‘tube, 

model MYS5P . aaisnqeoesas 34.95 
1956 Mercury, PB, 8 tube, | 

model MY6P ‘su 34.95 | 
1957 Mercury, PB, tube, | 

model me. “S  ilalaaeai 34.95 | 
1958 Mercury, tube, 

model MY8P ...... 34.95 | 


Fast COD shipment r.0.8. N. ¥. 
Catalog upon request | 


LIBERTY AUTO RADIO 
191 E. 161 St. New York 51, N. Y. 
LUdiow 8-7111 


—TUGGAGE CARRIERS 
For Station Wagons 


Only full length (72" platform), all aluminum | 
permanent carrier, selling for 


$62.30 Net 


CANELL CO. | 
LITTLE FERRY, N. J. | 
We olso sell wood groin decals 


CHEVROLET RADIOS, Brand new 1955 
and 1956 genuine Chevrolet radios and/| 





antenna in original boxes, Priced below | 
dealer cost. Manual tuning $38.19, Push 
button $53.70. East Side Chevrolet Co., | 


2260 North Prospect Milwaukee 2, 


Wisconsin 


Ave., 





TRUCKS FOR SALE 


AUCTION 


Every Friday—11:00 A. M. 
DYER AUTO AUCTION 


641 Joliet St. Dyer, Indiana 
UNion 5-2361 


Call us for limousine service 


from airports 
All checks and titles guaranteed 
Checks issued day of sale 
$100,000 insurance thru Auction Insur- 
ance Agency 
Modern air-conditioned offices and 
restaurant 
Five acre blacktop parking lot, com- 
pletely fenced in 
Same location for 10 years 
The one and only Bruce Parkinson— 
Auctioneer 


Every Friday, 11:00 A. M. 
Prior to regular auto auction 








SCHOOL BUSES WANTED 
SCHOOL BUSES WANTED—one or twenty, 
1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8060, c/o Automotive 
News, Detroit 26. 


c LASSIC c ARS FOR SALE 








1947 LINCOLN CONTINENTAL V-12. 
Biack, 2-dr., original condition. Same 
transmission and differential. Good run- 
ning order $1,000 minimum. Contact 
Captain Albert A. Funk, 309 FBS, 
Turner AFB, Georgia. 


63 


ANTIQUE CARS FOR SALE 

1928 PONTIAC 
Could increase 
100%. 
tor Co,, 
1908 BUICK 
4-dr. Phaeton, 
and refinished, 
tion, 
Buick franchise. 
ney F. Brown, 
port, Connecticut, 


MISCELLANEOUS 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


DEALERS’ SPECIAL (F.0.B. Factory Net) 
$52.35 Fed. Tax included 





your showroom 


Williston, North Dakota, 


Authentically 


470 North Ave., 
FOrest 7-8401, 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.O.B, Factory Net) 


$44.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canedian Distributors 
FIVE WHEELS, LTD. 
599 Y St. 

Toronto, 





FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 


The “ORIGINAL YELLOW" 
Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL 
“wrist acTION’ S444 
COMPLETE with 

GUIDE CABLES AND $5555 
BRAKE HOOK-UP 

wan TRAIL-KING 
For fast Pickup & Delivery 


Automatic BraKinG 
Incldg. BRAKE HOOK-UP 

TowKinG 22's} $39°? 
ALL Foreign & American Cars $37.50 


Liberal “Trade In" or REBUILD 
Your OLD Tow Bars With Our 
SPECIAL CHANGEOVER KIT 


Tow Bar Sales Co. 


Exclusive Factory Distribyvtors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 
Call Collect 3 200s nae. 
40 So. Clinton St., Chicago 6, Iil. 








SN 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


LANDAU Sport sedan. 
traffic 
Color photo $1.00, Shemorry Mo- 


2-dr. Phaeton and 1911 Buick 
restored 
Excellent running condi- 
Selling account having terminated 
Both cars—$4,500, Sid- 
Bridge- 





DEALER SERVICES 








— NOTICE — 


Brown-Reisert & Hagel Auction Co., Inc. 


12 N. 9th St., Richmond, Indiana 
Phones: 2-3791 & 2-6310 


None too small or too large 









Appraisers - Auctioneers - Liquidators 
We Can Get Your Cash From Your Business Quickly 
147 automobile dealerships liquidated last year 


SPECIALISTS IN AUTOMOBILE BUSINESS 


Any Year Any Kind 
We have the largest wholesale outiet in a 
high market, Air conditioned cars a specialty. 
Write or Phone 

Clark Smith 

PHOENIX AUTO AUCTION 

2201 Westward Bivd. Phoenix, Arizona 
Phone: Alpine 8-5768 





PARTS FOR SALE 
LARGE STOCK OLDSMOBILE PARTS no 
longer listed current parts list. 60% dis- 
count, List available. Fulmer Service 
Co., Toronto, Ohio (U.S.A.). 























BUY IT! 
TRADE IT! 


SELL IT! 
HIRE HELP! 












Through 
AUTOMOTIVE NEWS 
Classified Want Ads 
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All Other Countries — One Year $12 [] or Two Years $20 (J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Diiisatsadvedins inesawes eneseseascae ee veenetdagesées aseeusseeuns 
Street Address......... secsdunetesbnessddbeheenars coo Zeme Nei ccccccs 
CP. cccecvece cbaocgneewoneseesesescageceoece te DANO. < ccccdscncecved 


TRADE CONNECTION: 


Car Dealer [1] Truck Dealer [] Manufacturer [] 
Jobber Insurdnce [] Financial [] Supplier (] 

Make O86 Cais ccscccccccerdccecssebdecceccecseca Qeconvseccnwbnasheun 

4-21-58 
































































Sam sem ce cee ce me ee ne ce ee 





CHARTER DESOTO DEALER VERNON M. BALL'S BIG 31,000 SQ. FT. BUILDING IS HIS THIRD AND LARGEST EXPANSION SINCE OPENING IN 1928 


How to star on the Ball team for 30 years 


Vernon M. Ball started his De Soto “‘team’’ one August day 
30 years ago with $1,000 in cash, a desk, backing from his 
local bank and finance company and a boundless amount of 
energy, enthusiasm and determination. 

““De Soto was enthusiastically received in our community,”’ 
says Vern. ‘““Within a year we outgrew our original quarters.” 
Vern has been growing with De Soto ever since, from a 
small, rented showroom to his present 100,000 sq. ft. 
facilities (including parking area and used car lot). 

Vern has succeeded in the highly competitive automobile 
business because he’s made the most of his opportunities. 

He’s an intelligent, hard-working businessman who knows 
the importance of courtesy and service. “Every satisfied 
customer gives you a definite advantage over your com- 
petitors when he’s in the market for a new car,”’ he says. 

Vernon Ball also knows that civic responsibility is a 
must’’. He’s very active in civic and business circles in 


ee 


De Soto dealer Vernon M. Ball, of Elkhart, Ind., has what it takes for successful selling 


Elkhart (he was the guiding light behind Elkhart’s recent 
sales-stimulating “You Auto Buy Week’’). ‘““We, as business- 
men, owe an obligation to our communities,” he says. 

And Vern, himself, points out the principal reason for his 
success—his De Soto franchise. 

“De Soto is built by a forward-looking organization which 
recognizes the importance of its dealers as independent 
businessmen,” he says. ‘““The lower-priced Firesweep series 
introduced by De Soto two years ago is just one example. 
It broadened our profit base by opening up a larger market 
for us. There’s always been plenty of fresh, hard-selling 
advertising and merchandising support behind De Soto, 
too. De Soto’s a great team to play on.” 

Vernon M. Ball is typical of the hundreds of successful 
men all over the country who know that enthusiasm, 
imagination and energy — together with a saleable product — 
are a strong success combination. They’ve found that .. . 


iT PAYS TO BE A 


DE SOTO DEALERI 





